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UNIQUE 
Patented Coustruction 


No Other Liquid Tight 
Flexible Conduit Connectors 
Have The APPLETON Brass 
Ferrule. Ferrule Screws In and 
Crimps On For a Perfect Seal 
and Positive Ground 


/ 


HERE’S 
HOW THEY WORK: 


@, 


The Only Fittings of their Kind... 
Provide Positive Wiring System Protection 


Slide nut (A) over conduit. Screw ferrule ° ° ‘ . ° 
and sleeve ‘ae (B) into conduit. Here are flexible conduit connectors with a big plus! Nothing 


Tighten: Gut cate eennate a to come loose, deteriorate, crack or break! Patented ferrule 
Appleton “ST” Series Connectors stay tight to assure positive 
exclusion of liquids, fumes, chips, shavings and other foreign 
matter from machinery electrical systems. And since the 


Completely assembled "ST" connection. (IM- threaded, brass ferrule is crimped on, there is a permanent 


PORTANT: nut must be tightened as far as 
possible to complete compression action 


which assures liquid-tight seal.) unfailingly within 10 millivolts drop. 


ground between conduit and connectors that maintains voltage 


Appleton “ST” Series Connectors come straight to fit flexible conduit 
from 4%” to 4”. Also, 45° and 90° to fit flexible conduit from ¥” to 2”. 
To avoid costly shutdowns and loss of man hours, due to wiring system 
= 4 és failure, write for full information. 
Cross section of completed connection shows 


how tapered end of nut compresses ferrule A QUALITY LINE OF ELECTRICAL FITTINGS ALL FROM ONE SOURCE 
wall... seals perfectly and gives positive 


ground between conduit and connector. SOLD THROUGH ELECTRICAL WHOLESALERS ONLY 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue * Chicago 13, Illinois 


Also Manufacturers of . 
Explosion- Reelites , 
Proof Fixtures r . 
Industrial | 


Lights 


Unilet 
Fittings 





Now, Even More: 


ye 
Wy’) FOR FUSE ECONOMY 
, ...USe ECONOMY Fuses! 


Adding to the money-saving advantages for which Economy 
Fuses have been noted since the company’s inception in 1911, 


come the new Econ Dual-Element Fuses. 


These recently announced Cartridge Fuses offer greater pro- 
tection against wasteful overloads and “shorts”, and their 


resulting, needless shutdowns and production delays. 


In addition to this dependable motor and branch line pro- 
tection, Econ Dual-Element Fuses also guard against high 
temperature and its costly effects, in the fuse boxes and the 


connections associated with the fuse clips switches. 


Econ Dual-Element Cartridge Fuses are available in knife and 
ferrule types; 0 to 600 amperes; 250 and 600 Volts. Under- 
writers’ Laboratories, Inc. Approved. Carried in stock by lead- 
ing Electrical Wholesalers. Write for New ECON Catalog 
S-60 or for literature on other type fuses in which you are 


interested. 


ee. ee 


ELECTRICAL WHOLESALERS—Be Prepared 


The announcement of the ECON Dual-Element Fuses 
has aroused great interest everywhere among users 
of fuses who will look to you for this latest develop- 
ment. In our trade advertising we say “Your Electrical 
Wholesaler has Econ Dual-Element Cartridge Fuses 
in stock.” Be ready to meet this demand 


ee | 





ECONOMY FUSE & MANUFACTURING CO. 


67EW 2717 GREENVIEW AVE. ° CHICAGO 14, ILLINOIS 
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LETTERS TO THE 


EDITOR 





Hits the Spot 
Dear Sir 

In your April 1954 issue of ELEC- 
TRICAL WHOLESALING, the article en- 
titled “How To Beat the Price Buga- 
boo” (p. 35) ... certainly is true and 
very timely. 

The price bugaboo is very prevalent 
in the electrical wholesale business and 
. .. | would appreciate your sending 
me 50 copies of the article. 

H. A. STEINMEYER 
MIDWEST DISTRICT SALES MANAGER 
APPARATUS AND SUPPLIES DIV. 
WESTINGHOUSE ELECTRIC SUPPLY CO. 
ST. LOUIS, MO. 


Dear Sir: 

We would like to make inquiry as 
to the possibility of our obtaining 10 
copies of this article for distribution 
to our salesmen . . 

D. A. GIPSON 
PRESIDENT 
EMSCO ELECTRIC SUPPLY CO. 
OKLAHOMA CITY, OKLA. 


Dear Sir: 

Would you please forward to my 
attention, 50 reprint copies of the 
article . . . 

J. E. CULLEN 
A & S SALES PROMOTION DEPT. 
WESTINGHOUSE ELECTRIC SUPPLY CO 
MILWAUKEE, WIS 


Dear Sir: 

. . To me this article was one of 
the most interesting and informative 
I have ever read in your publication. 
Mr. Sullivan is to be congratulated on 
his adept handling of a very prominent 
and discouraging problem. 

... I feel that our salesmen would 
benefit considerably by reading ; 
this timely message . . . Would you 
make it possible for me to obtain 50 
reprints of this article? 

ARTHUR MCKINLEY 
SALES MANAGER 
KEYSTONE MANUFACTURING CO. 
CENTER LINE, MICH, 


Dear Sir 

.. » We would like very much to 
distribute this article to our field sales- 
men, as it pertains to a very pertinent 
subject, and we are sure they would 
benefit from reading it. 

GORDON B. KOCH 

GENERAL SALES MANAGER 
IDEAL INDUSTRIES, INC. 
SYCAMORE, ILL. 


Dear Sir: 


I found “How To Beat the 
Price Bugaboo” so timely and worth- | 
while that I took time at a sales meet- | 
ing to read the entire article to my 
sales force. 
NAME WITHHELD ON REQUEST 
NEWARK, N. J. 


Keep ‘Em Coming 
Dear Sir: 

I look forward to your articles on 
“The Salesman’s Technical Notes” 
(EW—Jan. 54, p. 51; Feb, p. 54; 
March, p. 46; April, p. 70; May, p. 
86). The more I can learn about the 
products I sell, the better the job I 
know I can do. 

...A file of these “Notes” will be 
kept in my car, and if or when a ques- 
tion comes up, I'll be able to supply 
an answer. 

Keep up the work... 

FRANK H. LA BREE, JR. 
LADCO WHOLESALE ELECTRIC CO. 
LOS ANGELES, CALIF. 


Dear Sir: 

I feel that ‘Technical Notes” 
should be helpful to many... 

My company is very good at making 
such information available to all of 
our sales personnel . . . So I say: push 
the information along. 

GEORGE HARE, JR. 
SALES MANAGER 
DAUPHIN ELECTRICAL SUPPLIES CO. 
HARRISBURG, PA. 


The Thank You Dept. 


Dear Sir 

... Thank you for the very fine addi- 
tional push (EW—April ‘54, p. 56) 
that you have given to the adequate 
wiring program... 

O. C. SMALL 

MANAGER 
NATIONAL ADEQUATE WIRING 

BUREAU 
NEW YORK, N. Y. 


Dear Sir: 

... Sincere thanks for your splendid 
cooperation (EW—April '54, p. 60) 
in the electric housewares gift pro- 
gram campaign ... This was an excel- 
lent job 

H. S. PERKINS 
GENERAL SALES MANAGER 
THE SILEX CO. 
HARTFORD, CONN. 


THIS 





FEATURING 
YOUR HOUSE 





AND YOUR 
SERVICES 





TO YOUR 
CUSTOMERS 





This is the first of a series of adver- 
tisements featuring you —the T&B 
Distributor—and your services. Here’s 
graphic evidence of the pledge of 
support we offer you as part of the 
T&B PLAN. Trade magazines in 
which this ad appears will be circu- 
lated to more than 45,000 of your 
customers including: 25,000 electri- 
cal contractors, 10,000 plant engi- 
neers and electricians, and 10,000 
purchasing agents in key manufactur- 
ing plants across the nation. 

Through advertisements of this 
type, T&B will continue to broadcast 
to the user, the value of the many 
services performed by you, the T&B 
Distributor. 


N. J. MacDonald 
Vice President 


THE 
THOMAS & BETTS CO. 


Incorporated 
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1S YOUR AD... 


f¢ on bets 
ulf of 


TA 


Ob meen, BE TTs Cc (@) 


20 Butler Street, Elizabeth 1, New Jersey 

Thomas & Betts Ltd., Montreal, P.Q. Canada 

MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
ACA 





memo 
no OUR DISTRIBUTORS 


This month we want to talk 2 bit about Square p Field 
engineers: - -WhO they are and, specifically: what they do 
for our Distributors: 


top graduates from the 
, It may interest you 


o find one who meets ou 
words, We get the cream of the croP: 


Once they ' Ve joined us, these men are given months of 


detailed factor ini n the practical application of 
electrical dis _ And since 


ctive salesm 


These Square p Field Engineers are strategically located 
throughout the country - They 1 marketing 
area. Their major job is workin tors 


in puilding and maintaining pusiness 


We urge you to make full us are D Field En 


= iB solvin roblems ~~ 
in helpingé to j re efficiently: 
You'll find him willing an 


See you next month. pb 


M. P.- Kartalia 
MPK: ds Manager, Merchandisé Sales 





~ 


ARTHUR W. HOOPER, Edit 


GEORGE GANZENMULLER, Managing Editc 
THOMAS F. PRESTON, Associate Editor 
GEORGE D. FARLEY, Assistant Editor 
THOMAS M, CASSIDY, News Editor 

R. COLLURA, Assistant Editor (Production 
HOWARD J. EMERSON, Pacific Coast Edit 
HARRY PHILLIPS, Art Director 

G. B. BRYANT, Jr., Mgr., Washington Burea 
D. M, KEEZER, Director 

J. F. McPARTLAND, Jr., Te 


C. B. SHAW, Advertising Sales Manager 


trict Manager 
A. B. CONKLIN, York 
S. A. JONES, New York 
CHARLES F. MINOR, Jr., 
R. R. REAM, Chicago 
R. A. HUBLEY, Cleveland 
LAWRENCE S. KELLY, Jr., P 
JOHN W. OTTERSON, 
J. H. ALLEN, Los Angeles 
W. D. LANIER, Atlanta, Ga 
JAMES CASH, Dallas, Texas 


W. W. GAREY, Publisher 


ELECTRICAL WHOLESALING 


(with Wholesaler’s Salesman 
JUNE, 1954 VOL. 35, No. 6 


Published monthly by McGraw-Hill Publishing Com 
pany, Inc., James H. McGraw, (1860-1948), Foun 
der. PUBLICATION OFFICE, 1309 NOBLE STREET, 
PH LAD a - PA. 
EDITORIAL AND ADVERTISING 
OFFICES Mec cGraw-Hi 1! Building, 330 West 42nd St 
New York 36, N. Y. Donald C. McGraw, President 
Nillard Chevalier, Executive Vice-P ¢ 
A. Gerardi, Vice-Presideat ond Treasurer; 
ke, Secretory; Paul Montgomery er 
President, Publications Division; Ralph 
Vice-President and Editorial Director; Nels 
e-President and Director of Advert 
Blackburn Jr Vice-President and 
Circulation 
UBSCRIPTIONS: Address correspondence to Ele 
rical Wholesaling — Subscriptior ervice 5 
Noble St., Philodelphia 23, Po r 
42nd St., New York 36, N. Y. Allow 
days for change of address 
vbdscriptions cre 5 icited oniy 
engaged in wholesale distributio 
equipment, supplies and appliances 
npony connection must be indicated on 
tion orders 
ngle copies, 35c.; 70c. a 
es bscription rote United 5t 
ons, $3.00 for one yeor; $4.0 
for three yeors Conoda 
$8.00 for two yeors; $10.00 for 
Western Hemispher re $10.0 
> years; $20.00 for three years. All 
5 for one year; $25.00 for 
for three years. Entered as se 
2nd class matter May 3, 1951 at the Post Office 
at Philadelphia, Pennsylvania under the act of 
March 3, 1879. Cable address: ‘*McGraw-Hill New 
York." Printed in U. S. A. Copyright 1754 by 
McGraw-Hill Publishing Co., Inc. — All rights re 
served. 


June, 1954—ELECTRICAL WHOLESALING 


WHO LESAL 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


JUNE 1954 


Who Really Runs Your Business? R. M. Johannesen 3] 


You, a few good associates—and a lot of outside influences 


What It Takes To Serve the Oil Industry G. Ganzenmuller 39 
It takes a lot if you approach this market the way Nelson Electric Supply does 


How Salesmen Rate Sources of Leads.................. 42 


This recent EW survey tells you where to look for the most productive leads 


“Administrator” Was My Title on This Job... . . 0. 0. Rosmarin 44 


It's a new concept of the distributor's role in electrical construction 


A Two-Man Branch G. D. Farley 48 
That's the Thompson-Wilson Co.'s solution to its city-bred problems 


Adequate Wiring Begins at Home..... : H. Riley 50 


A British wholesaler describes his own approach to the wiring problem 


The Salesman‘s Technical Notes. . .W. J. Novak, J. F. McPartlandpg 
The subject this month: Air Conditioners. 


Can a Supplies Wholesaler cunsmided Handle 
Major Appliances? ne 
For the Coast Electric Co., the answer is Yes.’ Here's the full story 


H. J. Emerson 


Seen at the EEWA Dinner-Dance.... 


The camera's-eye view of scenes at the association's big social event 


An Editorial 
What Business Can Do To Help Our Cities. and Universities 


Anniversaries Review 


Biographical sketches of firms celebrating important milestones 
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Letters to the Editor Washington Straws 
New Products News for the Industry 
Price Index Calendar of Events 
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Times and Trends Sales Aids 
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Member ABC and ABP HD 





MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS ie 


w WALNUT STREET 


Chicage 12, Ulinss 





NEW PRODUCTS 





Aluminum Cable Adapter 
The Thomas & Betts Co., Elizabeth, N. J. 


Interchangeable use of aluminum and copper electri- 
cal conductor in switch and control equipment is 
possible because of a new connecting device called 
an aluminum cable adapter. It is now made in straight 
and right angle types for no. 4 and no. 2 stranded 
aluminum cable. The special tin-plated copper alloy 
adapter has a round barrel from which extends a 
smaller, split cylinder called a tang. The barrel fits 
on the cable and the tang is inserted under the equip- 
ment clamp. The slot that splits the tang extends well 
into the barrel forming two legs. When clamped, the 
adapter’s legs are squeezed together like cantilever 
springs. This spring pressure is effective all around 
the aluminum cable surface and compensates for any 
expansion and contraction due to current overloads. 
Unit is installed by driving it on the cable with pliers 
or a hammer. Then the adapter-cable assembly is 
inserted under the equipment clamp. As the clamping 
screw squeezes the adapter’s legs together the ser- 


rated bore takes a firmer grip on the cable. Illustration 
shows straight-type cable adapter installed in a cut 
out. The enlarged view at left shows how the cut 
out’s clamp squeezes the adapter’s legs together 
The company recommends the adapter for meter 
enclosures, other enclosed electrical terminal con 
nections and for connecting cable to exposed pole 
line equipment, such as transformers, Cutouts, capaci- 
tors. Applications in other fields are being explored 


by T&B engineers 


infrared Lamp 


General Electric Co., Nela Park, Cleveland 12. 


Ohio. 

Heating, drying, baking, cooking are s 
for a new type of infrared lamp. It is claimed to be 
infrared lamp 


me of the uses 


a radical departure from any previous 


in two respects. Unit comes in a tubular 


shape, slightly larger in diameter 
rather than in the shape of a conventional bulb. And 


compact 
than a Cigarette 
rather than regular or heat-resistant glass, the tube 
is made of fused translucent quartz. Producing more 
than four times the energy concentration delivered 
by the 250-watt infrared bulb, the 
lamp is said to have the ability to 
temperatures and the shock of violent temperature 
550 and 1,000 watts for 


slender quartz 


withstand high 
use 


changes. Sizes on Cif 


cuit voltages of 115-125 and 230-250 respectively 
spaced less than a half-inch apart. Cyrrent Tester 
The feature is said to make the im- 
proved 1954 circulators and pedestal 
fans extra safe to use around children 


Stud Connector 


Anderson Brass Works, Inc., Bir- 
mingham, Ala. 


Height’s Air Conditioning Co., 
Cleveland 20, Ohio. 


Room 
determines 
age that would be existent if the pro 


Multi-purpose stud connector may be 
stocked for use with tubing and cable 
connections. They 


air conditioner current tester 


Circuit Breakers 
Cutler-Hammer, Inc., 315 North 
12th St., Milwaukee, Wis. 


the exact operating volt 


for straight or 90 
are cast from electrical bronze and 


ay = It prede 
furnished with hex head silicon bronze 


posed unit were installed 


bolts, nuts and lockwashers. This type 
fitting is claimed for emergency use 
where specific connector requirements 
cannot be anticipated. 


Safety Guards 

Phil Rich Fan Mfg. Co., Houston 
4, Tex. 
Circulator and pedestal fan safety 
guards are made of plated steel wire, 
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Line of circuit breaker load centers is 
for positive wiring protection in build- 
ings of all sizes. These unit breakers 
combine thermal and magnetic trip, 
quick make and break, trip-free oper- 
ation, ambient compensation and two 
position “on-off” lever movement. It 
is calibrated at the factory to insure 
precision operation. The individual 
breakers are made tamper-proof by 
factory sealing. 


termines the voltage drop on the par 
ticular circuit that would be used for 
the air conditioner’s operation. If it is 
found the voltage drop is in excess 


of the recommended 10 per cent of 


the rated nameplate voltage (115 v.) 


then it becomes necessary to have a 


separate or new circuit installed « 


assure satisfactory electrical perform 


ance of the unit. Sizes U%, WY and 


¥% h.p. in 115 volt ratings 





U. S. Royal Portabie Cable 


Here's 


profitable business! 


A complete line of electrical conductors 


for every industrial and domestic use... 


. 
. 
% 
Yi 
N 
> 


U. S. Laytex® Control Cable 


Send for free booklets! 


The booklets listed below give valuable, detailed 
data about the ‘‘U. S.” Line of wires and cables. 
Write to address below and let us know which 
ones you want for your reference files: 


U.S. Laytex Telephone Cables « U.S. Laytex Supervisory 
Control Cables + U.S. Cord Sets and Power Supply Cords 
« U.S. Uscolite Splice Housing « U. S. Electrical Wires 
and Cables for the Coal Mining Industry « U.S. Aluminum 
Power and Lighting Wire Handbook « U. S. Electrical 
Wiresand Cables for the Chemical and Petroleum Indus- 
tries» U.S.General Catalog ofElectrical Wires and Cables. 


U. S. Grizzly® Non-metallic 
Sheathed Power Cable 


4. S. Neolay® Aluminum 


Feeder Cable 





21 Convenient Branch Offices to Serve You 


999 Lee St., S.W. 
Atianta 3, Ga. 
Amherst 6631 

429 S. Charles Street 
Baltimore 1, Md. 
Lexington 9-3808 

560 Atlantic Avenue 
Boston 6, Mass. 
Liberty 2-6360 

4135 S. Pulaski Road 
Chicago 32, Ill 
Cliffside 4-5700 
1101 Central Parkway 
Cincinnati 2, Ohio 
Cherry 3220 

7208 Euclid Avenue 
Cleveland 3, Ohio 
Express 1-4060 

6125 Peeler Street 
Dallas 9, Texas 
Dixon 2651 


4800 Colorado Bivd. « 
Denver 16, Colo 
Florida 3551 

2121 W. Fort Street 
Detroit 16, Mich 
Tashmoo 6-2121 
2602 Commerce St 
Houston 3, Texas 
Atwood 4391 

Soto and E. 46th Sts 
Los Angeles 58, Calif 
Logan 3161 

400 2nd Avenue, No 
Minneapolis 1, Minn 
Main 8251 

191 Hudson St 

New York 13, N. Y 
Canal 6-7100 

16th and Swift Aves 
N. Kansas City 16, Mo 
Norclay 3575 


4469 Farnam Street 
Omaha 3, Nebraska 
Regent 0900 

5th and Locust Streets 
Philadelphia 6, Pa. 
Lombard 3-7445 

101 Sandusky Street 
Pittsburgh 12, Pa. 
Fairfax 1-3200 

305 S. Broadway 

St. Louis 2, Mo. 
Chestnut 4990 

160 Motor Avenue 
Salt Lake City 1, Utah 
Salt Like City 4-6563 
6025 Third Street 

San Francisco 24, Calif. 
Mission 8-3783 

U. S. Rubber Intern’! 
161 East 42nd St 

New York 17, N. Y 











UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 


RUBBER AMERICAS + NEW YORK 20, NEW 


YORK 


1230 AVENUE OF THE 
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Cable 


Triangle Conduit & Cable Co., 
Inc., New Brunswick, N. J. 


Non-metallic sheathed cable comes in 
sizes 14/2 through 4/3. It has an 
outer covering of “Glazon” braid 
This braid is based on a continuous 
filament glass yarn which cannot rot, 
burn, absorb moisture or deteriorate 
with age. Cable is also non-flaking, 
lighter and easy to strip. It is more 
readily identified because the black 
printing shows up well on a bright 
silver background. 


Booster Transformer 


Marcus Transformer Co., 
Rahway, N. J. 
Portable booster transformer is de- 
signed to restore the proper voltage 
level on lines where inadequate volt- 
age is encountered due to overloaded 
systems. Plugs in any line. The booster 
transformer has a capacity of 3,000 
watts or 3 KVA. It is equipped with 
plugs and outlets for 95, 105, 115, and 
208 volts to deliver 115 and/or 230 
volts in any combination 


Inc., 


Transformers 

Acme Electric Corp., Cuba, N.Y. 
Buck and boost transformers are de- 
signed to provide the required voltage 
for air conditioning installations. Se- 
ries are essentially 4 winding insu- 
lated transformers in the 
separate windings are interconnected 
sO as to provide essentially the same 
voltage tapping characteristics as an 
auto transformer. In effect the second- 
ary winding voltage is added to the 
input voltage thus boosting the out- 
put voltage 5 or 10 per 
desired. 


which 


cent as 





HOME FIRE ALARM 
tm event of fire Outecter in ares of 
fire will corse clerm bell te sound 
tent nlbeteenn data on wer ne of thee pine 











Fire Alarm System 
Edwards Co., Norwalk, Conn. 


Warning bell of the fire alarm system 
is connected directly to Edwards ther- 
mal detectors, which are sensitive to 
heat changes. A push-button is in- 
stalled in the wall plate which per- 
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mits testing the system at any time 
Standard equipment includes 
units: for the furnace room; and the 
Any number may be 
115-volt supply 


two 


storage 
added. 
(a. c. only) to the transformer, the 
system operates on 10-volt “bell trans 
former” current. The units are set to 
close the alarm circuit when tempera 
ture reaches 136° F. 


area. 
Except for 


Blowers 
Peerless 
Ohio 
Backward curve 
manufactured in all 


Electric Co., Warren, 
blowers are 


NAFM_ recom- 


12\4-in. to 36% 


being 
mended sizes from 
in. The units have self-limiting horse- 
power characteristics and meet all per- 
formance standards and requirements 
balanced 
wheel which is designed to permit 


Featured is a dynamically 


smooth, quiet entry, passage and exit 
of air. Housings available for outdoor 
installations 





Cover 
National Electric Products Corp., 
Pittsburgh, Pa. 
Deep-bodied device cover is designed 
to accommodate all standard makes of 
single-pole circuit breakers in sizes 
from 10 to 50 amperes. This fitting is 
particularly adaptable for electrical sur 
face raceway installations where indi 
vidual circuit breaker control is desir- 
able for air conditioning units, or 
other applications requiring individual 
equipment control. The cover is made 
of 19 gauge steel, has a gray enamel 
1 


finish, and measures 6 by 2 inches 


Sander-Grinder 

The Black & Decker Mfg. Co., 
Towson, Md. 
Heavy duty 7-in. sander-grinder for 
almost all types of surfacing opera- 
Tool can be used with abrasive 
discs or with a number of accessories 
Weight 14 Ibs. Available with no- 
load spindle speed of either 5,200 or 
6,000 rpm. One feature is a housing 
so designed as to deflect air of the 
motor away from the operator 


tions 


NEW PRODUCTS 


SF 


.: 





Terminal Lugs 


Jasper Blackburn Corp., 35 Madi- 
son St., St. Louis 6, Mo. 


Multi-mount lug is a single conductor 
lug with two mounting holes for use 
installation 


where security 1S 


greater 
required. Only four sizes are required 
to cover a wire range from no. 4 to 
1,000 mcm 


barreled lug designed to take tw 


The twin-lug is a double 


parallel conductors with a common 


mounting tang. Three sizes cover a 


from 1/0 to 1000 mcm 


wire 
Both 


head or socket head screws. For indoot 


range 


available with either hexagon 


outd Or USE 


Clamp 
A. B. Chance, Centralia, Mo. 


Parallel groove clamp can be used for 


connecting any type and combination 


of main line conductors and tap wire 


Clamp has a heat treated aluminum 


body protected with fortified cad 


mium coating. It may be used for con- 


necting copper to aluminum, alumi- 
num to aluminum, aluminum to copper 
and copper to copper. Heavy cadmium 
whole connector 


\ 
coating Over tne 


eliminates the possibility of a line 
man accidentally putting the connector 
on wrong when making bi-metal con 
Made Sizes 


nections in five 


Portable Outlet Box 
The Fostoria Pressed Steel Corp., 
Fostoria, Ohio 


Toggle switch controls are a 


feature 
Wired 


complete with 3 outlets, 1 hot, 2 
rated 10 


of the portable outlet box 
con 
trolled by switches; 


125 


amps 
volts a4. d.c 


Red signal light 


illuminates when plugged in. 18 
gauge steel case supported on 4 rub 
Equipped with 6 ft. SJ no 


16 two-conductor rubber covered cord 


ber feet 
with molded rubber two-prong plug 


9 





“Yow We NEW <a 


OUTLET 


@ EASY TO WIRE —No wire loops to make. No screws 
to run down — a few seconds and connections are made. 


Time studies prove labor costs run from 4¢ to 5¢ less per 


SAVES TIME 
Just 2 Things To Do 


outlet. 


® PRICED RIGHT — Priced low — giving you an easy- 
to-wire, double grip outlet that can be used profitably on 


practically any job, large or small. 


High quality phosphor bronze springs hold wires 
firmly — far exceed “pull” requirements of Under- 


writers’ Laboratories. Vibration will not loosen Strip wires to gauge 
them. molded in back of out- 


Double, torsional contacts of phosphor bronze 
give perfect, long line contact with minimum of 
heat — which means long life. 

Strap runs through outlet and is fastened rigidly 
at both ends, producing a perfectly insulated back 
for greater safety. Plastic parts are extra sturdy. 
P&S 1500 has easy-find slots and washer type plas- 
ter ears — is designed for use with No. 12 and No. 
14 solid wire. 


Order these new, profitable outlets by P&S 
Catalog Number. 


Push wires into wire 
holes and they are an- 
chored securely. 


P&S 1500 
P&S 1500-1 (Ivory) 


For Catalog Information Write Dept. W 


PASS & SEYMOUR, INC. « SYRACUSE 9, N.Y. 


OFFICES: 71 Murray St., New York 7, N. Y 1229 W. Washington Bivd., Chicago 7, Ill. 
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Tape Recorder 

Mitchell Mfg. Co., Chicago, Ill. 
Portable tape recorder weighs 18 lIbs., 
less accessories. Operates on 110-120 
volts, 60 cycle a.c. Unit comes com- 
plete with tubes, microphone, 5-in 
reel of tape (600 ft.) and 5-in. take- 
up reel. Built-in 
unit is the dual track type, the dual 


6-in. speaker. The 
head providing two recording tracks 
on a standard reel to double recording 
time. Added convenience is provided 
by a fast forward and rewind. The 5- 
in. reel rewinds in 45 seconds, while 


the 7-in. reel takes 90 seconds. 


Luminaire 

The Edwin F. Guth Co., 2615 
Washington Blvd., St. Louis, Mo. 
Lower brightness, higher efficiency and 
easier maintenance for school and office 
lighting are claimed for the luminaire 
Unit is designed to give 60 per cent 
down light and 40 per cent up-light, 
with 35 deg. by 30 deg. lamp shield- 
ing. Comes with either 300 deg. white 
steel side reflectors, or translucent poly- 
styrene sides. Made of heavy gauge, 
zinc plated, bonderized steel and 
equipped with E.T.L. certified appa- 
ratus. Available for 2-light in all popu- 
lar 4 or 8-foot lamps. 


Receptacle 
John I. Paulding, Inc., New Bed- 
ford, Mass. 


Several room lights may be turned on 
or off at a single wall switch when they 
are connected to one of the outlets of 
a duplex wall receptacle. The other 
outlet, constantly alive, provides cur- 
rent for appliances. This dual purpose 
unit employs two separate feeds and 
one return. Construction is high im- 
pact, high dielectric molded Bakelite, 
available in brown or ivory. Fits 
standard boxes and wall plates. T-slot 
in design to accept either plug style. 
Rated for 15-amps., 120-volts; 10- 
amps., 250-volts. U.L. listed. 
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Air Cleaner 
Raytheon Manufacturing Co., 
Waltham 54, Mass. 


Room-sized air cleaner 


pollen, dust, 


Strains out 


smoke, lint and 


many 


even 
types of germs. Impurities in 
the air are trapped by the electrically 
charged parts of the machine's filter 
ing unit. Unit is not new in principle 
The company used the same kind of 
cleaning action—static electricity—in 
the giant air cleaners which have been 
operating for several years in Madison 
Square Garden, etc. Air cleaner uses 
approximately the same amount of 
current as a 40-watt electric light bulb 
It is 30 inches high, 15 inches wid 
and deep, and weighs 60 Ibs. Mounted 
on casters for easy wheeling from room 


to room. 


Incandescent Fixtures 
Litecraft Mfg. Corp.. 8 E. 
New York, N.Y. 


Recessed incandescent lighting fixtures 


36 St., 


employ a perforated flange which ex 
tends, skirtlike, below the ceiling line 
A wide range of 
double infra-red 


double-sprayed, 
baked, color coordi- 
nated finishes offers almost unlimited 
opportunity for application. Units are 
engineered for 75-watt, R30 reflector 
lamp and for the 150-watt, R40 re 
flector lamp. U.L. approved 
Box Cover Switches 

Pass & Seymour, Inc., Syracuse 


2 7. 


T-rated box cover switches are of the 
10 ampere type. Torsionally pre-loaded 
contacts are claimed 
kick-off thereby giving 
performance on type C loads. Totally 
enclosed shallow body 
wiring room in box. Rating: 10 amps., 
125 volts (T); 5 250 
ie x approved, conforms to Federal 
Specifications W-S 896, and REA ap 
proved. 


to give positive 


exceptional 
leaves ample 


amps., volts 


NEW PRODUCTS 





Burglar Alarm 


Swing-O-Lite, Inc., 13 Moon- 
achie Rd., Hackensack, N. J 

For mounting on doors and windows, 
complete with 


the burglar alarm 


chrome bell, cord and plug) is secured 
by two screws and connected to 120 


current. No 


er required. A trip is swung into pos! 


transform 


tion when protection is desired and 


when trip is actuated, the chrome bell 
until 


Made of steel 
, 


in baked enamel in a 


will ring continuously trip is 


moved to “off” position 
finished variety 
of colors. Unit measures approximate 


) 


ly in. by in. by ; in. deep 


Hotplates 


Markel Electric 
Buffalo, N.Y. 


Electrical hotplates 
for breakfasts 
and parties Made 
mic tiles, hand 


with modern black wrought 


Products, Inc 


cooker and warm 
ette are snacks, buffets 
of multi-color cera 


painted under 


glaze 
iron frame 
and legs cooks 


Rated with a high 


Cooker both and 


warms speed ot 


low speed of 90 
} 


6OOU watts, watts 


with 90 watts 


claims is nearly 


- : 
Warmer keeps food hot 
which manufacturer 
of table now on 


double that warmers 


the market 


Emergency Light 


Hobby & Brown Electronic Corp., 
Rockville Centre, N. Y. 
Compact emergency lighting unit pro 
vides 10,000 candle power or more. A 
special LOO amp deluxe storage bat 
hours 


tery operates for more than 12 


of continuous service. Automatic re 


charging of the battery from the regu 
lar electrical when the 


circuit emer 


gency equipment iS not in operation 
Unit iS topped by two 5,000 candle 


power! sealed beam lamps 





Would somebody please throw 
some light on our lamp.dusiness? 


bMolitamiittolactvectelaatiolcmetetemtelertelelcvecielaeltibomoltrytelcy melelaye me 


need to belong to the dark ages. 
Bring lamps out into the light of modern merchandising. 


Sell Champion Lamps like you sell other good, 


repeat volume items. No strings. No red tape. 


Champion Lamps give your men a fresh line 
to talk about. They have the quality to 


bring in the steady repeat orders. 


Ask us to show you how you can 
open up new accounts and develop 


new volume with Champion Lamps. 


CHAMPION LAMP WORKS 


Lynn, M assachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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PITTSBURGH STANDARD 
LOL 


GALVANIZED 
THREADS 


= ON HOT-DIP 
GALVANIZED CONDUIT 


say goodbye 


TO THREAD RUSTING WORRIES 


Here’s goodbye to the rusting of threads on hot-dip 


galvanized conduit... goodbye to rusting in storage 
... goodbye to time and money-consuming thread- 
cleaning on the job. 


Hot-dip galvanized conduit with galvanized 
threads is the first bonus for you from the extraor- 
dinary new Pittsburgh Standard Morrisville Plant* 
—the world’s most modern conduit mill. 


Famous “Standard of the Trade” Products 

RIGID STEEL CONDUIT 

All Finishes 

ELECTRICAL METALLIC TUBING 
Only Pittsburgh Standard offers this major bonus 
to you—and at no increase in price. Here’s an- 
other reason why Pittsburgh Standard Hot-Dip 
Galvanized Conduit is “Standard of the Trade.” 


*Galvanized threads on all sizes from Morris- 
ville, and on sizes 2¥2-in. and larger from Etna. 


ELBOWS - COUPLINGS + FITTINGS 


WHOLESALERS IN PRINCIPAL CITIES 


Need immediate information on which to base 

bidding estimates and work schedules? Ask your 

; Pittsburgh Standard agent. The unique Pitts- 

CONDU I T burgh Standard Sales Control Center will enable 
aa | him to give you immediate facts. Guesswork is 

bad 


fs. 


eliminated and you're days and dollars ahead. 


61 BRIDGE ST. PITTSBURGH 23, PA. PLANTS AT MORRISVILLE & ETNA, PA. 
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NOW... Kennecott 


helps you smash 
your biggest 
business bottleneck! 


It’s no news to you that inadequate wiring of homes hurts appliance 
sales, causes poor performance of good appliances, leads to returned 


goods, complaints, trouble. 


It’s no news, either, that well-planned wiring means more 
work for your contractors...more prospects for your appliance 


dealers...more business for you! 


But, here IS news...BIG news! Starting right now—Kennecott 
Copper Corporation joins forces with you in your battle for 


better wiring in the homes of your ultimate customers! 


Look at the advertisement on the opposite page. It’s the 
opening gun of a great adequate wiring campaign sponsored 


by Kennecott. 


~ Reaching over 15,130,000 readers of the Saturday Evening 
Post and This Week, every month, it’s a campaign that takes 
dead aim at the heart of a problem of overloaded, inadequate 


wiring prevailing today in over 80% of America’s homes! 


This campaign is bound to help your business. It will help your 
dealers...by taking the heat off the appliances they sell, by helping 
them sell the idea of proper wiring for appliances that need it. 


It will help your contractors...by boosting their re-wiring business. 





Tie-in! For reprints of this timely Kennecott adequate wiring 
campaign, write Kennecott Copper Corporation, 161 East 42nd 


Street, New York 17, N. Y. 
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Why douldnit it do that 
T ‘ Look To Your Electricity! 


What WAS the matter with this lady's toaster? new house may be electrically unfit 0 handle the Y If you own a house, see your 
' ; 


an 
2, 
an 
aNae Nothing at all. It just wasn't getting the power load of all the appliances you now own! electrician. He will gladly make & 
a: ' ‘ = H study of your N tem, tell yo 
it needed! How can you tell if your home wiring needs atten a ae ai em, tell yO" 
2 . b ' what work if any ma ded, 
tion? In addition to poorly-operating appliances: ‘ and its cost 
Dimming of lights when yo pliances; ' 
Slow heating of toaster, iron, etc-; Frequent plow- } Y If you pla 
ing of fuses; poor TY reception when appliances 
are in Use, oo few outlets and switches where 


> Why not? Simply because the wiring in the lady's 
house wasn't large enough to carry the necessary 
electricity t© her toaster as well as to the many 


m to buy # house ,don t 
"other appliances she uses. a = - “ —— = 

But, as you can see from the Jady’s face, she did you need them. have an electricia inspect it for you" 
: something about it.So = you if ae house is suf- If you find these symptoms in your home, you can Y if you ® 
> fering from the same electrical troubles. And it’s be sure that you are putting UP with 


4to 1 that! 


re going to build, be 
sure tO plan your wiring for the 
is! : : : : : future @S well as the present Re 

-onvenience. Y jso losin y / 
inconve ienc ou're a g ; ; member that on the average, your 


current. You're risking fire from under-size / electrical needs tncrease 10% every 


For instance, if your home was built more than 10 
loaded, overheated wires! year' 


S.years ag ou can be positive that its original 
wiring cannot care for all the appliances you've why take chances? Ask your local electrician for Kennecott Coppet Corporation, 
pought these past few years. In fact, even 4 branda- an electrical check-up! 161 E. 42nd St., New York 17,N.¥ 


Fabricating Subsidiaries 
& Copper Co 
ire & Cable CO 


Published for your information by 
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HERE’S PROOF THAT ABOLITE 
SLOTTED NECK REFLECTORS 


STAY CLEANER, LONGER 


In an unbiased test an Abolite Slotted Neck Reflector and a non-vented fixture were 
installed side by side in the core department of the James B. Clow and Sons plant, 
Coshocton, Ohio, for a period of six months. Results of the test speak for themselves; 
the non-vented unit had a heavy deposit of dirt and grime, drastically reducing its 
illuminating value, while the Abolite Slotted Neck Reflector showed minimum dust 
deposit and lighting efficiency remained high. 


Slotted Neck Reflector design is an original Abolite idea that contributes greatly to 
lighting efficiency and economy. Heat from the lamp causes automatic air circulation 
around the lamp and through the vent slots to keep dust and grime on the move and 
prevent it from settling. Lamp and reflector stay cleaner up to twice as long. Lamp 
necks stay 40% cooler to provide maximum lamp life. 

Another Abolite first! “Whiter-than-white” all white lifetime 


Titanium porcelain enamel finish floods maximum light, is 
easier to clean. 


ABOLITE IS YOUR FIRST CHOICE FOR NEW IDEAS IN BETTER LIGHTING 


“a me JONES METAL PRODUCTS co. 
OLITE : 


Ave WEST LAFAYETTE, OHIO 
egrets”? DIVISION 
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DUTCH BRAND plastic ELECTRICAL TAPES 


For Safer and Neater 
Insulated Wire Splices 
Use Dutch Brand Tape 


The complete line... 
that meets every industrial need 


-007” is the standard electrician’s favorite for general use. .010” for heavy 

duty work and for use with power driven taping machines. .020”... 
unexcelled for extra heavy duty work, and resistance to abrasion. 
t Color: DUTCH BRAND Vinyl! COLOR TAPE in 8 colors and four 
widths, perfect for color coding, indexing, and electrical insulation. Sell the 
complete DUTCH BRAND line! 


PROPERTIES AND CHARACTERISTICS 


Dutch Brand .. . 
Perfect for Taping 


Electrical Bus Bars 007 


“fi 


Taping Tool Handles 
Provides Better 
Grip and Protection 


Neat Splicing 
for Limited Space 
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.020 


COLOR 





DIELECTRIC 
STRENGTH 


1000 V/MiL 


1000 V /MiIL 





TENSILE 
STRENGTH 


INCH OF 
20 uss./’ WIDTH 


30 vas /WioTn | 





ADHESION TO 
POLISHED SURFACE 


INCH OF 
30 oz/ WIDTH 


INCH OF 
30 oz,/' WIDTH ik 





ELECTROLYTIC 
CORROSION 


1.0 MIN. 


1.0 MIN 


900 V /MiL 


40 cs, / We OF 


WIDTH 


1000 V / MIL 
ys tag / INCH OF 
15 uss,/"Wiorn 





20-30 / INCH OF 
oz WIDTH 


INCH OF 
28 oz./ WIDTH 





1.0 MIN 


1.0 MIN 





RESISTANCE TO 
Oil & GREASE 


GooD 


GOOD 


GooD 


GooD 





ABRASION 
RESISTANCE 


EXCELLENT 


EXCELLENT 


EXCELLENT 


EXCELLENT 





RESISTANCE TO 
ACIDS & ALKALIS 





EXCELLENT 








- 
EXCELLENT 


EXCELLENT 





EXCELLENT 


Johns-Manville 
DUTCH BRAND 
P R o D U Cc T s 


VAN CLEEF 
7TBO0O0 WOOCOLAWN AVENUE 


inc 
cHwIcaco 


Division 


@ 4b 





| Wop cal ©) ood Wel - rari lo) ohm M-Ye) ohabmer- Bl 


Reh hl | | ae Se See gE SS 
= | ae 
Dh J i 7 J fl NE keh fete Ls 
;— 








_ Phelps Dodge engineers are available 
to assist distributors and their cus- 
tomers in solving all kinds of difficult 
wiring problems. 
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work . . . reduces costs by cutting 
down troublesome wiring problems. 


DODGE DISTRIBUTOR = 


Phelps Dodge Distributor Service Helps 
Facilitate Job Planning, Minimize Job Problems 
Handling Habirshaw wire and cable, made by Phelps Dodge 
Copper Products Corporation, assures you of two highly 
important advantages: (1) top quality cable—the finest in 
materials and workmanship, and (2) expert advice from 
Phelps Dodge’s experienced engineering staff. These are two 


major reasons why it will pay you to rely on Phelps Dodge! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


WIRE BY PHELPS DODGE MEANS WIRED FOR LIFE! 
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e For further information, 
see your @ distributor 

or consult a 

@ representative listed 

in Sweet’s Industrial 
Construction, and Plant 
Engineering file. 


in see our in 


8 


or write for copy or write for copy 


PULFUZSWITCH — 30 to 
100 amps, 250 volts and 30 to 
60 amps, 600 volts. 


KLAMPSWITCHFUZ — 30 
to 200 amps, 250 volts AC 
or DC. 


SNUFARC — 30 to 200 amps, 
600 volts AC, 2, 3 and 4 poles. 


Main Capacities — 250, 400 
and 600 amps, 250 or 600 volts 
in six basic assemblies. 


Above illustration shows “On 
the Job" assembly of combina- 
tion Klampswitchfuz and Pulfuz- 
switch Panelboard. 


FEEDER 
DISTRIBUTION 
PANELBOARDS 


@ Pulfuzswitch, Klampswitchfuz and Snufarc feeder distribution panel 
boards are now available on the ‘‘panel base assembly”’ plan, which means new 
opportunities for alert, aggressive, distributors and wholesalers. 

All necessary components of each type of panel — box, front, panel back, 
main bus bars and lug connections, neutral bar and 214 inch adjustable cover — 
are compactly packaged for easy stocking, and quick assembly on the job. 
Switch units are separately packaged also. 

Approved by the Underwriters’ Laboratories, Inc., for label service, these new 
panelboards are the finest in safety and efficiency. All switch units are operating 
type and horsepower-rated. All combine switch and fuse in one unit so that the 
current is “‘Off’’ when fuses are accessible. For maximum efficiency, all current- 
carrying switch and fuse contacts are heavily silverplated and fuseholders clamp 
under pressure. 

For wholesalers interested in small inventories, quick turnover and greater 
volume, these panels are of great potential. Order a stock today and see for 
yourself. 


Sratnk Adam Electric Co. 


P. 0. BOX 357 © ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT « PANELBOARDS e SWITCHBOARDS e SERVICE EQUIPMENT e SAFETY SWITCHES « LOAD CENTERS e QUIKHETER 


20 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49—100) Apr. 1954 Mar. 1954 Apr. 1953 


Copper Wire, bare. Unit: pound 132.8 132.8 140.7 
Building Wire, type R. Unit: M feet ..... 96.2 92.7 133.6 
Non-metallic Sheathed Cable. Unit: M feet a 78.9 76.7 122.8 
Varnished Cambric Cable. Unit: M feet 145.4 146.9 
Flexible Cord, type SJ. Unit: M feet 113.4 131.8 


Lighting Panelboard, fuse type. Unit: each ; 115.4 111.8 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 140.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 139.8 
Power Panel, circuit breaker type. Unit: each 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 136.3 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 112.7 108.5 
Motor, a.c., 1/2 hp., 220-440 volts. Unit: each 114.4 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.3 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 127.4 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 123.4 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 126.9 
Motor d.c., 5 hp. Unit: each 140.1 136.7 


Fan. under 12 inches. Unit: each 110.3 i0 108.7 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit 143.6 143.6 135.0 


Drill, production line, 1/4 in. Unit: each 112.0 112 112.0 
Drill, production line, 1/2 in. Unit: each 107.0 107.0 105.6 
Saw. production line, 6-8 in. Unit: each 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each ; 164.1 164.1 150.0 


Lamp, 60-watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 136.9 136.9 


Distribution Transformer, 15 kva. Unit: each 130.5 130.5 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 


Dry Cell Battery, flashlight, type D. Unit: each 149 49.3 
Dry Cell Battery, portable radio "B" pack 67 1/2 volts. Units: each 115 115.1 
Dry Cell Battery, general purpose, No. 6 type | 1/2 volts. Unit: eac 140.1 140.1 


Voltmeter, portable type, 3 |/2-6 1/2 inches. 0-300 volts. Unit: each 15¢ 156.3 
Ammeter, portable type, 4-6 1/2 inches. Unit: each 123.2 123.2 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 138 138.1 


Toaster, automatic, "pop-up." Unit: each 107 106.8 
Iron, under 4 pounds. Unit: each 108.7 108.2 


Cooking range, standard size. Unit: each 105.1 105.0 
Washing Machine, non-automatic, wringer type. Unit: each 107.1 107.1 
Washing Machine, automatic. Unit: each 104.1 104.1 
lroner, table model. Unit: each 115.5 115.6 
lroner, portable model: Unit: each 100.8 100.5 
Vacuum Cleaner, upright. Unit: each 108.0 107.1 
Vacuum Cleaner, tank. Unit: each 108.9 108.9 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.4 106.1 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 106.8 106.4 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 107.2 107.2 


Radio, table model. Unit: each 88.2 88.2 

Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 94.6 

Radio, portable model. Unit: each .. 93.0 93.0 95.0 

Television, console model. Unit: each . 73.6 73.6 75.2 

Radio-television-phonograph combination. Unit: each 73.8 73.8 74.6 

Television, table model. Unit: each .... 76.5 76.5 75.7 
Source: Bureau of Labor Statistics 
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. 7 GRILL TYPE 


TOP THESE LOUDNESS FACTORS 
(Edwards 115 volt AC Adaptahorn) 


type decibels* | loudness units 
flush 94 52,000 


projector 91 40,000 PROJECTOR TYPE 7 
grille 98 80,000 


*at ten feet 


(Flush type horn also available) 











The Edwards ADAPTAHORN is tops in performance, economy, 
appearance! From a whisper to a BELLOw—or for any sound intensity 
in between—the Adaptahorn never changes decibels once it’s set. 
This powerful Grille type horn is ideal where sound coverage over 


wide areas is needed! 


Easy to install . . . easy to adjust . . . sealed in mechanism (no clog- 
ging from dust and dirt) . . . heavy-duty, long-lasting movement. 
Made of rugged zinc die-casting—no other horn can match 
Adaptahorn’s durability with such low cost. 


Let Edwards’ 82 years of experience work for you! Install Edwards 
new Adaptahorn for your next signal job. There’s no horn like it! For 
proof, write Dept. EW-6, Edwards Company, Inc., Norwalk, Conn. 


-Epwarps 


World’s most reliable time, 


Only Edwards New Adaptahorn 
Offers All these Profit-Making 
Features 


. Outstanding finish and appearance. 


. Greater carrying tone at minimum 
current. 

. Rugged, shock-proof . . . die-cast 
housing. 

. Non-adjusting. Subjected to severe 
life tests without failure or need 
for adjustment. 

. Muting feature standard in all 
models. 

. Interchangeable with 6” and 10” 
Adaptabels on same mounting plate. 

. Weatherproof construction. 

. Front wiring and plug-in type 
connection ... No “juggling” when 
installing. 

. Elongated mounting holes for easy 
alignment. 

. Female receptacle on mounting plate 
eliminates exposed “hot” points. 

. Can be mounted on all standard 
o ttlet boxes. 


. Listed by Underwriters’ Laboratories. 


communication and protection products ; | 
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THE JOB... 


Portable electric 
tools for shop use 


Hazacord Type $O or S$JO 


STOCK THE 
— THAT FITS THE 


Flexibility and toughness are musts for good portable 
tool cables—flexibility for easy handling and toughness 
to resist constant twisting and abrasion. Your 
customers will find that Hazacord Types SO and SJO 
fully meet both of these requirements. . . the 
outstanding choices wherever long service life is an 
important factor. 








And you will benefit from increased sales when you 
stock Hazacord Flexible Cords and Portable Cables... 
your customers know Hazacords will stand the abuse 
they will get on the job. Tire-toughness is built into 
Hazacords by vulcanization in a continuous metal mold. 
The metal mold curing of the tough Hazaprene ZBF 
sheath combined with flexible conductors, strong laterals 
and a dependable insulation mean long service life and 


extra value in every portable cord or cable application. insulated cables 


For additional information on Hazacords, write for 
Bulletin WH-451. Hazard Insulated Wire Works, 
Division of The Okonite Company, Passaic, N. J. 








June, 1954—ELECTRICAL WHOLESALING 





THE THREE CUTLER-HAMMER STARS 


xx 
STAND FOR THREE NEW STANDARDS 


Rolling bearing action... 


The proper performance and useful life of all modern KK installs easier 


machines demand anti-friction bearings. Motor control 


i tion; it t t h d beari t 
+e rey SS oe 4 works better 


£ lasts longer 


Dust-safe vertical contacts... 


Experienced engineers know vertical contacts work bet- 
ter and last longer because they stay clean, shed dust, 
do not collect it. Pressure arc quenching is important 
new C-H feature. 


Less bounce by the ounce... 


Research showed contact bounce caused arcing, that re- 
duced weight in moving contact members cut bounce 
and arcing. So new light-weight parts now remarkably 
lengthen contact life. 


_ 


Cutler-Hammer Motor Control has always been respected for its E td a P| hy ER 
A, 4 


long life. It has frequently been chosen for industry's “killer” jobs ye 

by comparative test. Many users say, “| have never seen a Cutler- LA an aN 
Hammer starter wear out’ Yet the new Cutler-Hammer Motor a ORkO)- mee), Bs-le) 
Control has three times the life of the good equipment it replaces! 

Nearly unbelievable, but it IS true. Now motor control you can 

install and forget! Try it. Prove it. Your nearby Cutler-Hamrier 

Authorized Distributor is ready to serve you. Order from him today. 

CUTLER-HAMMER, Inc., 1327 St. Paul Ave., Milwaukee 1, Wisconsin. 


CUTLER-HAMMER % % %& MOTOR CONTROL 
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Business Index: NATIONAL PICTURE 


1947-49=100% sorinaten 1947-49 =100% 
— 300 ——Full-Line Wholesalers 
L— 250 
L— 200 
— 150 ~ : 
H— 100 aF 
_—— 50 


Le ® Lepttisritirticip tp itt ist iririti tii 


195! 1952 1953 





























—- Inventories 
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INDEX (above) % CHANGE 
Mar. 1954 Feb. 1954 Mor. 1953 Mor. 1952 Moar. 1951 1954 from 1953 
130 122 141 120 151 —4 
Inventories .. 140 134 147 154 126 —— 
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INDEX (above) % CHANGE 
Mar. 1954 Feb. 1954 Mar. 1953 Mar. 1952 Mor. 1951 1954 from 1953 
140 128 147 128 144 ——_4 
Inventories .. 162 162 175 158 145 —— 
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INDEX (above) % CHANGE 


Mar.1954 Feb. 1954 Mar. 1953 Mar. 1952 Mar.1951 1954 
117 112 147 109 162 —13 


Inventories .. 144 142 167 163 184 


SOURCE: Bureau of the Census. April-May projection is by this publication. Pes cent change in s 
months of 1954 from three months of 1953. 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS i. As em 
MARCH 1954 (0 Change) ( ange 


From From From 
Mar. Feb. Mar. 
1953 1954 1953 


NEW ENGLAND 





Full-line ' ; — 8 
Wiring supplies and 2 
construction materials j a. 


Appliances and specialties —I6 


MIDDLE ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH CENTRAL 





Full-line . . 
Wiring supplies and 
construction materials . 


Appliances and specialties 


MOUNTAIN 





Full-line 
Wiring supplies and 
construction materials ..... 


Appliances and specialties 


PACIFIC 





Full-tine 8 + —15 
Wiring supplies and 3 6 
construction materials 


Appliances and specialties . . T ie 23 -26 


>'S monte 19546 trom 3 wana Source: Bureau of the Census 
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A G-E Product 
Competitively Priced 
For the Residential Market 


Now! Sell General Electric Type “R” Cir- 
cuit Breakers for residential use... and sell 
at a competitive price. 

Type “R” Breakers are backed by the 
G-E name and reputation — your best 
guarantee of a safe, reliable product. Offer 
your contractor-customer the finest breaker 
he can buy. 

Breakers that don’t sell . . . that gather 
dust instead of sales ... rob you of shelf 
space and profit. Type “R” Breakers will 


move fast. They protect your investment 
because they fit your present stock of Load 
Centers. 

Type “R” will be in increasing demand 
because it’s new ... it’s for residential use 
... and it’s priced to sell. You’re sure of 
quick and steady profits from this new G-E 
Breaker. For full specifications, write to 
General Electric Company, Trumbull Com- 
ponents Department, 51-61 Woodford Ave- 
nue, Plainville, Connecticut. 


COMPARE THESE G-E FEATURES 


Maintenance-free 

Positive action mechanism 

Full thermal-magnetic trip 

Easy to install . . . snaps into place 


Projecting guard protects handle 


Tamper-proof .. . factory calibrated 
and sealed 


Overload trip works even if handle 
is held ON 


Easy to see tripped breaker . 
handle moves to position marked 
TRIPPED 


Gu can fut your confldence on 


GENERAL 


ELECTRIC 





is fully approved as 


underground feeder Type UF 


INDUSTRIAL 


PLANTS 


CONCRETE 


WALLS 


ig 


HOTHOUSES 


www? 


MINES 


hy Underwriters’ Laboratories, Inc. 


Bury it in the ground — and be sure of 
lasting service. Rugged jacket and 

insulation — both of ANACONDA 

Densheath** thermoplastic — resist moisture, 
soil acids, and crushing. 


DURALL-T? is ideal, too — as type NMC — 

for cow barns, hothouses, concrete and cinder 
block walls, industrial plants, mines . .. and 
other places where heat, moisture, corrosive 
fumes and fungi lick ordinary 
nonmetallic-sheathed cable. 


Get this tough new cable from your 
Anaconda Representative or Distributor. 
Anaconda Wire & Cable Company, 

25 Broadway, New York 4, N. Y. 


3. Pat. Of ¢Trade Mark 64443 


the right cable for the job 


WIRE AND CABLE 
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TIMES and TRENDS 





Housewares—Under Fire 


The time has come for someone to “lay it on 
the line” in discussing the wholesale-distribution of 
electrical housewares. Too many uninformed sources 
have attempted to solve or dismiss the problem of 
selling housewares by suggesting that the whole- 
sale distributor is the cancerous growth killing an 
otherwise healthy trade channel. 

Over thirty-four years of service to the electrical 
wholesaling industry — and only the wholesaling 
industry — has qualified this publication to speak 
out on this subject. 

We believe that too few manufacturers know 
what a wholesale-distributor is. We believe it is a 
great mistake to level criticism at wholesale-dis- 
tributors in general. Our association with whole- 
salers has taught us that they are specialists in 
performing the following functions: Maintaining 
and warehousing adequate stocks; maintaining de- 
livery and counter sales facilities; hiring and train- 
ing a sales force; preparing and distributing cata- 
logs; extending credit; providing an assured market; 
making possible economies in packing, shipping; 
billing and accounting; introducing new products; 
originating and executing sales programs; handling 
complaints. 

A great injustice is done to the organizations 
performing the foregoing functions in an efficient 
and economical manner, when a careless criticism 
does not distinguish these operations from the fringe 
outlets who call themselves wholesalers, but in 
reality are neither equipped nor qualified to use 
that title. 

An even greater error is committed when the 
full functioning wholesale-distributor is offered the 
same compensation as the wholesale-retail outlets. 
Thus, a firm that is trying to build a strong perma- 
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nent market for a manufacturer soon finds itself 
in a box—unable to offer its full line of services 
and compete with a firm offering nothing but 
price deals. 

Almost two years ago, ELECTRICAI WHOLI 
SALING reported the following: some of the 
most important manufacturers are selling electric 
housewares to locally recognized catalog wholesale 
retail distributors. This shortsighted action has 
opened for discussion among dealers and distribu 
tors, the intelligence and the economics of continu 
ing to supplement and implement such manufac- 
turers’ merchandising and promotional programs 
with efforts of their own.” 

We regret to report that our constructive warn- 
ing went unheeded and the situation has grown 
worse. It is suggested that the sale of electric 
housewares could become a billion-dollar market. 
We doubt that it can happen unless a great deal 
of careful analysis is undertaken along these lines: 

1. Manufacturers should recognize that over- 
production, over-distribution and  over-pricing 
breeds firms that destroy markets in the long run 

2. Distributors should recognize that they have 
nothing to gain and everything to lose if they 
attempt to compete for backdoor business 

Whether you choose to call it enthusiasm or just 
plain interest, the fact stands that wholesalers must 
have faith in the products they sell. No distributor 
will continue to handle products that show no 
profit. Wholesalers are beginning to plug the leaks 
where profits are running out. If electric house- 
wares shows up as a major leak, the manufacturing 
industry may find itself in the same position as it 
is with major appliances—casting around wildly 


for some form of solid distribution organization 


PWNS, 


Oe 


EDITOR 
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Listed by Underwriters 


for Inside Wiring 


Yes Mr. Wholesaler . . . Inside, Outside, 
Anywhere Connectors are Used, You'll Find 


BLACKBURN “No. 1” with Your Customers! 


This ready acceptance means fast turnover 


for you with quick and steady profits. 

BLACKBURN’S record of reliable fast service BLACKBURN 
helps keep your inventory at a minimum... 

conserves your dollars. 

You'll like the BLACKBURN Line . . . every 

item was designed with the wholesaler in 

mind: Connectors, Terminal Lugs, Aluminum ; be te 

Fittings, Two Bolt Clamps, Ground Rods and 


Hoists. 


Send for Free Samples and Literature 


JASPER BLACKBURN CORPORATION + 35 Madison St., St. Louis 6, Mo.* Phone MAin 1-2821 
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GUEST EDITORIAL 





Who Really Runs 


Your Business? 


By R. M. Johannesen 


President, National 


If someone were to ask any one of 
us that question, the natural answer 
would be: I do! We might qualify 
our reply by admitting we had a few 
good associates or department heads 
or supervisors who helped some. 

Actually, the manner in which we 
each run a business is affected by so 
many outside influences it might be 
well to give them some thought, par- 
ticularly in view of the fact that the 
operation of a business gets more com- 
plicated all the time 

I read recently that the problems 
of business today are much more com- 
plex than in father’s day, and father, 
in turn, had more problems confront- 
ing him than did grandfather. The 
article went on to say that our sons 
would find things even more compli- 
the 
would need all the help they could get 


cated in future and therefore 


Now just what are these outside in- 


fluences that inject themselves into 
our affairs. 

Number One, ] would Say, 1S ZOV- 
ernment. Taxes 


major headache. We must all work 


alone constitute a 
for the government several days of 
each week before we can start accu- 
mulating anything to pay the rent, 
wages, cost of materials, and the many 
other things that constitute our run- 
ning expenses. This matter of paying 
taxes is so fundamental it seems need- 
less to mention it, but it’s remarkable 
to note the number of firms that either 
go broke or get into serious difficulties 
because the management either failed 
to give proper thought to the matter 
of taxes or else tried to evade them. 
Government also has a big hand 
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Aun. of Electrical Distributors 


in running our business through the 
De- 
other 


Commission, the 
and 


And we can't overlook those 


Federal Trade 


partment of Commerce 
agenc ies 
important legal regulations such as the 
Sherman Anti-Trust Law, the Robin- 
son-Patman Act, and dozens of other 
laws 

The Number Two influence in 
the running of a business is labor, and 
this is true whether we are union or 
open-shop, whether we are large or 
small. If 
quite obvious that our decisions are 


we deal with a union it’s 
regulated by the union contract as to 
wages, hours of work and many other 
things. If we are non-union, and if we 
operate a small business with few em- 
ployees, we still must follow a pattern 
that is the custom in our industry and 
in our area. None of us can keep our 
good workers for very long unless we 
remain competitive, in our local mar- 
kets, as to wages, hours of work, and 
working conditions 

Our suppliers have an influence on 
our business. This is particularly true 
of the relationship between distribu- 
tor and for 
major appliance distributor, this is 
probably the most important factor to 


and manufacturer, the 


consider. 

A less obvious but equally impor- 
tant factor in the running of any busi- 
ness is the influence of our com- 
petitors. We not only compete with 
them for business, but also for em- 
ployees and public favor. As a result 
we must have proper working condi- 
tions, surroundings and tools for our 
people. Our prices must be right, our 


work and service good, and the qual- 


ity of our merchandise satisfactory, of 


someone else will eventually pry our 


last 


business away from us 
but not cus 


And 
} 


tomers do have and 


least, our 
its proper that 
they should have—a real influence in 
the operation of our business. With 
out the customer we can't exist and 
it's proper that he should let us know 
what he expects in the way of service, 
workmanship, suggestions, and even 
And 
give 


within the framework of good busi 


price it's also proper that we 


should him what he wants 
ness practice 

Now, with all of these outside in 
W here do ] 
come this talk 


is all about. Where do you come in? 


fluences, you might say, 


in?” And that’s what 


I believe that too often we have al 


lowed these outside factors, particu 


larly our suppliers, our competitors 


and our customers, to influence our 


actions too much. One or two firms 
doing work or selling materials at 
prices that do not allow a profit is bad, 
but usually corrects itself in due time 
If too many other firms allow them 
selves to be influenced by the actions 
fre- 


of this type 


quently ends up in a demoralized mar 


of competition, it 


ket in which everyone suffers 

My point is that there is a fine line 
between good management and poor 
in the extent we allow outside influ 
ences to affect our thinking and ac- 
tions. The final decisions are still ours 
to make—and they should be made on 
sound business practices 


This is the last in a series of four 
guest editorials by Mr. Johannesen. 
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CROUSE-HINDS rigid quality control — 
CONDULET records prove it! 


The firsts CONDULETS, introduced by 
Crouse-Hinds in 1905, were so well designed 
and so carefully manufactured that many of the 
early installations are still in use.... still giving 
dependable service after more than forty years. 
This record proves that where quality counts, 
you can count on CONDULETS! 


Crouse-Hinds high standard of quality has 
always been controlled by careful checking and 
testing of both raw materials and the finished 
product. The CONDULET line has expanded 

Sictsiou:s ceaniieaaanaleete Mader ar in the from a few items to more than 15,000 types and 
Mechanical Laboratory. Constant testing insures sizes and the testing laboratories have kept pace 
uniform quality. with this development. They contain the latest 

and most modern testing equipment. 


Laboratory testing is only part of Crouse- 
Hinds system of rigid quality control. Factory 
inspection is equally important. Together, they 
assure a superior product that will serve you 
better... and last longer! 


Always specify CONDULETS. 


*CONDULETS are made only by CROUSE-HINDS 
CROUSE-HINDS COMPANY 


Syracuse 1, N. Y. 
ham - Boston Bufta 2g 


A hydrostatic test of a Type EPC. explosion-proof 
Condulet. It must withstand a pressure 4 times as 
great as an internal explosion. 


Loos 


Type LB 
Obround Condulet 


ICONDULET) 


Type EVA Explosion-Proof | : 
Lighting Fixture First in the field 
STANDARD / 


OF 
Type GUAC Explosion-Proof QUALITY 
Junction Condulet { A 
> & 

f. as 
VA Nationwide \ 
ff Distribution \ 
| Through Electrical 


Guaging the threads of an Obround Condulet in a. CB 


the factory. Crouse-Hinds quality control follows Type FSC Tumbler Type ARE 
through to the finished product. = Switch Condulet Plug Receptacle 


AIRPORT LIGHTING : FLOODLIGHTS - CONDULETS - TRAFFIC SIGNALS 
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What's Happening 
eet < in Washington 





What's Ahead For Business?—An increase in demand for consumer hard 
goods, ranging from autos to household appliances, is the big reason Eisen- 
hower’s economic experts are saying the long business slide is over. 


But there’s more to the picture. There’s been a slight upturn in the price 
of some industrial materials. Construction contracts have increased. Orders 
received by factories have been climbing. It’s a cheerful picture, after a 
10-months gradual decline. 


If pressed, administration economists will admit they don’t know just what 
to make of the levelling-off. It could be merely a hesitation on the way down. 
Or it could be the start of a general rise. They won't say which. 


Unemployment remains a weak spot. The rate of new hirings by factories 
is the lowest since figures have been kept—some 20 years. The small drop in 
unemployment in April was less than seasonal. Jobless figures are likely to 
go up again when the June graduating classes start to hunt for work. 


Another question is installment buying. Since January, consumers have 
been reducing indebtedness at a fast clip—paying off oid installment obligations 
faster than they have been assuming new ones. In the fourth quarter last 
year, new installment credit exceeded payments by $339-million. In the first 
quarter of this year, payments exceeded new credit by $379-million. That's a 
lot of steam out of demand for products like refrigerators, freezers and TV sets. 


Administration economists would like to see this trend reversed. There 
was some talk that they would recommend government insurance for install- 
ment credit. But it never got past the discussion stage, and it’s been discarded. 


There’s one factor that could give the economy a real jolt upwards—That’s 
a possible increase in arms spending by the Pentagon as a result of the com- 
munist advances in Asia. Any decision to step in there, or to build up a south- 
east Asia alliance, would mean more government spending for armaments— 
and that would almost immediately take care of any slackness in business. The 
politicos have their eye on the fall elections—and while no one wants a war, 
a stepup in defense spending could take care of such thorny political irritations 
as unemployment. 


Housing Off To Another Big Year—Government figures so far indicate 
more than one million housing starts for 1954, perhaps more than last year’s 
1.1-million. Despite the investigation of Federal Housing Administration 
“scandals,” Congress isn’t going to cut down on the government insurance 
that’s been the prop under home construction for years. 


A few new proposals of Eisenhower’s to expand housing programs were 
knocked down. But the law Congress is passing is either the same as or more 


liberal than the present law. 
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Maximum home improvement loans are expected to stay at $2500 per year 
for three years— instead of the $3000 for five years Eisenhower recommended. 
Also, there’ll be a ban on insuring loans that aren’t actually improvements to 
housing—no barbecue pits and swimming pools, for instance. Lenders will 
assume part of the risk on each loan, too. But none of this puts any crimp 
in home improvement spending. 


Lower down payments and higher-priced houses will be approved for 
FHA-insured mortgages. And a new program is in the works to insure loans 
on new or rebuilt housing for slum areas or potential slum areas. 


A number of other provisions are being adopted to make it easier—not 
tougher—for home buyers or home owners to get insured loans. 


New FTC Makes New Wholesale-Retail Rules—The new Federal Trade 
Commission, operating with a Republican majority for the first time in years, 
is re-writing some of the anti-trust rules and regulations the previous com- 
missions used to follow in deciding cases involving wholesalers and retailers. 


In most cases, the FTC is making it tougher to find a manufacturer guilty 
of violating the anti-trust laws—making FTC lawyers show actual injury to 
competition before they'll order the company to stop an alleged price dis- 
crimination or practice charged as a restraint of trade. 


Good example is the case involving the Maico Co., maker of hearing aids, 
charged with injuring competition by signing up outlets to exclusive contracts. 
In time past, Maico or any other manufacturer would have been found guilty if 
it could be proved (a) he had a substantial share of the market and (b) that 
he signed independent dealers up to handle his line exclusively. The theory 
was that such exclusive dealing contracts illegally prevented others from getting 
into the market. 


But the new FTC threw out the case against Maico. Reason: There was not 
enough evidence to show that any such bad results flowed from Maico’s con- 
tracts with its distributors. 


The new commission at the moment is split two-to-two on the legality of 
what they call “horizontal price fixing.” The question is, is it legal for manu- 
facturers who own their own wholesale or retail outlets to sign fair trade 
contracts with independent wholesalers or retailers? 


That’s what’s involved in two cases of manufacturers who own their own 
distributing outlets—Doubleday and Co., a book publisher, and Eastman 
Kodak Co. Two commissioners believe such manufacturers can sign fair trade 
contracts as long as the manufacturer-retailer signs them in his role as manu- 
facturer. Two other commissioners believe this is a clear violation of the law. 
New commissioner John Gwynne, who hasn’t yet worked on these two cases, 
will probably cast the deciding vote. 


In another case, already decided, a manufacturer was charged with giving 
special discounts to consumers on the West Coast through his wholesalers and 
retail outlets—a “three for the price of two” deal that he did not offer any- 
where else in the country. The charge was that the only reason for this special 
deal was to keep down competition in his West Coast territory, the only area 
where a competing producer had any sales at all. The national manufacturer 
(it happened to be General Foods, but could have been a hard goods dealer) 
won the case. The commission said that the charge against him of illegal price 
discrimination was not proved because there was not enough evidence showing 
that the competing manufacturer with only regional distribution was injured 
by the cut-price deals offered in his market area. 
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New color-keyed packaging makes all types of 


HATFIELD BUILDING WIRE 


easier to identify, faster to locate! 


YOU DON’T EVEN HAVE TO KNOW HOW TO READ 
WHEN YOU HAVE HATFIELD “‘TELL-AT-A-GLANCE” 


COLOR KEYS TO GUIDE YOU! 





No more squinting at carton stamps — 

no more hunting through loaded shelves. 
Hatfield’s new system of colored labels and 
wrappings makes it a snap to put building wire into 
stock — makes it easier to sell from that stock — 


makes handling building wire a lot easier 


Hatfield Color-Coding saves time, cuts down errors 


aT ‘ 
any way you look at it! And these are Just the when putting wire into stock and when filling orders. 


first steps in a new packaging program. 

In the near future, we shall code the labels of all 
products to show the actual color of the wire. 
And because you know Hatfield always delivers 
the right wire, right when you want it, at prices 
that are right — this new service makes dealing 
with Hatfield even more sensible, even more 
profitable than ever! Check with Hatfield for all 
your wire and cable needs . . . power cable, 
building wire. 


Fast ‘’Tell-At-A-Glance”’ separation according to 
type and size starts right at the loading platform! 


JATFIELD WIRE & CABLE 


DIVISION OF CONTINENTAL COPPER & STEEL INDUSTRIES INC 
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HATSEAL 


6 BLACK 


ae 


Type RH—Hatemp 
Cartons: sizes 14 and 12 


RED & BLUE 


Type UF—Barnflex 

Cartons: sizes 14, 12, 10 
and 8 (single-conductor); 
sizes 14 and 12 (2- and 3- 
conductor) 

Coils and Reels: sizes 8 and 
larger (single-conductor); 
sizes 10 and 8 (2- and 3- 


conductor) 


GREEN 


Type RH-RW—Hydratemp 
Cartons: sizes 14, 12, 10, 8 
Coils and Reels: sizes 6, 4, 2 
Reels: sizes 1-1000 MCM 


RED 

Type TW—Hatvinol 
Cartons: sizes 14, 12, 10, & 
Coils and Reels: sizes 6, 4, 2 
Reels: sizes 1-1000 MCM 


Type RR—Permaprene 
Cartons: sizes 10, 12, 14 
single-conductor) 

Coils and Reels: sizes 8, 6, 
4, 2 (single-conductor); sizes 
14, 12, 10 (2-conductor) 
Reels: sizes 1-500 MCM 


BLUE 


Type NM—Hatflex 

Cartons: sizes 14, 12 (2-con- 
ductor) 

Coils and Reels: sizes 14, 
12, 8 (3-conductor); size 10 
(2- and 3-conductor) 


BROWN 

Type R—Hatseal 

Cartons: sizes 14, 12, 10, 8 
Coils and Reels: sizes 6, 4, 2 
Reels: sizes 1-1000 MCM 


ATFIELO WIRE & CABLE 
a Pw oan 


: HYDRATEMP 


| Sore U 





Tw 
HATVINOL 


14: BLUE , 





1H” Rie STYLE i 


12 pants ane 


HATSEAL 


8) BLACK 


The above labels with diagonal 
lines will signify stranded wire 





BUY HATFIELD 


CORDS AND CABLES 


Airport Lighting Cords and Cables 
Appliance Wiring Material 


POWER CABLE 


Airport Power and Lighting Cables 
Automotive Battery and Starter Cables 
Battery Cables Automotive Ignition and Lighting Wire, 
Cord and Cable 

Control Cords and Cables 

Fixture Wire and Flexible Cords, 

Cotton, Rubber and Plastic Types 

Range Cords and Cables 

Machine Tool Wires and Control Cables 


BUILDING WIRE 


Aluminum Building Wifes and Cables 
Armored Cables and Wires 

Barn Cable and Wire 

Braid Covered Building Wire 

Conduit, Flexible Steel Grounding Cables 

Drop and Distributing Telephone Wire Hight-Tension Cables 

Leaded Building Wires and Cables High-Voltage Cables 

Glass Insulated Wires and Cables Ignition Power and Lighting Cables 
Heat-Resistant Building Wires 
Non-Metallic Sheathed Cable 
Oil-Burner Wires and Cables Powerduct Cables 
Rubber and Leaded Building Wire Power Supply Cables 
Service Entrance Cables 
Parkway Cables Welding Cables 

Trailer and Truck Cable 


Generator Wires and Cables 


Mining Power Cables 
Portable Power Cable HATFIELI 


Power Service Cables 


Send for your copy of Hatfield’s pocket-size 
wire weight and data computer—solves 1,001 
wire problems! Write to Dept. CC on com- 
pany letterhead. 


Service Drop Cables 


THESE HATFIELD SALES OFFICES AND WAREHOUSES ARE READY TO SERVE YOU! 


454 MARIETTA STREET, N.W., ATLANTA 3, GA. 


*BECKER & CANE + 320 BROADWAY, NEW YORK 7, NEW YORK * HOPPER & McCOY + 


Norman Becker * George Cane * Herman Becker 
BOEING-GALE * 70 CROSS ST., EAST, SOMERVILLE 45, MASS. 
*BORK, R. J. © 872 CURFEW STREET, ST. PAUL 14, MINN 
*CAMPBELL, D. J. * 517 EAST BUFFALO, MILWAUKEE, WISC 
L. Martin 
*CLARKE & NOCE + 2 OLD CLAIRTON ROAD, P!TTSBURGH, PA 
*COLMAN, S. H. CO. * 663 PENNSYLVANIA AVE., ELIZABETH, N. J 
Joe Bierherr * Pat Lee * Fred Ettinger 
*EHLERS, A. L. CO. * 49 CENTRAL AVENUE, CINCINNATI 2, OHIO 
Pat Healy * 49 Central Avenue, Cincinnati 2, Ohio 
Fred W. Chapman © 2601 Ryan Drive, Indianapolis 20, Ind. 
Hillard Hoback * 3365 North Euclid Avenue, Indianapolis, Ind. 
G. Grimes * 4111 Hycliffe Avenue, Louisville, Ky. 
Richard Esterle * 946 Schiller Avenue, Louisville, Ky. 
*ESPOSITE, C. E. * 210 EAST REDWOOD STREET, BALTIMORE, MD 
*HAGEN, GENE & CO. + 3719 VEST AVENUE, ST. LOUIS 7, MO 


William Hopper Sr. * William Hopper Jr. *« Mac McCoy « Harold H. Bell 
LACKRITZ, M. J. * 1836 EUCLID AVENUE, CLEVELAND 15, OHIO 
F. Chartrain 
MADDEN, HERB CO. + 17-23 PHIPPS STREET, BOSTON 29, MASS 
Thos. P. Powers * 27 Glen Ellen Rd., Worcester, Mass. 
MOSESOHN, HENRY « 93 FAIR OAKS AVENUE, ROCHESTER, N. Y 
*SABA & CO. + 2660 NORTH CLYBOURN AVENUE, CHICAGO 14, ILL 
*SHULTZ, AL. * 36 ELK MARKET TERMINAL, BUFFALO 4, N.Y 
* SIMMER, F. H. CO. * 140 LESLIE STREET, DALLAS, TEXAS 
William H. Hodges * 4252 Judson Street, Houston, Texas 
SPATH, J. J., INC. © 175 FIFTH AVENUE, NEW YORK 10. N.Y 
R. D. Spath * N.N. Osach 
*SPRINGEL SALES CO. - PYRAMID SALES 
600 SOUTH DELAWARE AVENUE, PHILADELPHIA, PA 
Nat Springei * Harvey Springel * Joe Springel 
*STOFER, GORDON F. & BRO. * HOWARD JOHNSON BLDG., 


Ralph Drenkahn 8905 LAKE AVE., CLEVELAND, OHIO 
*HANKE, R. A. & CO. * 2660 NORTH CLYBOURN AVE., CHICAGO 14, ILL. SULLIVAN, W. E., JR. * 6211-A WEST BROAD STREET ROAD, RICHMOND 26, VA 
*HOFFMAN BROTHERS + 541 EAST FOREST, DETROIT 1, MICH 


* INDICATES WAREHOUSES 


JATFIELD WIRE & CABLE 


DIVISION OF CONTINENTAL COPPER @ STEEL INDUSTRIES INC 


PLANTS ® HILLSIDE * EAST NEWARK 
EXECUTIVE OFFICES ® HILLSIDE. NEW JERSEY 











CARL MULLEN, salesman for 
Nelson Electric Supply Co., 
of Tulsa, Okla., surveys the 
vast West Tulsa refinery 
complex of one of his cus- 
tomers — the Mid-Continent 
Petroleum Corp. He and his 
fellow salesmen represent 
a big part of... 


What It Takes 













To Serve the Oil Industry 


If you approach this market the way Nelson Electric Supply Co. does, it 
takes a lot. But then the rewards are great. Here's what is behind this 
concern's striking success in selling electrical supplies to oil companies 


By George Ganzenmuller 


Nelson Electric Supply Co. does on a big 

scale. Headquartered in Tulsa, Okla.—self- 
proclaimed Oil Capital of the World—this firm 
serves oil fields, refineries and pipeline pumping 
stations in Oklahoma, southern Kansas and the 
Texas Panhandle. 

Success doesn’t come easy in this business. 
Oil companies are fussy customers. To put it 
mildly, they want nothing but the best. And why 
not. They are dealing with products that poten- 
tially are as dangerous as dynamite. For another 
thing, oil companies are setting the pace for Amer- 
ican industry in the use of modern equipment. 
Petroleum refineries are the first really automatic 
factories. 

Nelson Electric Supply's success in serving oil 


Q iNson to the oil industry is something 
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companies is built on four pillars: trained sales- 
men, top products, large stocks and special serv 
ices. All contribute to the kind of real, tangible 
service that wins and holds customers. 

e Trained Salesmen—For example, take trained 
salesmen. Nelson Electric Supply has five outside 
salesmen and three inside salesmen. Each knows 
the company’s operation inside and out. All started 
in the warehouse and progressed through the ranks 
to their present jobs. The company wouldn't have 
it any other way. Here’s an instance that illus- 
trates why: 

Salesman R. J. Smith got an emergency call one 
night from an oil company customer. A circuit 
breaker had failed and a replacement was needed 
urgently. Smith got into his car and hurried to 
the warehouse. He quickly located the desired 
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hazardous locations. List covers 1,191 
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of each are in stock, how many are on order. It is revised and 
mailed to customers twice a month. Another list, devoted to 
pole line hardware, goes out once a month 


Special Services Are a Part of Nelson's Stock in Trade 


model. Following the customer's re- 
quest, he removed the breaker unit 
from the enclosure. Then he sped to 
the airport and delivered the breaker 
unit to the customer's waiting plane. 
Nelson Electric Supply feels that if 
Smith didn’t have the kind of training 
he did, maybe that breaker never 
would have made the plane. 

Thorough training pays off in many 
ways. Here are two of them: 

e Because he knows his products 
and their applications practically by 
heart, a Nelson salesman like Carl C. 
Mullen can ride the crest of a current 
trend in the oil business. There’s a 
lot of activity in electrifying oil fields, 
changing from gasoline motor-operated 
pumps to electrically operated ones. 
It started about four years ago, and 
Mullen has been covering all bases. 
He's been selling the equipment to 
set up the substation, then the equip- 
ment to electrify the pumping job. 

e Because he is up on the National 
Electrical Code, Mullen is called upon 
by customers to advise them on the 
kind of equipment to use in hazardous 
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locations. This consultant role is more 
important than it may seem on the 
surface. There are several underlying 
reasons—and all of them, as a matter 
of fact, have been expressed by the 
American Petroleum Institute. One 
is that a hazardous location in a re- 
finery has yet to be defined adequately 
(a subcommittee of the API is work- 
ing on this right now). A second 
reason is that the number of electrical 
engineers in petroleum processing 
plants is still very small. A third, in 
the words of the institute, is: “there 
are a considerable number of people 
in the refining industry . . . who are 
not aware that explosion-proof equip- 
ment is available.” 

Mullen’s job is a service job more 
than anything else. He spends his time 
servicing only about 27 accounts (na- 
tional average for the typical electri- 
cal wholesaler’s salesman: 92.4 ac- 
counts). His customers include such 
giants as the Texas Co. and Mid- 
Continent Petroleum Corp. This con- 
centrating on a few accounts isn’t truce 
of most of the other Nelson salesmen, 


however. With the exception of Smith, 
operation parallels Mullen’s, 
they handle a jarger number of gen- 
erally smaller accounts. 

Price-cutting has only occasionally 
darkened Mullen’s sales picture. “You 
might run into it on big jobs,” he says, 
“but in selling supplies and replace- 
ments, no. Oil companies are more 
interested in getting good products 
than they are in getting cheap ones.” 
e Top Products—A second pillar on 
which Nelson Electric Supply Co. has 
built its successful oil company busi- 
ness is top products. The firm has 
made it a point to be painstakingly 
selective about the lines it handles. 
“We don’t even sell competitive grade 
portable cord,” says Vice President 
William L. Muir. “We don’t think it’s 
fit to recommend to our industrial cus- 
tomers.” 

These rigorous standards are geared 
to the needs of the petroleum indus- 
try. The continuous nature of refinery 
processes, with often no more than 
one annual shutdown, demands utmost 
reliability of all components of the 


whose 
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electrical system. In the past this has 
been an objection to large-scale utili- 
zation of electric motor driven equip- 
ment in refineries. But improvements 
in motors to meet the requirements 
of hazardous and atmos- 
pheres have helped overcome objec- 
tions. 
e Large Stocks— The third pillar 
that supports the firm’s oil company 
sales operation is large stocks. There 
are 6,000-7,000 different items in Nel- 
son Electric Supply's one-floor, smart- 
ly layed out warehouse (EW—June 
‘50, p. 100). Neoprene jacketed, 5,000- 
volt cable is stocked in sizes up to 
500 MCM; in 600-volt cable, sizes 
up to 750 MCM are stocked. Rigid 
aluminum cable, up to and including 
4-inch, is there. So are tremendous 
quantities of vapor-tight, dust-tight 
and explosion-proof equipment—in- 
cluding explosion-proof water coolers. 

The importance of maintaining a 
big inventory is growing. During the 
period of materials shortages, many 
oil companies built up their stocks of 
spare parts. Now they are cutting back 
these inventories and becoming in- 
creasingly dependent upon their whole- 
saler suppliers’ warehouses. 

Even in the normal course of events 
—which includes emergencies — it’s 
important to have a full line of prod- 


corrosive 
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SERVICE RECORD—This is another of the firm's special serv- 
ices. The record is part of a 5-part order form, which is run 
It enables company to keep track of 


ucts in the warehouse. A good cus 
tomer might have been lost if there 
weren't infra-red lamps in stock the 
Sunday night that Carl Mullen gor a 
call from a Sinclair pipeline pumping 
in Kansas. Flood that 
had inundated the station were begin 


station waters 


ning to recede. But equipment had to 
be dried before pumping could be re 





Electricity and Oil 


Problems of generation and distribu- 
tion of power in petroleum refineries, 
according to Petroleum Processing, 
@ McGraw-Hill publication, do not 
differ widely from those encountered 
in large industrial plants. The power 
source for a refinery usually consists 
of one or more generating plants, 
often supplemented by a utility tie, 
and the electrical loads are dis- 
tributed over a relatively large area. 
The electrical distribution system is 
the ever-expanding link between the 
power source and the growing elec- 
trical load—now amounting to about 8 
billion kwh. annually in U. S. refiner- 
ies. Along with reliability, an im- 
portant requirement of the refinery 
electrical system is flexibility. The 
competitiveness of the business, re- 
flected in the continual development 
of new processes and methods, calls 
for relatively short term financing of 
new plant construction as compared 
to many other types of plants. 
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sumed. There were infra-red lamps in 
the Nelson warehouse, of course, and 
they were on their way in a hurry 

e Special Services—The fourth pillar 
is special services. There are two of 
them: stock lists and service records 


Nelson 


lishes two booklets called stock lists 


Electric Supply Co. pub 
One is for its line of fittings, including 
equipment for hazardous locations ( see 
illustration ); the other is for pole line 
construction materials. The fittings and 
stock 


list is revised and mailed to customers 


hazardous location equipment 


twice a month. A new edition of the 


pole line hardware stock list goes 


out once a month. 
What the 


just how many items of a particular 


lists do is tell customers 


type and model number were in stock 
Nelson 


many were on order from manufactur 


in the warehouse and how 


ers on the date the list was issued. For 
example, there were 177 J-768 3-wire 
secondary racks (less ins.) in stock 
and 235 on order as of March 16 
These stock lists are more than the 
name implies; they are silent sales 
men—and very productive ones. The 
over-the-transom, “first time” business 
produced by them alone has grown to 
considerable proportions. The reason 
is to be found in the large number of 


(Continued on page 107) 





FIRST-—Satisfied customers 


179 points 
FOURTH—Manufacturers’ advertising inquiries 


270 points 
SECOND—Fellow employees (countermen, inside men) 

















117 points 
FIFTH—Competition 


How Salesmen Rate Sources 


salesmen get their leads? Well, wonder no more. 
ELECTRICAL WHOLESALING has recently completed 
a representative national sampling of outside salesmen to 
determine how they obtain their hottest prospect leads. 
Response to the survey—19 per cent of those queried 
—was very good. Salesmen were asked to rate six basic 
sources of leads by numbering them in the order of their 
worth. They were also asked to explain their first choice, 
and several of their reasons may be seen in the column 
at right. 
The Satisfied Customer was the number one selection 
by far, scoring 342 points. Fellow Employees (counter- 
men, inside men) and Business Contacts ( manufacturers’ 


FY WONDER where other electrical distributors’ 
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agents, field men) ran neck-and-neck, scoring 270 and 
262 points, respectively. 

Giving credit where it's due, those queried often 
indicated a growing reliance for leads on fellow mem- 
bers of their organizations. Widespread teamwork with 
manufacturers’ agents and field men was also gaining as 
a method of effectively gathering leads. 

The salesmen answering the survey also reported that 
an average of 45.6 per cent of all their leads actually pay 
off in sales. And 97.6 per cent of leads are followed up 
by a personal call—the remainder by telephone. 

Asked to suggest other possible sources of leads, the 
answering salesmen most often came up with 

e Dodge Reports. 
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262 points 


THIRD—Business contacts (mfrs.’ reps., field men) 
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112 points 


SIXTH—Conventions, trade shows 


of Leads 


Local building reports. 

Distributor envelope stuffers, flyers. 
Complaints. 

Contacts with architects and engineers 
Large real estate transfers 

Reviving dormant accounts. 

Social contacts. 

Open eyes and ears. 


One very modest salesman, incidentally, gave this rea- 
son for rating Satisfied Customers as his number one 
choice—"Sheer weight of numbers!” 

ELECTRICAL WHOLESALING offers these survey results 
in the hope that they will be of some benefit as an in- 
formative checklist you can use. 
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Why Salesmen Rate 
These Sources 1-2-3 


Satisfied Customers 


“The leads and business obtained from my satisfied 
customers accounts for my best sales. 
° oO ° 


“Satisfied customers give me more time to get more 
satisfied customers.” 
° co o 
“Without satisfied customers in a territory you are 
working weekly and semi-monthly, you will be 

entirely out of business in 6 months.” 

° °° oO 
“In the case of contractors, it seems that the satisfied 
customer has a better knowledge of what is happen 
ing or is anticipated than even the building reports 


show.’ 


°o 2 ° 


“I feel that whenever customers get together, the 
talk leads to their problems and how and who helps 
solve them. Therefore I feel my best ‘bait’ and 
advertising is a satisfied customer.” 

° ° ° 
“Satisfied customers become practical testimony to 
the value of your service to the potential buyer.” 


Fellow Employees 


“They advise me of new customers and new accounts 
that come into the counter, telephone or mail in 


orders.” 


° ° ° 


“Busy customers frequently unload their wants and 
problems to the countermen who relay this informa- 
tion to me for action.” 
i ° ° 
“Most of my leads are obtained from phone calls 
received by office help and transferred to me when 
I check in. If I follow these leads immediately, 
they are usually profitable.” 
Oo ° ° 
“Countermen receive quite a number of inquiries 
and calls. Also, many customers will mention, when 
calling for material, that they have new jobs coming 
up and so on. I follow up quickly and the leads pay 


off.” 


Business Contacts 


“Manufacturers’ representatives in the field are my 
major source of contacts. It's just like having so 
many more eyes and ears working for you.” 

° ° ° 
“Business contacts produce information about neu 
jobs, special items to be needed, etc.” 

° ° Oo 
“Hard work and constant calling with field men often 
helps me get in direct contact with the parties that 
use the materials and do the buying.” 

° ° ° 


“Personal friendship with manufacturers’ reps and 
field men promotes many fine contacts where infor- 
mation is valuable because you know about it lone 
before the competition. This permits you to get in 
on the ground floor.” 





_ mae 
Newly constructed St. Francis Hos- 
pital wing, Trenton, N. J.—built to 
serve the medical needs of a growing 
community. Electrical distributor 
Rosmarin’s role on this job—super 
management and administration 
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“Administrator Was 


DMINISTRATOR—one who ad- 
ministers affairs. 

That was exactly my job on the 
construction work the 
Francis Hospital wing in 
Trenton, N.J. I administered the 
affairs of the manufacturer, the con- 
tractor and utility with respect to the 
installation of metal-clad switchgear, 
unit sub-stations and necessary lighting 
and distribution panelboards in the 
new wing, plus other equipment that 
I was called upon to furnish through- 
the course of the construction 
operation. 

The manufacturer: Federal-Pacific 
( Federal Electric Products Co.—Pacific 
Electric Manufacturing Corp.). The 
contractor: Piefer Electric Co., Tren- 
ton. The utility: Public Service Elec- 
tric & Gas Co. 

e Being Specific—Particularizing my 
role in this sale, here’s what Ross 
Electric was responsible for: 

e Coordinating the activities of 
this industry group and be the focal 
point from which all information re- 
garding construction was to be re- 
ceived and sent. 

e Gathering all this information— 
from the start of production to the 
very end of the installation—and in- 
terpret, crystallize and direct it on to 
the proper authorities. 

e Ferreting out any misunderstand- 
ing and clearing it up before it makes 
any appreciable dent in construction. 


electrical on 


new St. 


out 
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e Keeping all principals informed 
of each other's progress on the job. 

e Insuring delivery of basic equip- 
ment from the factory and component 
parts from our warehouse to the job 
site, the right amount at the right 
time, so that construction could be 
carried on without interruption. 

e Taking an active part in the man- 
agement of this construction without 
actually giving the impression of 
being an active participant. In other 
words, staying in the background with 
eyes and ears wide open, but with 
mouth firmly closed—until spoken to. 
e The Background—From the very 
beginning it was deemed physically 
and economically feasible by the man- 
ufacturer and contractor that a dis- 
tributor would take over the burdens 
I have just sketched—in other words, 
that the electrical equipment for the 
new wing would be shipped, billed 
and handled through a local distribu- 
tor. In the face of modern concepts of 
distribution, this might be considered 
a departure from the “ship direct” 
school of thinking. 

But in this instance, enlightened 
thinking remained strong when all the 
arguments both pro and con were 
aired. It might be well for all whole- 
salers to reflect on the business logic 
of the contractor in this particular in- 
stance. He gives a strong argument for 
our Cause. 

When approached by the manu- 


My Title on 


By David D. Rosmarin 
President, Ross Electric Supply Corp. 
Trenton, N. J. 


facturer on the question of handling 
the sale of this equipment, the con- 
tractor unhesitatingly advised that 
shipping and billing and the thousand- 
and-one details of the sale and its 
management be channelled through 
the distributor. I'd like to paraphrase 
his remarks, made both to me and to 
the manufacturer 

“Out of no benign love for the dis- 
tributor—either in a business or per- 
sonal way—I see no other course of 
action for the good of the whole con- 
struction project than to work closely 
through the electrical distributor. I 
am not a detail man—never have pro- 
fessed to be one. My office staff, unlike 
my field staff, cannot fluctuate up or 
down to keep pace with current con- 
tracts. The less detail they have to 
handle, the lower is my overhead. 

“The distributor is a management 
man. He has a good business sense. 
His office staff is competent enough to 
handle any billing transaction routed 
through them. The distributor himself 
is a man trained in details. 

“I need a man I can trust to keep 
me abreast of the job. I need a man 
who can warn me ahead of time what 
to expect in the way of delays and 
other troubles that usually crop up in 


ELECTRICAL WHOLESALING—June, 1954 





This Job 


As told to FROM STAR Which included gathering information on production 


schedules, routing and delivery of equipment and, as 


Thomas F. Preston 
above, going over blueprints with contractor’s engineer, Russ Flanagan 


a construction of this kind. I need a 
man I can contact from the field at 
any time of the day for ready answers 
to my questions; a man who, if he 
doesn’t know the answers, surely 
knows where to find them—fast. I 
need a man who can service me with 
needed materials right out of stock. I 
need a man I can lean on for support, 
to point to and say when there's 
trouble brewing, ‘He's the man to talk 
to, he’s got all the answers.’ A man 
who makes my problems his problems 
and who actually lives with the job 
until it’s done. 

“And the only man I know who can 

fill these requirements is the electrical 
distributor.” 
e My Job—Let’s see how this en- 
lightened thinking on the part of 
Piefer Electric paid off for the com- 
pany in the St. Francis installation. 
I'll start right from the beginning to 
show you what part I played in this 
project at an administrative level—a 
part, I feel certain, that can be played 
by every electrical distributor for his 
contractor Customers. 

The biggest worry transferred from 
the contractor’s to my shoulders was Which included be 
the problem of delivery. Since the in- T0 FINIS uded being on top of the construction job almost 
stallation was of such a custom-built the job and, as above, checking final last-minute details with Flanagan 


daily, keeping industry personnel informed of progress on 
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Administrator (cont.) 
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‘ ..We set up a telephone answering service 


nature, most of the equipment was 
produced and assembled in the Pacific 
Electric plant on the West Coast. Pro- 
duction schedules had to be set up— 
and followed almost religiously—and 
this schedule had to be posted for all 
concerned in the project. Routing of 
the equipment from the Coast by rail 
had to be mapped out well in advance 
and followed closely while en route to 
determine approximate date material 
would be deposited in Trenton. 

As it will with the best laid plans 

of men for materials, one shipment 
arrived at an inopportune time—on a 
Sunday morning when weather condi- 
tions were at their worst. Preparations 
for moving this equipment to the job 
site had to be made on the spot—a 
work crew had to be rounded up, 
crane operators had to be jostled out 
of bed, trucks had to be assembled 
for the trip from depot to hospital. 
e Countless Alterations — Another 
one of my duties was the handling of 
blueprint changes. In a construction 
of this size, these changes occurred in- 
cessantly while the project was still in 
the planning stage—and after. Since 
the average contractor seldom main- 
tains a system for handling these 
changes, it was up to us to set up a 
schedule that would insure that these 
prints were brought in on time, that 
they were called to the attention of the 
proper parties at the contractor's office 
and in the field, and that they were 
changes if 
necessary and ultimately consolidated 
into the system. 

As an added service, we maintained 
what you might call a telephone an- 
swering service. The Ross Electric 
office was the focal point of the con- 
struction operation so far as being a 
source of information was concerned. 
With the contractor's men, headed by 
Russ Flanagan, engineer, continually 
out in the field at the time, and the 
factory men, Howard Seligson and 
Tom Cavanaugh, both of Federal Elec- 
tric, likewise tied up with field work, 
it would be next to impossible to set 
up a network of communication be- 
tween the two had not a switchboard 
been set up strategically situated to 
both. We were that switchboard. 


returned for additional 


When a change in plans or a meet- 
ing was to have been arranged be- 
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tween factory, contractor, utility or 
hospital personnel, a call would come 
in to our office explaining the details 
of the suggested proposal. It was our 
responsibility to relay this information 
on to the personnel involved. 

We set up a system of pre-arranged 
telephone hours at which time men in 
the field could call us daily for a ready- 
made resume of the happenings of the 
day up to that time. It was up to us 
to take down all the specifics current 
on the construction project and pre- 
pare notes on who must do what and 
when. As these daily telephone calls 
were received from field men unable 
to be contacted during the working 
hours of the day, the digested data was 
then translated and passed on to them 
e The Listening Post—It was also 
my personal responsibility to watch 
for possible errors that may have gone 
unnoticed by the electrical engineer 
because of the strain he was under in 
supervising every construction detail 
on the job. A passing remark by the 
contractor's men on a certain phase of 
the construction off- 
handed question by the utility on serv- 
ice, a conversation with the factory 
man on the construction materials 
being installed would all be reported 
back by me to the proper people—no 
matter how insignificant these remarks 
seemed at the time. 

In this “listening-post” capacity, I 
always maintained the aloofness of the 
press agent who, no matter how many 
pictures he had taken of his clients, 
never once was photographed himself. 
For the benefit of all concerned, | 
stayed out of the limelight as much as 
possible. 

Since this hospital project was tied 
in so directly with civilian defense— 
because of its prominent position in 
disaster work—Public Service Electric 
& Gas was anxious to be a construc- 
tive overseer. We worked closely with 
the utility power engineer, L. W. 
(Bill) Samuel, to see that he was in- 
formed, also, of changes in specifica- 
tions, or of alterations in the original 
plans—and also kept him posted on 
conferences held in connection with 
the hospital construction work. His 
counsel and advice were always in de- 
mand and it was up to the administra- 
tor to see that his suggestions—for the 


operation, an 


good of the community as well as the 
installation—were quickly and cor- 
rectly passed on to the proper authori- 
ties. 

e This—and Regular Service—As 
to our service above and beyond the 
call of administration, here, too, we 
have had our responsibilities. This can 
be construed as another facet of this 
“selling-through-administering” tech- 
nique of electrical distribution. This 
added service—that of being a stock- 
ing distributor as contrasted to the 
jobber whose office is in his hat—has 
paid off more than once during the 
course of our association with Piefer 
Electric on the St. Francis job. 

The original equipment—the tailor- 
made breakers, 
panelboards and sub-stations — were 
the major part of the entire installa- 
tion, that’s true. The minor materials 
of a job that size may seem insignifi- 
cant when placed beside their more 
dramatic counterparts. But when some- 
thing like three thinwall benders are 
form in 
which concrete will be poured the 


switchgear, Circuit 


needed immediately for a 
very next day—ready or not—this “in- 
significant” product is viewed in a 
different perspective. This little emer- 
gency, along with others that have 
become standard with 
contractors, had been overcome almost 


more or less 
immediately because the needed equip- 
ment was in stock and shipped to the 
job site without delay 

e Good Arguments — Having lived 
with the St. Francis Hospital wing 
construction for more than a year, and 
having seen it through to a successful 
completion, we have come to these 
personal conclusions 

Our position in the industry and in 
the community has been strengthened. 
The ourselves and the 
manufacturer and contractor are bound 
more closely together than ever before. 
You can’t work daily with both par- 
ticipants for over a year without feel- 
ing like, and being accepted as, part 
of their families. 

If and when he serves a purpose far 
beyond the regular billing service, the 
distributor has a definite position in 
extensive electrical construction of this 
kind. By his very nature, the distribu- 
tor is a man whose management train- 
ing puts him head and shoulders over 
any other administrative personnel in 
the industry 

As a wholesaler, I am not going to 
let an occasion go by without thrust- 
ing this fact before my suppliers and 
customers. 


ties between 


ELECTRICAL WHOLESALING—June, 1954 





IN KANSAS CITY’S 
FAMED COUNTRY CLUB DISTRICT... 


Miller Nichols, 
President J.C. Nichols Company 

















aasTtC> toon | 











btotoom Btot oom 





as 





Y, Bie J. C. Nichols Company is pleased to endorse Vv E N Tl LATI | G FA N % ADD A 
he use of Fasco Ventilating Fans. They are used 
; pear oy a enh ils sf ee POT . of T SA L a 7 A - a FA L”’ i 


throughout the Country Club District. It adds 

one more potent sales appeal for the salesman to 

Country Club District of Kansas City, Missouri, developed 
by the J. C. Nichols Company, is often called ‘America’s 
Finest Residential Area”. The development has grown to 
include more than 6000 acres. The homes range from 
the moderately priced two bedroom ranch home to the 
costly estates, many of which sell for more than $150,000. 


FASCO VENTILATING FANS ore in use everywhere 
throughout the area. Over sixty-five builders, in addi- 
tion to the Nichols Company, are currently building in 
the Country Club District. Once again Fasco proves it is 
America’s most popular ventilating fan! 


use when presenting our company’s homes to the 
discriminating buying public. In an area like the 
Country Club District we are extremely particular 
about the kind of products which go into our 
homes. We are pleased when we add the name 
‘Fasco’ to our list of quality products.” 


Miller Nichols 


THIS FASCO Kitchen Ventilating Fan is adaptable for a wide range of 
installations—inside wall above stove—thru cabinets—in ceiling. 
Housing 3 4” thick. Engineered for most difficult type of exhausting — 
by pressure thru ducts. New Fasco Turbo-Radial Impeller develops 
pressures unobtainable by ordinary fan blades. 10” Impeller, 

FOR LARGE AND MEDIUM SIZED KITCHENS 530 CEM. 


MODEL 1021 “CEIL-N-WALL” DELUXE 


«mpusTRIES, INC. 


46 AUGUSTA STREET + ROCHESTER 2, NEW YORK 
MANUFACTURERS OF THE ONE COMPLETE LINE OF VENTILATING FANS 
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Truck driver-counterman Bill Waits checks an order before making delivery. He’s one-half of .. . 


A Two-Man Branch 


Thompson-Wilson Co., of Atlanta, Ga., took its city-bred problems to the suburbs for 
the healthier selling atmosphere. Branch operations on the outskirts have fostered 
better service, better customer relations and—surprisingly—less emphasis on price 


PENING a branch—economically 
0) operated by only two men—is 

the way the Thompson-Wilson 
Co., of Atlanta, Ga., has answered the 
pyramiding service problems that have 
plagued it in recent years. 

As Thompson-Wilson’s metropoli- 
tan trading area mushroomed, its park- 
ing, price and delivery headaches be- 
came more acute. Atlanta's sprawling 
growth became a widening wedge be- 
tween the firm and its customers. The 
management diagnosed for more than 
a year and finally prescribed its own 
remedy — small branch operations. 
Since July, 1953, when two branches 
were opened, the company has never 
enjoyed better business health nor a 
closer relationship with its bread-and- 
butter contractor trade, according to 
H. L. (Bud) Wilson, president. 


48 


By George D. Farley 


The two-man branch pictured above 
is located about five miles north of 
Atlanta's center in the suburb of Buck- 
head, a booming home-building and 
industrial trading area. Its inventory— 
about $15,000 worth of basic supply 
items—is tailored to customer needs. 
The split-level building has 2,000 
square feet of floor space. Customers 
can drive in the lower level for cable 
and conduit; walk in the street level 
for other items. 

e Solid Inventory, Trade—When the 
branch first opened, a supply truck ran 
from the main house twice a day to 
guarantee adequate stocks. After a few 
months it was discontinued. The 
branch had a representative inventory 
plus a growing list of satisfied con- 
tractor customers—some from as far 
away as northern Georgia who “hate 


like hell to come down into Atlanta.” 

The Buckhead branch is not just a 
convenient distribution point, though. 
It’s a regular working miniature of the 
Thompson-Wilson Co. main house. 
Personnel—manager Clyde Haney and 
truck driver-counterman Bill Waits— 
work on a salary plus profit-sharing 
basis. Each man receives a percentage 
of the gross profit on monthly sales 
above $2,000. “This helps build a 
sound business and carries the over- 
head,” says Wilson. “The size of the 
company’s return is more than satis- 
factory when you consider the accounts 
we've saved and added in operating 
near the customer's working areas. We 
feel that incentive is vital to making a 
branch click, saleswise.” 

Accounting is simple. To avoid un- 
necessary duplication and paper work 
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Branch Is Miniature of Main House 


PERSONALIZED SERVICE is emphasized at Buckhead branch 
counter just as it is at the main Thompson-Wilson house. 
has 
Bud Wilson stands by 


Contractor George Whitlow (left) 
answered by manager Clyde Haney 


KARDEX FILE 


stock headaches for waiting customers. 
catalog on desk are handy to counter (at 


the branch is carried on the main house 
books as another customer account. 
Haney and Waits do their own pric- 
ing, costing and disbursing. They keep 
a Kardex file for quick stock reference 
and control of purchasing. They are 
billed for what they draw from the 
main house at cost. The invoice keeps 
the Kardex current. The main house 
handles Buckhead’s billing and keeps 
up with the inventory situation by 
adding branch purchases and deducting 
the cost of goods sold. Based on the 
starting inventory, the company knows 
exactly what the branch has in stock 
at the end of the month. 

e Spreading the Word—Main house 
territory salesmen can also draw on 
Buckhead for quick emergency orders 
which can be delivered in minutes by 
Waits in the branch pick-up truck. 
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small but complete—saves time, waste mo- 
tion, gives fingertip knowledge of inventory, prevents out-of- 
Price 
left) 





LOWER LEVEL of 


switch question 


stock shelving 


service and 


Salesmen often send customers in as 
they spread the word, using the new 
branch convenience as a forceful sell- 
ing point. 

Warming its friendly customer rela- 
tions still further, the branch recently 
held several luncheon-product presen- 
tations attended each time by more 
than 20 contractors. The noon hour 
was selected for customer convenience 
“Most of them come in at noon any- 
way to pick up on their afternoon 
needs,” explains Wilson. “We didn't 
bore them—just fed them good fried 
chicken for 35 minutes and then cov- 
ered one or two new items for about 
20 minutes. They've been very recep- 
tive and we had a chance to get better 
acquainted with regular and new cus- 
tomers. 

“That's another advantage—that per- 


HANDY CATALOG SHELF 
saves 
handling of the branch. Catalog and price service data come 
directly to Buckhead, keep information hot and current 


2,000-sq.ft., split-level branch is long, 


spacious for easy movement of heavy items and future expan 
sion. Customers can drive in 
crete floor allow quick cutting of 


Painted measurements on con 


cable (on opposite wall 


between 
further 


Kardex file and open 


motion, consolidates Haney’s 


Most of 


vanished. 


our old credit 
Our 


personally 


sonal angle 


worries have branch 


customers seem to feel 
obligated to the branch men—their 
There’s almost of that 
‘the big company downtown can wait 


for And 


beauty of the branch idea is that there's 


friends none 


my money’ attitude the 


very little price hubbub. The customer 


travel 


doesn't have to miles fighting 
city traffic and parking frustration, so 
he doesn’t steam in ready to fight the 
counterman at the drop of « penny. 

e May Add More—"We're definitely 
sold on the idea of branch operations 
based on our present experience. Our 
other branch, at East Point (7 miles 
south of Atlanta), is operated by only 
one man successfully and profitably 
And if we feel the need to open an 


other branch, by gosh, we will 





From his home in Sheffield, England, 


a leading British wholesaler writes . . . 


Adequate Wiring Begins at Home 


HE recent issues of ELECTRICAL 

WHOLESALING have given me an 

especial interest in its reading, in 
view of your extensive articles on ade- 
quate wiring in the home and the mar- 
ket in various 
rooms in the house. 

I am a firm believer in both these 
projects, partly for my own peace of 
mind and comfort, and partly to prove 
to possible customers that I do in fact 
practice the gospel I preach. 

e Scrap the Lot—Taking over an- 
other house in the fall of last year gave 


electric heaters for 


me the opportunity of a major re- 
organization prior to occupancy. The 
house was built in 1926 and although 
designed by a leading local architect, 
the cost of the original electrical in- 
stallation must have been the most 
minute fraction of the total cost of 
building, a trouble all too common in 
your country and over here. Decision 
number one was very obvious—scrap 
the lot. The installation was so pain- 
fully “inadequate” that little good pur- 
pose could be served by a description. 

A schedule of apparatus and required 
facilities was drawn up, and a con- 


By Harry Riley 
John Riley & Son (Electrical) Ltd. 
Sheffield, England 


tractor friend brought into discussion. 
The local Electricity Board was ap- 
proached with a view to Cooperation, 
it being my desire to have a distribu- 
tion panel as a complete unit, instead 
of the piecemeal fixing of separate 


5 csthaales ¥ 


The distribution panel 


fuse boards, service meters and switch, 
and other sundries. Cooperation was 
readily promised. 

A total maximum demand of 54 
kw. necessitated an incoming 3-phase 
supply, while the internal complete 
new wiring was scheduled on a series 
of ring mains, each to take care of 8 
to 10 socket outlets. Radio sound ex- 
tensions in all rooms were to termi- 
nate in sockets impossible to confuse 
with electricity outlets. Spare capacity 
desired for later 
garage 
lighting. 
e Oil-filled Heaters—General back- 


ground heating in most rooms was Car- 


was extensions [to 


accommodation and garden 


ried by oil-filled panel heaters, each 
controlled by integral thermostat. 
These were supplemented by normal 
space heaters switched on as occasion 
requires, as for example at meal times. 
For hot water supplies, the cylinder 
was fitted i-kw. immersion 
heater controlled at 190°, and the cyl- 
inder then lagged with asbestos to 
avoid heat losses. A 


with a 


3-kw. convector 
in the hall circulates warm air around 
the hall, stairs and upper landing. The 
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The living room, showing oil-filled background heater (near bay window) 


bathroom has an oil-filled electric 
towel rail, and a 114-kw. chromium 
directional heater mounted in the angle 
between wall and ceiling. Cooking is 
on a 9-kw. horizontal range fitted with 
ultra-speed hotplates in the hob. 

All socket outlets are one standard 
size, and each appliance used has 
the connecting plug fitted with an 
internal cartridge fuse for local pro- 
tection, of an amperage suited to the 
particular appliance. All beds con- 
ceal 2 socket outlets, one for its elec- 
tric blanket, and feeding a 
bed-head light for reading. (I hate 
flexibles dangling from a ceiling. ) 

The wiring was carried out in lead 
alloy sheathed cables, all rated appre- 
ciably above any possible future load 
The net result of the whole is that I 
can switch on every piece of appa- 
ratus, every light in and outside the 
house, with not a suspicion of cable 
or fuse heating, and a voltmeter show- 
ing not the slightest variation from 
standard 230 phase to earth. 

e Sell Architects First—In my opin- 
ion, there is a very large market in 
the rewiring of homes such as my own, 


one 
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which change occupancy, the obvious 
time for reorganization being during 
the changeover period. Unfortunately 
this is spot selling of single locations 
On 
the other hand if new projects are 


and therefore expensive selling 





You've Met Him Before 


Mr. Riley is neither a stranger to 
American distributors nor to their 
problems. He has regularly attended 
conventions of the National Associa- 
tion of Electrical Distributors. Nor is 
he a stranger to the pages of ELECTRI- 
CAL WHOLESALING. He has authored 
two previous articles (EW—Nov. ‘49, 
p. 59; Nov. ‘50, p. 80). 





taken, it is probable that relatively few 


architects are concerned in any area, 
and intensive selling of those few 
architects should (in my case does) 
reap an adequate reward. 

Even if a mass housing project is 
the target, it is highly probable that 
the basic design comes from a draw- 
ing board, and if the original designer 
can be sold on adequate wiring, a lot 


of grist can come to the mill with a 


minimum of sales effort. Sell the archi 


tect or designer, and he in turn will 
go a long way to selling the promoter 
or builder 

Candidly, I wonder how many ade 
quate wiring enthusiasts can honestly 
say that their own installation is truly 
adequate, and are prepared to offer 


their own homes as demonstration 


propaganda. I say quite frankly that 
in my previous house I could not. In 
my new home I can 
e Cost: $2,600—It 


a comparative cost figure of much use, 


is difficult to give 


owing to the great variation in wage 
rates and materials in the U.S.A. and 
United Kingdom, but my cost for the 
installatiton only was $2600, which 
represents about 8.5 per cent of the 
total cost of a similar house built here 
today. Had the installation taken place 
during the building, the cost would 
have been appreciably less, as the labor 
content was inflated due to taking up 
floorboards and chasing in walls 

life, 


adequate wiring deserves the old tag 
1 ; 


As with many things in this 


“Physician—heal thyself,” and you can 


then go places selling 























...FOR PLANTS 


How to get premium wiring for little more 


Wait! Before you buy cable on price 
alone, see how little a premium wir- 
The cable to use is DURASHEATH. ing job actually costs. And what good 
- P insurance it is! 
Its actual over-all cost is so little more When you're wiring up, for power 
or lighting, the price of wire and 
than the cheapest cable cable is but a fraction of the over-all 
cost. Simple arithmetic follows — it 
makes very little difference in the 
total cost of the job whether you buy 
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. +e FOR UTILITIES 


than you now 


the cheapest cable or a premium cable 
like neoprene-jacketed Durasheath*. 
But what a difference there can be 
in performance! 
Anaconda’s Durasheath is tough 
... heat-resistant . . . long-lasting. Its 


rugged neoprene jacket resists mois- 
ture, chemicals, sunlight, corrosion, 
electrolysis, abrasion and mechanical 
injury. It delivers real service de- 










see ad 





* 


«++ FOR COMMERCIAL BUILDINGS 


a 


pendability year after year. 

And Durasheath is good for almost 
any job you have. You can bury it 
directly in the ground...run it in 
damp ducts. . . string it overhead . .. 
in one continuous run with mini- 
mum splicing. Order through your 
Anaconda Sales Office or distributor. 
Anaconda Wire & Cable Company, 
25 Broadway, New York 4, N. Y. 


*Reg. U. S. Pat. Off 






ANaAcoNnDA 


Primary and secondary distribution cable « 
building wire + portable cords and cables + 
mine cable + magnet wire + copper, alu- 
minum, copperweld conductors + signal, 
control and communication wire + wire and 
cable accessories. 
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Pinpoints the Information You Need on... . 





Air Conditioners 


By W. J. Novak 
and J. F. McPartland 


IR CONDITIONING is the process 
of controlling simultaneously the 
temperature, relative humidity, 

movement and quality of air in interiors 
used for human occupancy. Understand- 
ing of the subject requires familiarity 
with certain terms: 

© Condensation—Process of chang- 

ing vapor into liquid by extraction of 
heat. 

© Dehumidification—Process of de- 

creasing the amount of moisture in the 
air in a given space. 

@ Evaporation—Process of changing 

liquid into vapor by addition of heat. 

© Humidification — Process of in- 

creasing the amount of moisture in the 
air in a given space. 

© Ventilation—Process of supplying 

air to or removing it from any space 


Operation 


Basically, all air conditioners are re- 
frigerators, similar in components and 
principle of operation to the home food 
refrigerator. By the process of refrigera- 
tion, air conditioners take heat from an 
area to be air conditioned. The following 
sequence of operations typifies the re- 
frigeration cycle in the air conditioning 
process: 

1. Air from the interior to be condi 
tioned is drawn into the air conditioner 
by fan suction. 

2. This air is passed over a grill of 
tubing called the “evaporator.” 

3. Within the evaporator, a refrig- 
erant—a liquid with a very low boiling 
point—draws the heat out of the air, 
causing the refrigerant to change from 
liquid to vapor. 

4. A motor driven compressor draws 
the vaporized refrigerant from the evapo- 
rator to a section called the “condenser.” 

5. Air or water passing over the con- 
denser then picks up the heat from the 
vaporized refrigerant and carries this heat 
away, causing the refrigerant to condense 
back to liquid again. 

6. The liquid refrigerant is returned 
to the evaporator where it again picks 
up heat from the air, is vaporized as a 
result and carries the heat to the con- 
denser from which point it is carried off. 

7. The cycle is continuous; the re- 
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moval of heat from the air is a constant 
process. 

Dehumidification may be accomplished 
in a number of ways, all based on con- 
densation of moisture on the evaporator 
coils. Circulation is provided by fans. 
Filtering (by means of fiberglas, hair or 
paper filters) removes dust, dirt, soot and 
pollen from the air. 

Basic electrical components of an air 
conditioner are as follows: 

© Compressor Motor — The motor 
sealed within the compressor housing 
represents the major part of the electrical 
Joad. Compressor motors are rated at \4- 
hp. and up. 

© Fan Motors — Small 
used to drive the condenser and evapo- 
rator fans. These represent almost negli- 
gible electrical load compared to the com- 
pressor motor. 

e Thermostats — Some utility com- 
panies prohibit the use of thermostatic 
control of air conditioners in their areas, 
since frequent start and stop of condi- 
tioners would disrupt the electrical sys 
tem, often causing flicker on lighting 
circuits. 


motors are 


Application 


The following two types of unit air 
conditioners are unitized assemblies 
which accomplish the complete process 
of air conditioning: 

© Room Conditioner- 
of less than 114 tons, this is the familiar 
window unit or the small air-cooled con 
sole unit which mounts against a win 
dow, neither of which requires ducts or 


In capacities 


water piping 

® Self-contained Conditioner In 
capacities of 114, 2, 3, 5, 7% and 10 
tons (some larger), this unit is usually 
applied in stores, restaurants, office areas 
and similar interiors which are too large 
to be handled economically by a window 
unit (or units). This unit can be used 
with or without distribution air ducts, 
can be adapted to use in conjunction 
with warm air furnaces. Most units of 
this type, particularly those above 3-ton 
rating, require water piping for water- 
cooled condensers. Water-cooled units 
are much more efficient than air-cooled 
units and offer consequent economies 

Since the primary function of an air 
conditioner is the transfer of heat, it is 
logical to rate units according to their 
capacity for removing heat from the 
space to be conditioned. Heat removal 
at the rate of 12,000 Bru. (units of 


heat) per hour is described as 1-ton of 
air conditioning capacity. Air condition 
ers are rated in tons of air conditioning 
capacity. By a coincidence of thermo- 
dynamic and electrical units, it so hap- 
pens that the numerical value of a con 
ditioner’s rating in tons is the same as 
the numerical value of its compressor 
hp. rating. As a result, a 1-ton condi- 
tioner has a 1-hp. compressor, a 5-ton 
conditioner has a 5-hp. compressor, a 2- 
ton unit has a 4-hp. compressor, etc 

Selection of the proper type, size and 
number of units for any air conditioning 
job begins with calculation of the re- 
quired cooling capacity of the equip 
ment. For both room conditioners and 
self-contained units, the various manu 
facturers make available practical, easy 
to-use cooling load estimate forms. 

If the estimated cooling load is less 
than 114 tons, a single room conditioner 
will satisfy the requirements. If it is more 
multiple room 


than 1! either 


units or one or more self-contained units 


tons, 


must be selected. Generally, the selection 
of a single unit or a minimum number 
of units will be most economical. Typi 
cal considerations which might resolve 
the problem of number of units are as 
follows: 

@ Where the season of pe ak cooling 
is short, multiple units offer an advan 
tage over the larger single unit: all of 
the units can be used during peak sea 
son, only as many as necessary need be 
used at other times 

@ Where the air conditioning equip 
ment must be installed outside of the 
conditioned area and connection to out 
units 


side air is not possible, air-cooled 


are ruled out. One or more self-con 
tained conditioners must be used 
© Where 


is 110-125, single-phase, only room type 
If the interior 


available utilization voltage 


conditioners can be used 


) 


is rewired for 230 volts, single-phase (ot 


208 volts, 3-phase; 220 volts, 3-phase 
140-volts, 3-phase), self-contained con 


ditioners can be used. 


Installation 


Without adequate wiring capacity, air 
conditioning cannot be safely and effec 
tively applied. In any interior, the size 
of branch circuit wiring and feeder ca 
pacity must be judged on their ability 
to handle any proposed air conditioning 
load. 


Next: Electric Space Heaters 
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CONTRACTORS DONT QUESTION Stablok... 


they know it’s “millions -proved” 


MORE SALES without more sales effort... that’s one big 
advantage of Stab-lok Circuit Breakers. Your customers 
know that Stab-lok dependability is beyond all question or 
argument... that more Stab-loks are being installed today 
than all other breakers combined...that millions are in 
household, commercial and industrial service. They know, 
too, that the Stab-lok line costs less than others... less to 
buy and install; less when circuits are changed or added. 
But Stab-lok is extra profitable for a lot of other reasons: 
You carry a smaller inventory — Federal Noark combination 
flush-surface enclosures enable you to fill all orders from 
about half the stock needed by other systems. 
You never lose sales because of special applications. The 
wide range of Stab-lok enclosures, plus the standard NA, 


the new space-saver NC, and double pole (simultaneous 
trip) breakers enable you to meet every sort of specification. 
Your investment is safe —even major improvements in the 
Stab-lok line will never cause you a loss on devices already 
on your shelves. ; 
We're working with you—we're everlastingly on the job 
helping boost Stab-lok sales. Stab-lok advertising reaches 
every one of your customers and prospects every month... 
all types of promotional material help to keep Stab-lok the 
fast-moving, most profitable line on the market. 

Ask us about Stab-lok representation in your area... and 
for a copy of the Magic “E” booklet that tells everything 
about Stab-lok today. Federal Electric Products Company, 
50 Paris St., Newark 5, New Jersey. 


FEDERAL,PACIFIC 


a ong, ile 4 teke)tions—-merel. Ea7-4) BA 


a ene ileom 2.0. beiw lenges ih, iemesel. ia 


Federal products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboards, Switchboards, ong 
Control Centers, Bus Duct — Pacific Electric products: High voltage circuit breakers and power switches % Sales offices in principal cities. 











An Answer to the Question: 





Can a Supplies Distributor 


Successfully 


Handle Major Appliances? 


In the case of Coast Electric Co., San Diego, Calif., the answer is yes. Here is the full 


story of why this move was undertaken and how the combination setup is succeeding 


W oon this newspaper story seem 


unusual? 


SAN DIEGO, CALIF.—Coast 
Electric Co., local wholesaler 
of electrical construction ma- 
terials and lighting fixtures, 
has been appointed distributor 
in San Diego and Imperial 
Counties for a full line of 
major appliances . . .” 

Certainly not—in March 1925. 

Maybe—in March 1952, when it 
happened. 

The decision of the Norge Div. of 
Borg-Warner Corp. to appoint Coast 
Electric Co. as distributor for that area 
in preference to several experienced 
specialty distributors also seeking the 
franchise raised the eyebrows of many 
in the electrical supplies distributing 
industry. So, too, may the report here 
in June 1954 furrow some brows in 
thought—the report that, in a little 
more than two years, Coast Electric 
has increased the sales volume of 
Norge appliances more than 800 per 
cent in the San Diego and Imperial 
Counties territory. 

e Industry Wonderment—Electrical 
supplies-only distributors were not 
the only people who wondered about 
the appointment of Coast Electric in 
March 1952. Many manufacturers felt 


By Howard J. Emerson 


that maybe this time Norge was going 
too far with its policy of distributing 
only through independent distributors. 
Both groups were justified in consider- 
ing it unusual that: 

e A well established supplies whole- 
saler enjoying a profitable contractor 
and industrial business in the expand- 
ing San Diego market would take a 
gamble that could involve up to a 
half-million dollars; that in failure 
could severely damage the company, 
even destroy it. 

e A top-brand full-line major ap- 
pliance manufacturer would give its 
line to a supplies distributor with no 
previous experience in major appli- 
ances or even electric housewares— 
franchising a very conservative local 
concern that had developed slowly and 
steadily but not spectacularly through 
29 years from lighting fixture speciali- 
zation on to construction materials and 
apparatus. 

e A Trend in Sight?—While both 
groups may have thought it unusual, it 
is not likely that many considered it 
the beginning of a trend. But in the 
two ensuing years, much has happened 
in both the major appliance distribu- 
tion field and in the wholesaling of 
electrical supplies that might make the 
supplies-only wholesaler (as well as 


the supplies-housewares distributor ) 
and the major appliance manufacturer 
consider the mutual success of Norge 
and Coast Electric Co. in San Diego 
in the light of what it might suggest 
to their own operations. 

One major appliance manufacturer's 
franchising of one supplies distributor 
by no means can be interpreted as a 
trend toward a revival of the condi- 
tion in the 1920's when the newly 
developing electric appliance industry 
turned en masse toward the electrical 
supplies jobber as the logical distribu- 
tion agency for its refrigerators, 
washing machines, electric ranges, and 
other appliances. Likewise, the success 
of Coast Electric with the Norge line 
in one isolated section of the country 
cannot be construed as proof that the 
many electrical supplies distributors 
now without major appliance lines are 
the obvious solution for the major ap- 
pliance manufacturers who are being 
forced to turn to costly factory branches 
in order to get distribution for their 
lines in areas where they cannot pro- 
cure satisfactory specialty appliance 
distributors. But an analysis of the 
Norge-Coast Electric effort may turn 
up some thought for future considera- 
tion by both supplies wholesalers and 
appliance manufacturers 


Turn the page for the reasons WHY Coast Electric considered a major appliance line 
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WHY 


This Supplies Distributor 


Considered Major Appliances 





EVERAL reasons prompted execu- 

tives James Pepler and E. C. Phil- 
lips of Coast Electric to seek a major 
appliance franchise in late ‘51, early 
‘52. Some of these reasons are peculiar 
to the company, others are of an in- 
dustry nature common to all supplies 
wholesalers: 

e Consideration of an appliance 
line was part of the company’s long 
range planning for its economic sta- 
bility, market development and profit 
structure. In December 1951, when 
the directors of Coast Electric were 
surveying the company’s future plans, 
the electrical supplies business in that 
area was down 13 per cent from the 
level of the previous month, down 17 
per cent from the level of Dec. 1950. 
But costs were not down in propor- 
tion. Like other wholesalers, Coast was 
caught in a price-cost squeeze through 
OPS regulations. Korean truce nego- 
tiations, if successful, would bring a 
readjustment in San Diego because of 
that area’s large military installations. 

In January 1952, ELECTRICAL 
WHOLESALING looked at the new year 
with the warning that business for the 
electrical distributor might drop 10 
per cent. In its “Times and Trends,” 
the editor stated: “One of the prob- 
lems that the distributor faces in 1952 
concerns the increased cost of selling 
and delivering small orders and single 
items . . .” And Coast Electric was pri- 
marily a “contractors’ house!” 

e The capital structure of Coast 
Electric entered into the consideration 
of an appliance line. Like many whole- 
salers who had built up their capital 
during the prosperous years—more 
true today than in 1952—Coast Elec- 
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EXECUTIVE COSTS already exist in 
the operating supplies distributing or- 
ganization, were increased little, if 
any, when Coast Electric took on the 


... because Coast Electric can handle 


tric found itself in a lower volume 
market requiring less than its full 
capitalization to operate. While larger 
inventories and slower turnover would 
keep a percentage of this extra capital 
busy, the concern was financially able 
to expand either its present business 
or into another line. In order to show 
a normal profit on its capital, it would 
have to find some way to turn over 
this extra capital at a profit. 

e Interest in the personal element 
of the Coast Electric organization 
entered the consideration of its expan- 
sion. Should business volume continue 
at a level or decline, management felt 
that job and income opportunities for 
all members of the organization would 
be jeopardized. To keep opportunity 
knocking on the desks of employees, 
Coast Electric would have to increase 
its business in its present field or ex- 
pand into a “growth business.” 

e Changes in Distribution—While 
those conditions and problems faced 
Coast Electric in late '51 and early ’52, 
just as they face many supplies dis- 
tributors even more so today, several 
changes were taking place in the dis- 
tribution of major appliances. These 
changes, considered by an industry 
analyst as “evolutionary in nature, and 
based on fundamental changes in the 
concept of appliance marketing 
leaving many openings for the weil- 
established, adequately-financed sup- 
plies distributor to return to the fold 
to pick up the pieces left by de- 
funct specialty distributors and un- 
economical factory branches and mold 
them into a soundly-conceived mer- 
chandising organization that will de- 
velop the appliance market at a profit 


INCIDENTAL EXPENSES, such as 
telephone operator-receptionist, are 
carried on at Coast Electric without 
proportionate increase in over-all cost. 


to manufacturer, distributor and deal- 
er...” Elements of this evolution in 
appliance distribution are: 

e The development of full lines of 
appliances by manufacturers 
who had concentrated previously on 
the one or few products on which they 
had made their reputation with the 
public. This trend brought the need 
for an individual distributor for each 
brand name. Obviously, in many mar- 
ket areas there were not enough well- 
established specialty distributors to go 
around. Into the picture came new 
concerns, and even when these were 
well financed and ably managed, they 
were facing a lean market with a full 
line in which only one or two products 
had any strength competitively. Cou- 
pled with that situation was . 

e The almost-fantastic ability of 


many 
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Norge line. James Pepler, center, gen 
megr., E. C. Phillips, right, asst. gen 
mer., and W. A. Peace, operations 
mgr., function for supplies, appliances 









OFFICE COSTS for 


credit, record-keeping, 


the established 


supplies organization took on an appliance line 


appliance manufacturers to increase 
production during the post war years 
hitting the distributor and dealer like 
} an H-bomb in 1949 when it 
sidered that the backlog of appliance 
demand created during the war years 
was filled. Overflowing pipelines del- 


iS COn- 


uged distributors and dealers who had 
not needed sales promotional facilities 
1941. For took the 
quick and easy way, price slashing, and 


since those who 
for those who took the long, slow proc- 
ess of building sales and promotional 
organizations, the immediate effect was 
a lowering of profits to near, at or be- 
low the cost level. The failure of more 
than 20,000 appliance retailers during 
the last five years could not happen 





without having hundreds of inexpe- 





rienced specialty distributors drawn 





under with them. 








facilities for 
inventory control, 
manager Ray Truite, increased very little after the established 


F ugetron 
59° wses 


ue 





this additional line at less cost through lower overhead 


handling 


was the spread of factory owned and 
operated branches to the extent that 
today more than 50 per cent of major 
appliances sold in metropolitan areas 
go through factory branches. 

e Many other factors of the appli- 
ance industry evolution had become 
evident at the time the executives of 
Coast Electric decided to seek a major 
appliance line. In brief, these were 
the effect of a strictly post-war phe- 
nomena, the nationally published “sug- 
gested list price” which many experts 
been a major factor in 
promoting the rise of discount houses; 


believe has 


a flagrant spread of trade diversion 
through back-dooring wholesalers— 
mis-use of special deals with plumb 
ers and builders, organized efforts by 


millions of consumers to purchase at 


RECEIVING AND SHIPPING of major appliances ha 
partment already functioning for construction materials at Coast Electric 
ance shipping fits easily and inexpensively into the normal lull 
urgent handling of supplies by John Pentress and ( 


PURCHASING DEPARTMENT operates for b 








A. 
the cde 
Appli 


between more 


been absorbed by 


harle Ptacnik above 









th supplies and 


etc., under office appliances without a rise in existing costs. While appliance 
department influences decision on sales, the function is carried 

out by purchasing agent Roy Kendall and a tant 
The end result of both these factors discount through “buyers’ clubs,” trans 


shipping, and many more 
Admittedly, at first glance it would 
seem that the existence of those factors 


creating a state of near chaos in ap 


pliance distribution might be sufficient 


reason for the supplies-only whole 


saler to shun an appliance line like the 


possibly a second 


I 
reading will suggest to some that what 


plague. However 


the appliance industry needed then as 


now was a stabilizing force in key 


positions through the country—such 


a stabilizing force as could be exerted 
by more independent combination 
distributors able to resist unwise man 
ufacturers’ policies on one hand and 
imbued with a long range, local market 
viewpoint that would warrant their 
setting sound dealer policies and po 


licing them 
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WHY 


This Supplies Distributor 


Took on an Appliance Line 





... and then added these 


SPECIALIST SALES DEPT. to develop line among depart- 
ment stores and dealers. Coast has (I. to r.) John Peace, 
sales manager, salesmen Ed Lovelace and Don Stewart 
remote 


and five combination men to handle 


ITH these many factors in mind 

(expressed on the preceding pages ) 
the management of Coast Electric de- 
cided to seek an appliance line. Natu- 
rally, executives Pepler and Phillips 
expected to be successful in distribut- 
ing major applances. 
e The Reasons Behind It—Why 
they felt their supplies concern could 
take on appliances and be successful 
involves several points—reasons that 
many supplies wholesalers in medium 
to small market areas might like to 
check against their own position in 
their market. 

e Value of the wholesaler’s repu- 
tation in the market area—29 years 
of association with the electrical in- 
dustry of San Diego and Imperial 
Counties made Coast Electric known 
to everyone in the industry, whether 
or not the individual had ever bought 
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areas 


electrical supplies from Coast. Active 
participation by E. C. Phillips in activ- 
ities of the powerful Bureau of Home 
Appliances had brought him in con- 
tact, either from the stage, in com- 
mittee work, or in meetings, with 
every dealer of importance in San 
Diego County. 

e The reputation that Coast Electric 
had built, plus the acquaintances that 
its executives had developed through 
the territory, were counted on by the 
company to help it in major appliance 
selling in two ways: 1. It would give 
the company an immediate foothold 
in the market among many dealers 
who were tiring of the in-and-out 
existence of both local specialty dis- 
tributors and the branches or repre- 
sentatives of Los Angeles distributors 
and who would also welcome the 
coming of a stable, permanent organi- 


DISPLAY AREA for showing of full 
appliance line to merchandising con- 
tractors, visiting dealers. Coast turned 
second floor into display room 


services and facilities to be 


MORE PARTICIPATION in industry activities like city’s Spring Ap- 
pliance Show, of which this Coast display, above, was a part. Coast has 
scheduled such things as participating in committee work in Bureau 
of Home Appliances, cooperation with utility's 


load building program 


zation to back up the franchise they 
handled; 2. It would enable Coast to 
get its line immediately into the stores 
of many larger merchandising electri- 
cal contractors who had been on this 
wholesaler’s books for years as buyers 
of construction matetrials. 

e High Expectations — These as- 
sumptions worked out, but not 100 
per cent. When Coast Electric held a 
dinner meeting in San Diego in March 
1952 to make its initial presentation 
of itself and the Norge line to prospec- 
tive dealers in the territory, there were 
135 dealers in attendance—the largest 
number ever brought out by a major 
appliance distributor in that area. In 
fact, it is 27 per cent of all the appli- 
ance outlets. And only 12 of these 
dealers were actively merchandising 
Norge at the time. Said one dealer 
from a small mountain town: “I figure 
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PROMOTIONAL FACILITIES to make 
line well displayed and ‘‘pushed.”’ 
Coast carries out dealer promotions 
through its Norge trained salesmen. 


more competitive 


PARTS STOCK to give local supply 
to servicing dealers. Vital to long- 
range market development, this stock 
takes $10,000 investment 


if Coast has something new to show, 
they must have thought about it for 
a long time and it should be good.” 
Immediate entre to the merchandis- 
ing contractors did not result to the 
degree Coast Electric executives had 
counted on. Actually, an analysis of 
Coast Electric’s dealerships two years 
later shows that this distributor has 
been successful above average in get- 
ting these merchandising contractors. 
Norge’s regional sales manager, R. H. 
Pizor, believes that these contractors 
have been important in Coast Electric's 
successful building of volume for 
Norge in that area. What Coast’s gen- 
eral manager, Jim Pepler, considers 
lack of success appears to exist in the 
relative value of this market. It is 
apparent that Coast counted on the 
merchandising contractor for too large 
a volume, not realizing then that what 
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Pepler states now too few of 
the contractors are merchandising- 
minded enough to move more than 
a few units. And we found that the 
contractors do not feel any require- 
ment to sell our appliances just be- 
cause they buy our construction ma- 
terials and fixtures.” What Pepler has 
learned is that the merchandising con- 
tractor has to be developed by the 
wholesaler just as specialty appliance 
stores and department stores are de- 
veloped as appliance outlets, through 
salesmanship, service and promotional 
helps. Now that it is seeking these ac- 
counts in this fashion, Coast Electric 
has the advantage over many specialty 
distributors and factory branches who 
do no other kind of business with 
the merchandising contractor. 

e More Territory Coverage—Coast 
Electric believed it could do a success- 
ful job of distributing major appli- 
ances because it could provide a cover- 
age of the territory that would be 
nearly impossible for much of its com- 
petition. The company’s five salesmen 
were in touch regularly with almost 
every possible outlet for electrical 
goods in the territory—outlets in re- 
mote locations below sea level in the 
Imperial Valley, high in the moun- 
tains, along the coastal towns and ad- 
jacent agricultural communities. These 
are fringe markets, marginal dealers— 
but collectively a profitable outlet foi 
major appliances only to the distribu- 
tor who can establish and maintain 
these dealers through salesmen whose 
expenses are covered to a considerable 
degree by their sales of electrical sup- 
plies in the same area. 

Norge concurs with the thinking, 
and with the results. Says Pizor: 
“Coast Electric salesmen are maintain- 
ing a nice volume among the small 
retail outlets. The salesman picks up 
an order for one or two refrigerators 
here, a couple of washers there, as 
they go through the remote areas on 
their regular calls. It adds up to a nice, 
profitable Electric's 
assistant general manager, E. C. Phil- 
lips, says that “many specialty dis- 
tributors here have failed in the San 
Diego-Imperial County area because 
there is just not enough volume to 
maintain the overhead of a specialty 
organization.” Using combination sales- 
men is Coast's strength in developing 
the market in the small and remote 
market places. 

e More Working Capital — This 
supplies wholesale concern believed it 
could afford to become successful in 


volume.” Coast 


distributing a full line of major ap 
pliances. The executives of Coast Elec 
that 
distributors of 


tric knew many local specialty 


major appliances had 
failed because they couldn't afford the 
cost of carrying their organization 
through the long, slow period in which 


sink 


only into the building of a strong ap 


the distributor must money not 
pliance wholesale organization but also 
into the slower job of building a sound 
group of merchandising retailers able 
and willing to stock, display, promote 
and sell the distributor's line 

To take on a major appliance line 
in a territory the size of San Diego 
and Imperial Counties requires a capi 
$400,000 


is an unusual operator, the specialty 


tal of close to Unless he 


distributor must show return on that 
capital within a relatively short time 
Because it was already operating a 


successful supplies business, Coast 
Electric could afford to keep whatever 
part of that amount necessary to main- 
tain an appliance business invested 
there without requiring an immediate 
return in profits. As a result of this 
approach to the development of a 
market, and the ability to operate 
without necessity of immediate return, 
Coast has been able to turn back into 
the development of a Norge dealer 
organization its entire profits during 
the first two years of handling major 
appliances 

However, there is nothing philan 
thropic in Coast Electric's approach 
to the major appliance business. Tak 
ing the long range view of its place 
in major appliance distribution, Coast 
is looking to “years of profits” not 
“this year's profits.” It is the natural 
look for a company with a supplies 
background, one that knows from 
experience that profitable business is 
not developed overnight, that good 
accounts have been buying from other 
sources for a long time, that the first 
order from any customer is very ex 


And the 


Electric executives know that the prof 


pensive to procure. Coast 
itable distribution of a consumer prod 
uct requires not only the costly de 
velopment of a dealer organization 
but, what can be even more difficult 
and costly, the building of public a 
ceptance for its line of appliances in 
that 


actively promoted for some time 


area, if its line has not been 
e Plowing Back Profits—In these 
two years that Coast has plowed back 
into market development the profits 
of its major appliance department, the 
results of its aim 


company shows 
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Coast Electric feels it can plan long range market develop- 


ment without being forced into unsound marketing practices 


toward the long range profit picture. 
Inside the company, a young but ex- 
perienced and imaginative appliance 
sales department has been developed 
with Bud Peace as manager and two 
of the areas best known and liked ap- 
pliance salesmen, Ed Lovelace and Don 
Stewart. These men, plus the com- 
pany’s five supplies salesmen, have 
been trained by Norge factory special- 
ists—in a joint program with the new 
Los Angeles distributor, Sues, Young 
and Brown Inc. 

Remodeling of the company’s sec- 
ond floor provided for an attractive 
showroom for the full line of Norge 
electric and gas appliances. This room 
enables Coast to give dealers and mer- 
chandising contractors a view of their 
potential in this line. It provides an 
area for dealer meetings for announce- 
ment of promotions, introduction of 
new models, and for product and sales 
training. 

In the same building Coast has set 
up what is a vital function for any 
distributor planning to establish him- 
self for a long period of time with 
the specialty appliance dealers—a stock 
of Norge parts. Although such a parts 
department can be a profitable opera- 
tion in the long run, it required an 
investment of nearly $10,000. How- 
ever, it gives Coast Electric an edge 
in promoting its line to dealers who 
have their own service departments, 
because many competing lines in San 
Diego rely on parts stocks warehoused 
125 miles away in Los Angeles. 

In metropolitan San Diego, with 
its 425,000 people, the rest of San 
Diego County with a 350,000 popula- 
tion, and Imperial County with 150,- 
000 people, Coast Electric seems to 
be progressing along the program it 
set when it took the Norge line. Start- 
ing with about 12 merchandising deal- 
ers, Coast has improved the Norge 
position to a total today of 62 fran- 
chised retailers, including the impor- 
tant volume outlets, Dorham’s and 
the Grand Stores. 

e Pointed Questions—Closely allied 
with the thinking expressed above and 
relating to the long range development 
of a market for major appliances is 
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the thinking that Coast Electric man- 
agement had to put on the inherent 
instability—to put it mildly—of the 
major appliance business. Could this 
supplies wholesaler succeed in han- 
dling major appliances when so many 
other distributors had been broken by 
either/or the combination of: 1. Un- 
stable price structure resulting from 
either manufacturers’ policies in break- 
ing prices on overstocks or through 
obsolescence of models; 2. The ex- 
treme seasonal variations in appliance 
sales, a month to month pattern of 
sales making it a “feast or famine” for 
the distributor? 

Management at Coast Electric felt 
that, as a combination distributor, it 
would be in a financial position where- 
by it could weather the problems of 
price fluctuation, and that it could 
possibly make the seasonal variations 
be more of an advantage than a dis- 
advantage. After all, the supplies busi- 
ness is seasonal and in normal times 
the month to month pattern of sales 
can be charted fairly accurately in 
advance. Coast knew that it would 
have to provide for heavy purchases 
of appliances to meet dealer needs dur- 
ing the Spring upswing in refrigerator 
and laundry sales, and later for the 
general increase in over-all major ap- 
pliance volume dealers enjoy in Sep- 
tember, October and November. 

But it considered that, in one case, 
the peak would come just before the 
beginning of the heavy construction 
market and, in the second case, would 
come just as the construction mate- 
rials market was declining. While this 
complement of the two _ iridustries 
would not provide for a perfect level- 
ing of annual use of working capital 
and personnel, it would, and has, lev- 
eled the month-to-month gross volume 
of Coast Electric and bettered its use 
of capital. 

As for Coast’s chances of surviving 
the erratic price and discount struc- 
ture of the major appliance business, 
its management felt that it had a bet- 
ter chance than the specialty distribu- 
tors who had fallen by the wayside 
because of that condition. First, of 
course, would be the policies of the 


manufacturer with whom Coast Elec- 
tric became allied. At the time this dis- 
tributor actively sought a major ap- 
pliance franchise several lines were 
available in that territory. And Norge, 
too, had a choice because there were 
well qualified distributors other than 
Coast seeking the line. The decision 
of each resulted in the signing of two 
concerns which individually believed 
in developing a market through sound 
principles of appliance merchandising 
within reasonable limits of economics 
and competition. 

e A Mind of Their Own — Coast 
Electric felt that, as a combination dis- 
tributor, it would be in a position to 
plan a long range development of the 
market without being forced into un- 
sound marketing practices by any man- 
ufacturer with which it signed. Either 
it could get away with refusing to carry 
out a policy which it felt would in- 
jure both itself and its dealers, or it 
could drop the line—or be dropped 
without permanent damage to its prof- 
itable supplies business. The history 
of appliance distribution shows that 
the small specialty distributors seldom 
are financed to the point of carrying 
out such a policy without getting into 
serious financial trouble. Manufactur- 
ers’ branches have little, if any, choice 
in marketing policies. 

The West Coast regional sales man- 
ager of Norge, R. H. Pizor, says that 
the company believes in the value of 
the independent distributor. The 
company distributes nationally only 
through independents. Mr. Pizor says 
that the independent distributor de- 
velops a market much slower in the 
beginning but it does a better job of 
setting up the line in strong dealer- 
ships. He has to build soundly and “for 
the long haul” because he has too much 
at stake in his supplies business. 

After two years of watching the re- 
sults of its decision in San Diego, 
Norge’s Pizor says “You can say that 
we are extremely pleased with the 
results of Coast work in 
building a strong merchandising or- 


Electric's 


ganization for Norge among the deal- 
(Continued on page 107) 
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WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


@ Rigid steel conduit is the only 
wiring system approved by The 
National Electrical Code as 
moisture-, vapor-, dust- and ex- 
plosion-proof in hazardous loca- 
tions. When you install Youngs- 
town Buckeye you can be sure 
that you meet ALL safety re- 
quirements for today as well 
as tomorrow. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY ceiicn Sisnr hcl sec! 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONBUIT 
AND EMT - MECHANICAL TUBING - COLD FINISHED BARS HOT ROLLED BARS - BAR SHAPES - WIRE 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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UNITED 


INSTANT SUPPLY! 


V-BELTS 


“U.S.” is really geared to deliver. You actually 
can get immediate shipment—thanks to the 
“U.S.” transcontinental chain of warehouses. 
And the “U.S.” Line is complete, including 
sheaves. In addition, when you handle “U.S.” 


you get sales engineering assistance, valuable 


MULTIPLE V-BELTS 
F.H.P. BELTS « SHEAVES 
FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 


STATES 


FLAT BELTS 


RUBBER 


BELTING 


A Coast-to-Coast Chain of Warehouses 


training and successful selling aids which in- 
clude catalogs and store displays. 

Every item in the “U.S.” Line is famous for 
durability and for economy in maintenance. 
Every V-Belt has the unique Equa-Tensil Cord 
Section which distributes the pull so evenly 
among the cords tat each carries its full share 
of the load. For more complete information 


write to address below. 


PRODUCTS OF 


CO me Aw s 


MECHANICAL GOODS DIVISION « ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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IMMEDIATE DELIVERY 
COMPETITIVE PRICES 
ON-THE-JOB ENGINEERING 





If competition's getting tough, you need the kind of 
service and products that Peerless—and ONLY PEER- 
LESS—offers. You want fast deliveries—OK, you get 
them immediately on any fan or blower in the big Peer- 
less line. You want prices—OK, you get them from 
Peerless because Peerless builds the entire unit, deter- 
mines its own prices, pegs prices and holds them. You 
want engineering help—OK, you get it at no cost from 
Peerless simply by asking for it, and if necessary, Peer- 
less flies an engineer to your office. You want to elimi- 
nate call backs—OK, you do it with Peerless because 
you get rugged construction, sound engineering and 
guaranteed motors that are built and job-matched by 
Peerless for the specific fans and blowers they power. 

Peerless gives you everything you need: iron-clad 
guarantees—and product registrations that permit you 
to order replacement parts by number. 

Check and see, compare and prove that you buy best, 
sell best, install best and are served best when you deal 
with the fan and blower manufacturer that offers you 
most—Peerless Electric. 








FAN AND BLOWER DIVISION Prerhes. 


THE PEERLESS ELECTRIC COMPANY Elechiic 
1403 WEST MARKET ST. - WARREN, OHIO 
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and Mrs. William J]. Kahn. Mr. Kahn 


committee chairman 


and Mrs. Lou Stiege and guests. 








Mr. and Mrs. Joseph Kurzon and guests. 


Mr. and Mrs. Jack Tucker and guest 


Seen at 


The EEWA 


=e sell-out crowd was on hand to dine, dance and 
be entertained at this year’s 24th annual dinner-dance of 
the Eastern Electrical Wholesalers’ Association 

Held in the Grand Ballroom of New York’s Waldorf 
Astoria Hotel on May Ist, the dinner was thoroughly enjoyed 
by hundreds of electrical distributors, their families, and their 
friends from fruit cup to demi-tasse 

Working to make the affair an outstanding success was the 
committee consisting of 


Mr. and Mrs. Jack Korn and guests. 
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Mr. and Mrs. Leo Seigel and guests. ¢ . 
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Mr. and Mrs. Lew 


Mr. and Mrs. Tom Gopsill (foreground) and guests 


Dinner-Dance 


Mr 


. 


Mr. and Mrs. Dan Bloom and 


William J. Kahn, chairman, Tudor Electric Supply Co 
Dan Bloom, Wholesale Electrical Distributors, Inc 
Jack Korn, Williamsburgh Electric Supply Corp 
Henry Krug, Reliable Electrical Supply Co 

Joseph Kurzon, Joseph Kurzon, Inc 

Lewis Lowenthal, Lowenthal Electric Supply C 

Leo Seigel, Hobb Electrical Supply. 

Lou Stiege, Midway Electric Supply Co., Inc 

Jack Tucker, U.S. Electrical Supply Co 


and Mrs. Henry Krug and guests 


Mr. Edward Anixter 








BULLDOG ALUMINUM BUStribution. DUCT 
helps North American 


build Super-Sabres 


1600-amp. LO-X BUStribution serves 
as main feeder to welding department 
to minimize voltage drop during welds. 


North American 
F-100 Super-Sabre 


600-amp. Plug-In BUStribution, with tap- 
off provisions each 10”, provides 100% 
coverage of production area with 50-foot runs. 


To keep their famous Super-Sabre Jets rolling smoothly These savings in installation costs —in addition to 
off the line, North American Aircraft needed a de- lower first cost — are prime reasons for the widespread 
pendable, flexible power distribution system. That’s use of BullDog Aluminum Conductors in plants 
why, in two installations alone, they installed more throughout the country. 

than half-a-mile of BullDog Aluminum BUStribution Aluminum BUStribution Duct features in its design 
Duct. the same quality and dependability that have gained 
The high bay construction, and the obstacles presented BullDog world-wide reputation as a pioneer of bus 
by girders and pipes in the North American plant, bar distribution systems. It is completely interchange- 
were a natural for the use of lightweight aluminum able with other BullDog BUStribution systems and is 
bus duct. The weight saving in each 10’ duct section listed by Underwriters’ Laboratories, Inc. For com- 
greatly eased the strain of the extra handling required plete information, consult your local BullDog Field 
in the installation job. Less dead weight on building Engineer. Or, write: BullDog Electric Products Com- 
superstructures, too. pany, Dept. WH-64, Detroit 32, Michigan. ©BEPCO 


Export Division: In Canada: 
13 E. 40th Street Dominion BullDog Limited 
New York 16, New York 80 Clayson Road, Toronto 15, Ontario 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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A MESSAGE TO AMERICAN INDUSTRY 


FINANCIAL AID TO HIGHER EDUCATION 


What Business Can Do to Help 
Our Colleges and Universities 


Is the financial squeeze now gripping our col- 
leges and universities grave enough to warrant 
direct action by the business community? If so, 
what can business do about it? This editorial 
is addressed to these two questions. 

In the previous editorial in this series of two, 
it was demonstrated that our colleges and 
universities, and particularly the indepen- 
dent institutions, face financial difficul- 
ties, which, unless relieved, promise to get 
progressively worse and might ultimately 
result in a national disaster. This state of 
affairs obviously gives the business community 
a crucial stake in helping to relieve the plight 
of these institutions. For our business organiza- 
tions can be no stronger than the total commu- 
nity of which they are a part. 

It does not follow automatically, however, 
that every business firm should give direct fi- 
nancial aid to education. Already the business 
structure is heavily burdened with activities un- 
related to its main purpose. These include act- 
ing as tax collector for more than $65 billion 
of federal, state and local taxes in the year 
1953. There is a limit to the amount of such 
public enterprise that can be loaded on the 
business system. 


Business Holds Key to Answer 


If, however, the survival of a key part 
of our educational system depends on its 
having financial help from the business 
community, that help should be provided. 
And this is the situation of our indepen- 
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dent privately endowed colleges and uni- 
versities. 

Of course, our tax-supported institutions of 
higher learning must also be kept strong, finan- 
cially and otherwise. But they have recourse to 
public support not available to the independent 
institutions. Largely on this account, their pres- 
ent financial difficulties are much less acute than 
those of the independent colleges and univer- 
sities. 

These independent institutions have seen 
price inflation eat away much of the value of 
their endowments. Moreover, there is no pros- 
pect that these endowments can be sufficiently 
replenished by gifts from the wealthy people 
who provided them in earlier years. Progressive 
income and estate taxes have seen to that. Thus, 
they are faced not only with a peculiarly acute 
financial problem, but also one which cannot 


be solved except by tapping other sources of aid. 


Tax Support No Solution 


It is conceivable that the independent colleges 
and universities might solve their financial 
problem by seeking support from tax revenues. 
If they did this, however, they would lose their 
distinctive character as independent institutions, 
and our system of higher education would lose 
one of its major elements of strength. That is 
the existence in our educational system of both 
independently financed and tax-supported col- 
leges and universities. Each has its special con- 
tribution to make to a well-balanced system 
of higher education. 





Business is directly dependent upon 
higher education to staff its increasingly 
complex and exacting operations. A key 
part in this process is played by the small, in- 
dependent liberal arts colleges which are the 
hardest hit financially of all our institutions of 
higher learning. “These,” states the Council 
for Financial Aid to Education, recently formed 
by a group of business leaders, “have contrib- 
uted a high proportion of the intellectual, scien- 
tific and religious, as well as business leader- 
ship of the nation. Their programs are devoted 
to the teaching of values, particularly the values 
of freedom. They are a vital bulwark to our 
system of free enterprise.” 


Means of Providing Help 


There are many means by which busi- 
ness firms can extend help to our colleges 
and universities. The most obvious, of course, 
is to make outright grants of money either to 
individual institutions or to groups of institu- 
tions for such uses as the institutions think best. 
Another means of help, increasingly employed 
by business firms, is to establish scholarships 
to pay the full cost of college or university 
courses of study. Sometimes the scholarships 
are open for general competition, sometimes 
they are limited to employees and children of 
employees of the firm granting them. Not in- 
frequently those winning the scholarships spend 
some part of their school vacations working in 
the companies granting the scholarships. 

A number of companies have recently pro- 
vided for what have come to be called “scholar- 
ships in reverse.” These companies pay a flat 
sum to a college or university for every one of 
its graduates they employ. Financing of univer- 
sity research programs also offers a broad ave- 
nue for financial aid to our universities by 
business. 


Need Two-Way Communication 


Some business firms have well-developed 
programs for financial aid to education. But 
they are exceptional. For most companies the 
problems involved are new and strange. These 
companies were created with the basic purpose 
to make money, not to give it away. Successful 
philanthopic operations involve a whole set of 





problems with which they have very little ex- 
perience. Not the least of these is how to make 


business a dependable source of financial aid 


to education, since business has no assurance 
that the profits of one year will not be losses 


the next. 

Considerations such as these emphasize the 
wisdom of a recent Industry-College Conference 
on aid to higher education by business, in mak- 
ing the first of its ten conclusions that “better 
communication, by direct contact, is needed for 
each [industry and the colleges] to understand 
the problems of the other.” At this juncture the 
creation of mutual understanding is much more 
important than the raising of some money and 
letting it go at that. The problem of aid to edu- 
cation by business has its immediate urgency, 
but there is also a long-range program to be 
developed on which business and the colleges 
and universities must pull together in the years 
ahead to find a satisfactory solution. 

As stated at the outset, failure to find a sat- 
isfactory solution could result in a national 
disaster. This means that, to give proper heed 
to their own future prosperity and the fu- 
ture welfare of the nation, business firms 
generally must go to work on the problem 
of financial aid to higher education. They 
must go to work first, to understand the 
problem; second, to establish two-way 
communication with our colleges and uni- 
versities about it; and third, to develop a 
program which pays proper heed to the 
needs and capabilities of both business 
and higher education. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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(ht, BEAUTIFUL, Uetyphe BRILMANG 
Thiylt SELL fablc...HE WEN & 
CHRISTMAS 
LAMPS! 









NEW 
SPARKLING 
COLORS 


Electric C-7'2 Christmas Lamps gleam 


with added sales appe il lighted Or HH 


lighted. Colors won't fade, « hip or pecl 


NATURAL 
COLOR PHOTOGRAPH 


WEW FILAMENT 
CONSTRUCTION 


Newly designed filaments give these new 
lamps an even, smooth color when lighted 


No glare Spots. 


COOLER... 
G-E Christmas Lamps NOW! ASE LESS CURRENT 








enough to meet the demand! New G-E C-7% Christmas Lamps use 10 
. less current so they burn cooler. And the 
G-E Christmas Lamps—the ' 
colors are brighter than ever! 


brand customers prefer! 





You can put your confidence in— 


GENERAL @@ ELECTRIC 





MEW GE | 


OFFER ALL THESE SELLING ADVANTAGES! 


OLD = ; NEW 





FILAMENTS TAILORED TO BULB 
SHAPE. Here’s how the newly designed 
G-E C-7% Christmas Lamp looks lighted. 
A new filament gives an even, smooth all- 
over brilliance. No glare spots. And this 
new lamp burns cooler, too! 


BRIGHTER, GAYER COLORS. The 
New General Electric C-7% Christmas Lamps 
look so good—have such sparkling colors— 
lighted or unlighted—customers will go for 
them. Used indoors or with outdoor string 
sets, the brilliant fused-on colors won't fade 
chip or peel. 





ANOTHER G-E RESEARCH FIRST. 
These remarkable new Christmas Lamps are 
a development of General Electric Lamp 
Research. Customers ask for G-E Lamps 
knowing they can put their confidence 
in these American-made products. 


YOU'LL ALSO SELL. General Electric 
makes a full line of Christmas Lamps includ- 
ing C-6 Lamps for indoor series strings and 
C-9% Lamps for outdoor multiple strings. 





You can put your confidence in 


GENERAL () ELECTRIC 
se ere 











Anniversaries Review 


As all history is the story of the individuals who lived it, so the history of the 
electrical industry is the story of men who conquered its problems—of those, 
who as manufacturers, developed its products, and of others, who as whole- 
salers, took them to market. It is their vision, virility and untiring effort that 
built its remarkable record of stability, ever broadening influence and un- 
believable growth. 


Some of today’s electrical concerns were engaged in manufacturing or whole- 
saling of other products long before the electrical industry was born; others 
entered the field while the industry was still in its swaddling clothes, and 
grew with it; others came into being with the invention of specific new 
electrical products, new applications, new expansions, and have kept abreast 
of its advances ever since. 


ELECTRICAL WHOLESALING is proud to record here an important milestone in 
the long and successful life of electrical wholesaling and manufacturing firms 
that celebrate this year a key anniversary. Following the brief reviews the 
roll is called for other firms celebrating anniversaries divisible by five. 


teries. Worthington in 1900 was the first hardware 


--- gun locks and rifle barrels 


The George Worthington Co. 
Cleveland, Ohio 
Established 1829 


THE ERIE AND OHIO CANAL was being constructed 
in 1829 and Cleveland was one of the most important 
villages along its route. George Worthington had re- 
cently arrived in Cleveland after having completed 4 
years apprenticeship in a Utica, N.Y., retail hardware 
store. He found the town of about 1,000 persons had 
only one hardware store and it was poorly stocked. 

With a borrowed $500 he went to New York City 
where he invested in shovels, spades, picks and other 
tools needed by canal workers. Back in Cleveland, the 
young businessman quickly sold his products and dou- 
bled his money. Again he went to New York City and 
selected as varied a stock as his $1,000 would buy. 
Returning to Cleveland, he opened a store in a small 
vacant building at what is now Superior and West 10th 
Sts. Some of the company’s early advertisements lists gun 
locks and rifle barrels, emory, borax files and rasps. Such 
was the modest beginning of The Geo. Worthington Co. 

Today the firm handles more than 40,000 individual 
hardware and industrial supply items. These are sold to 
approximately 6,000 retail outlets within a radius of 500 
miles of Cleveland. Customers in those areas are regu- 
larly called on by 143 salesmen. Their efforts are di- 
rected and supplemented by the specialized work of a 
headquarters sales staff of 65 persons. 

The electrical department handles appliances, radio 
and television, electric water heaters, wire, conduit, fix- 
tures and lamps, breakers, switches, power tools, bat- 
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wholesaler in Cleveland to buy and sell electrical mer- 
chandise. Also, the company was one of the first cus- 
tomers of the General Electric Company's lamp division. 

A. G. Rorabeck is president; P. H. Deming is chair- 
man of the board; E. F. Oberdeck is executive vice presi- 
dent; and J. J. Bohning is 1st vice president and director 
of purchases. Second vice president is A. C Maecker; 
N. F. Luekens is secretary-treasurer. Manager of the 
electrical department is Frank Simon. C. L. Beeman is 
the electrical department buyer 

The company is now situated at 802-832 St. Clair 
Ave., N.W., Cleveland. 


... first kerosene lamp 


The Miller Co. 
Meriden, Conn. 


Established 1844 
SPERM OIL, candles, camphene and other burning liq- 
uids were the only light sources when 18-year old Ed- 
ward Miller opened a small shop and began to design 
useful, ornamental lamps and ingenious liquid burners. 
The products met with wide appeal from the start and 
a larger plant was soon needed 

In 1858 a new light source, kerosene—distilled from 
bituminous coal—was introduced. The Miller Co. de- 
signed the first kerosene lamp produced in America. 
Then came the discovery of petroleum fields in Penn- 
sylvania, followed by refining processes which yielded 
kerosene and oil in commercial quantities. Again Miller 
was first to design burners for the new illuminant. The 
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company advanced with the addition of new light- 
sources. The “fish-tail” gas flame, the steadier light of 
the Welsbach mantle, Edison’s carbon filament incandes- 
cent lamp. 

Edward Miller organized specialized departments— 
creative engineering, production engineering—testing 
laboratories. The engineering staff was kept at peak 
efficiency by close touch with all scientific laboratory 
experiments and developments in light-sources. 

The first fixture for the fragile tungsten filament lamp 
(an improvement on Edison’s carbon filament) was 
produced by Miller. The first complete electric store 
installation in America, around 1910, used 1,500 of 
them. This was the largest lighting installation in the 
world up to that time. 

The first mercury luminaire was produced by Miller, 
followed by developments which broadened its lighting 
application. The Miller Co., also designed the first con- 
tinuous wireway fluorescent lighting system. It was 
adopted in 1941 by industry as the ideal equipment pro- 
viding “best-seeing” light for industrial operations. 

Edward Miller was president of the firm until 1909 
His son, Edward Miller, Jr., succeeded him the same 
year. Burton G. Tremaine, Jr., followed the younger 
Miller in 1923 


... wholesaling in 1920 


Braid Electric Co. 
Nashville, Tenn. 


Established 1879 
J. W. BRAID established a small factory in Nashville 
to manufacture special devices for electric bells and 
electric equipment for doctors. That was before the 
advent of the incandescent lamp, when the business was 
first organized 

Five years later the concern began the first of a 
series of moves which were made necessary by expanding 
business interests. Business in those early days involved 
considerable work for Western Union Telegraph. Braid 
Electric also installed the first generator in Nashville 
for the operation of incandescent lamps. 

The company was incorporated in 1898 by J. W. 
Braid, W. W. Gambill, Thomas Jones, E. C. Andrews 
and W. C. Woolwine. Mr. Gambill bought out Mr. 
Braid in 1900. It was in 1920 that Braid Electric turned 
its attention to the wholesaling of electrical equipment, 
supplies and appliances in middle Tennessee, southern 
Kentucky and northern Alabama. 

The appliance division is located at 109-11th Ave., 
South. The general offices, wiring supplies, pole line 
hardware, radio-TV parts departments, as well as a 
“lighting studio” display are in a newly constructed 
building (EW—Feb. '53, p. 66). This structure, for- 
mally opened in 1950, is fireproof, of all steel and 
masonry construction and consists of 42,000 sq. ft. of 
floor space. It is five stories high. The lighting studio is 
readily accessible from one of the main thoroughfares 
with plenty of parking space in front. A private parking 
Jot accommodates up to 100 cars. The shipping and 
receiving departments are conveniently located on a 
railroad siding. On the building's top floor is a com- 
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pletely modern cafeteria and dining room. Further ex- 
pansion of this building is contemplated as soon as 
practical. 

The company operates with seven department heads, 
each with full responsibility for sales in his department. 
They include: apparatus and supplies, outside construc- 
tion equipment, merchandise items, appliance parts, radio 
parts, residential lighting, commercial lighting. 

Upon the death of W. W. Gambill in 1933, the presi- 
dency of the company was taken over by a son, Ben S. 
Gambill, who heads the business today. Other officers 
are: Julius W. Harwell and C. R. (Bob) Greenleaf, vice 
presidents; A. C. Howard, secretary; and W. E. B. Harris, 
assistant secretary 


... farm supplies, shelf hardware 


Geo. A. Clark & Son, Inc. 

Minneapolis, Minn. 

Established 1879 

ORIGINALLY concentrating on implement specialties 
and farm supplies, Geo. A. Clark & Son, Inc., now 
handles electric supplies, shelf hardware, major appli- 
ances, hand and power tools, heating equipment, plumb- 
ing supplies, plus other products 

In 1882 the firm was incorporated as David Bradley 
& Co., with George A. Clark as general manager. In 
1896, his son, G. Roy Clark, became secretary and the 
name was changed to Bradley, Clark & Co. George A. 
Clark and G. Roy Clark became sole owners of the busi- 
ness in 1908 and the following year incorporated the 
firm under the name of Geo. A. Clark & Son. In January 
1916, G. Roy Clark succeeded his father, who had passed 
away. 

A fireproof office and warehouse was erected at Third 
St. and Ninth Ave., North, in 1917. Eleven years later 
an additional five-story fireproof warehouse was built 
In 1946 another warehouse, 250 by 150 feet and com- 
prising 35,000 sq. ft., was constructed. Two years ago 
a parking lot for customers and employees was added. 
Additional office and warehouse space was constructed 
last year. These buildings cover two city blocks, from 
8th Ave. to 10th Ave., with the parking lot situated 
across from the main building. 

Officers of the company include: H. K. Nilssen, presi- 
dent-general manager; William E. Mudge, vice-president- 
treasurer; John S. Carney, secretary-farm equipment; 
Al E. Larsen, hand and power tools; M. E. (Zeke) 
Pearson, electric supplies; W. S. Boice, advertising man- 
ager. 


... Little Egypt’s belly dance 


Durant Manufacturing Co. 
Milwaukee, Wis. 
Established 1879 


COUNTING bags of flour was tiresome to a mill em- 
ployee named W. N. Durant. So he devised a small 
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gadget to do the counting. Today the Milwaukee firm is 
one of the oldest makers of industrial counting machines 
in the nation. It ranks second in production. 

Durant’s first counter was a mechanical stroke model 
with a trip lever extension that recorded the filled bags 
of flour as they passed. Its maximum speed was probably 
not more than 100 counts a minute. 

As of the present time the company makes some 370 
varieties of counters — mechanical stroke, mechanical 
rotary and electrical. Top speeds vary from 800 to 50,000 
counts a minute. 

Durant’s counting machines found many industrial 
uses. By the early 1890's they were in use throughout 
the country—in a Chicago printing firm to record the 
press production, in a St. Louis bag company, an Atlanta 
cotton mill, a Milwaukee distillery to record steam 
pump strokes, even in a Nashville ice factory to count 
blocks of ice. 

At the Columbian exposition in Chicago in 1893, 
where “Little Egypt” introduced her notorious “belly 
dance” in the United States, Durant also introduced his 
first electrical counting machine. But the new gadget was 
slower than the mechanical counter—only about 60 
strokes a minute—and too many shortcomings soon ap- 
peared. The electrical counter was discontinued until 
the 1920's. 

The Durant Manufacturing Co. was purchased by 
Henry O. Winkler in 1905. Twice the firm moved to 
larger quarters before building a one story plant in 1916 
at its present location, 1929 N. Buffum St., Milwaukee 

In 1920 William K. Winkler assumed the presidency 
and continued in that office until 1952 when he became 
chairman of the board. His two sons, William W. and 
Robert B., were made president and vice president, 
respectively. 

Steady growth brought expansion of the one-story 
plant to three stories in 1928. A small branch was also 
opened in Providence, R.I. Six years ago 15,000 sq. ft. of 
warehousing and office space were added to the main 
office. In 1952 an addition of 16,000 sq. ft. of manu- 
facturing space raised production capacity by 35 per 
cent. The firm, which employs about 170 workers, pro- 
duces more than 100,000 counters a year 


...in the Texas Panhandle 


Amarillo Hardware Co. 
Amarillo, Tex. 


Established 1904 

ORGANIZED in April 1904 by the late E. W. Hardin, 
the Amarillo Hardware Company began its business life 
as a retail store with an authorized capital of $10,000 
(50 per cent cash was paid in). The rented building 
was situated at 403 Polk St. and had a floor space of 
2,400 sq. ft. 

Present floor area is approximately 175,000 sq. ft. 
Capital and surplus is in excess of $3,000,000. All 
buildings in Amarillo are owned by the company. 

Amarillo Hardware serves an area embracing the 
Texas Panhandle, eastern New Mexico, parts of Okla- 
homa and Colorado. The territory is served by 26 travel- 
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ing salesmen. A company owned and operated fleet of 
16 trucks delivers all classes of merchandise 

The main, 90,000 sq. ft. building consists of a base 
ment and three floors, and is constructed of reinforced 
concrete. This building is Amarillo Hardware’s main 
warehouse and contains general offices and sample room 
It was completed in June, 1938 

In 1946 the company purchased adjoining buildings, 
thereby filling out an entire half block. Four years later 
another building, located across the street, was completed 
and occupied. This structure covers half a block and 
contains 32,000 sq ft. of space. In 1953 another build 
ing was completed. It has a floor area of 13,000 sq. ft 

In addition to a general line of hardware (which 
consists of 20 departments there is also a major 
appliance section 

In 1952 a general catalog was published at a cost 
of approximately $60,000. A completely integrated 
printing department employs five people who work on 
sales promotion material as well as maintaining the 
company’s present general catalog, and periodically pub 
lishing department catalog 

Amarillo Hardware Company employs approximately 
150 people. Present officers are: E. W. Pipkin, president 
G. C. Ratcliff, vice president; R. C. Neely, Jr., vice presi 
dent: J. F. Tolleson, vice president; M. H. Jones, vice 
president; and Bruce Cathey, secretary-treasurer 


... Only electrical products 


Baltimore Electric Supply Co., Inc. 
Baltimore, Md. 


Established 1904 

ONE OF THE FIRST wholesalers soliciting business in 
the South, the Baltimore Electric Supply Company, Inc., 
has confined its efforts to the distribution of electrical 
products. This despite the many changes which have 
taken place in the industry over the past 20 years 

Baltimore Electric has owned and operated branch 
houses in Philadelphia, Atlanta, Greensboro, Winston 
Salem, Jacksonville and Miami. All have been closed for 
some time. During the past 12 or 13 years, the firm has 
confined its efforts to Baltimore proper, the Eastern 
Shore, and Delaware, together with other towns in the 
rest of Maryland and Virginia. At the present time the 
firm has about 16 employees, of whom 6 have been 
in service 40 years or more 

One thing the company claims to its credit is that 
in all of its 50 years, it has never employed anyone who 
had previously been engaged with a competitor, and 
other than employees placed from time to time with 
manufacturers in more important jobs, there has never 
been an employee who left to go with another electri 
cal wholesaler. 

W. J. Flannery is president of Baltimore Electric 
Supply Company, Inc. Vice president is J. E. Warwick 
E. M. Flannery is treasurer and F. X. Flannery is secre 
tary. The late W. A. Strausbaugh, who died last year, 
was secretary for 40 years 
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.- + model T’s to “Chargaplan’ 


F. B. Connelly Co. 

Seattle, Wash. 

Established 1904 

ACTUALLY formed in 1884, the present companies 
were formed just over 50 years ago under the name, 
F. B. Connelly Company. Since this incorporation, a 
half-century back in Billings, Mont., the firm has moved 
to its present site, Seattle. The move was made in 1932 

In the early 1940's another company was formed in 
Portland, Ore., the F. B. Connelly Co. of Oregon. 

The original company in its various forms sold 
model T automobiles, tractors and appliances. Territory 
served as Montana distributor includes Montana and 
Wyoming. As Seattle and Portland distributors, Oregon, 
Washington and Alaska. 

The Connelly Acceptance Corporation was formed 
before World War II. It is a finance company which was 
established and operated exclusively for the time sale of 
electrical merchandise. This company included all the 
features extended by regular leading institutions with 
some additional features such as a “Multiple Protection 
Certificate.” 

A relatively new function of the Connelly Acceptance 
Corporation is a service titled “Chargaplan.” This service 
is designed to put the independent merchant in a posi- 
tion to sell electrical housewares on the same basis as the 
large credit jeweler or department store. In conjunction 
with this service, the Connelly catalog service was 
established. It includes many dealer benefits. All litera 
ture is imprinted with the dealer’s name. Due to bulk 
of the various pieces, the company was compelled to 
install its own printing plant. 

The founder of the wholesale distributor was the late 
F. B. Connelly. Present officers include: Kenneth A 
Connelly, president; Richard L. Connelly, vice president; 
and Hugh Enochson, secretary-treasurer. The Connelly 
Acceptance Corporation is now under the direction of 
Clay W. Hixson, vice president. 


- +. Mo ironing at night 


Graham-Reynolds Electric Co. 
Los Angeles, Calif. 
Established 1904 


IN the early days of the Graham-Reynolds Electric Com- 
pany, household users were not sold on electric irons. 
It was the custom, in many Cases, to give an electric iron 
to the housewife—with the admonishment that it be 
used during the daylight hours when there was no other 
current in use on the domestic load. The only available 
domestic load at the time was used to light the house 
at night! 

Times have a way of changing and so has Graham- 
Reynolds. Established as the Holabird-Reynolds Electric 
Co., the firm operated for about 10 years in what is now 
the center of downtown Los Angeles. The 25-ft. front 
building was located near Fifth and Main Sts. 

Around 1914 the company moved to 218 East Third 
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St., and in 1916, moved once more. This time to 300 
East Third St., where it remained for 34 years. 

Four years ago the wholesaler constructed a 25,000 
sq. ft. plant at 1325 Rio Vista Ave., a location which is 
now the center of three major and modern freeways. 

The ultra modern building has a large auto and park- 
ing lot. It is equipped with a 65 ft. dock for loading 
purposes. Modern storage racks, bins, measuring devices 
and handling equipment for more than 25,000 items are 
a part of the Graham-Reynolds assets. 

Officers of the company are: K. N. Graham, president; 
D. A. Smith, vice president and secretary; and Mrs. Mary 
G. Smith, treasurer. Many employees have been with 


the company from 20 to 25 years 


.-- don’t use men, | use boys 


Henzel-Powers, Inc. 

Albany, N. Y. 

Established 1904 

HORSE drawn trucks were used for local deliveries in 
the early days of The Electric Supply and Equipment 
Company. The firm, which was later to become Henzel- 
Powers, Inc., had its beginning in Hartford, Conn. T. J 
Young, the dominant figure in the business, had invest- 
ments in numerous enterprises 

Harry E. Page was elected president and treasurer 
succeeding Mr. Young in 1914. J. Oliver Morris became 
vice president and general manager 

At the time the company was the only electrical dis- 
tributor in Hartford; in fact they lay claim to have been 
the only distributor between New Haven and Boston. 
The territory covered included northern New York, Ver- 
mont and New Hampshire to the Canadian border 
Shipments to customers were nearly all made by freight 

Under the leadership of Mr. Page and Mr. Morris, the 
company expanded rapidly, opening its first branch in 
Albany, N.Y., in 1916; Scranton, Pa., in 1917. Branches 
were located in Buffalo, Elmira, Reading, Wilkes-Barre 
and Erie. 

The present principal officers both started to work on 
the same day, September 18, 1916. Gregory W. Henzel 
began as a stock clerk in the Albany branch. Robert G 
Powers started as a stenographer and clerk in Hartford 

Both men went through the process necessary in gain- 
ing experience for additional responsibilities. J. O 
Morris, who had a faculty for firing the ambition of his 
men, lost no opportunity to impress on them the urgency 
of learning their jobs. He often repeated there was plenty 
of money available to open new branches, but they could 
not be opened until one of his men had come along fast 
enough to be entrusted with its management. 

With one or two exceptions everyone in the organiza- 
tion was under 30 years of age, most were in their early 
20's. Once a competitor is said to have asked “J.O.” how 
he managed to get the men to start all those branches. 
He replied, “I don’t use men, I use boys.” So the process 
went. The top salesmen became branch managers, and 
the best stock clerks were made salesmen. 

During the 1920's the company disposed of the elec- 
trical supply branches until only the Albany branch was 
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left. A mew corporation was formed, Page-Morris, Inc., 
to handle the refrigerator business. The Albany branch 
continued under the name of E S & E Co. Inc., with J. O 
Morris as president, G. W. Henzel, vice president and 
R. G. Powers, secretary-treasurer. In 1930 Henzel and 
Powers bought out the Morris interest, and Mr. Henzel 
was elected president and Mr. Powers vice president and 
treasurer. The same general policies continued as in the 
past years until World War II put a stop to the sale of 
appliances, thereby necessitating complete independence 
on electrical supplies. It was during the war the name 
was changed to Henzel-Powers, Inc 

For better coordination of sales effort, a separate 
sales organization was set up to handle electrical sup- 
plies with Stanton E. Middlebrooks as manager and 
Harold Y. Crounse, sales manager. The Bendix division 
is headed by Frederic A. Ablett, while William S$ 
Mitchell manages the Zenith and small appliance depart- 
ment. All these executives began their careers with the 
company by starting in the shipping room and rising 
through the ranks 


... from the Lakes to the Gulf 


The F. D. Lawrence Electric Co. 
Cincinnati, Ohio 
Established 1904 


JUST after the turn of the century a group of men who 
had served in various phases of the infant electrical 
industry, acquired the assets of the Lawrence Hall Elec- 
tric Co. On July 19, 1904 they formed what is now 
known as The F. D. Lawrence Electric Company. The 
incorporators were: Frank D. Lawrence, president; Chas 
S. Nolloth, secretary; Geo. H. Jones, vice president; 
A. S. Riechman, treasurer; and Fred W. Kleine, ass’t 
secretary. 

The business was located in a small part of the build 
ing that now houses current operations at 219 W. Fourth 
St., Cincinnati. The firm enjoyed a steady and profit- 
able growth through World War I, traveling men from 
the Lakes to the Gulf and from the East Coast to the 
Mississippi. Early in the 1920's additional men were 
added to sales and management and a more rapid growth 
was noted. 

With electrical supply firms starting up all over the 
country, traveling by Lawrence representatives was re 
stricted, in the late 1920's, to an area about 100 miles in 
radius around Cincinnati. Concentrating on this territory 
became the order of the day and results proved this the 
proper procedure. 

A. S. Riechman succeeded Mr. Lawrence in 1932 and 
reorganized the sales department. Mr. Kleine handled 
purchasing and management. Mr. Edward Knauft took 
care of office detail. The firm came out of the Depres- 
sion stronger than ever financially and continues as an 
important electrical supply business in the Cincinnati 
area. 

Mr. Knauft acquired control of the company and took 
office as president in January, 1945. He presided over 
operations until his death while on a vacation trip 
around the world in 1952. 

E. T. Glaser, who had been executive vice president, 


June, 1954—ELECTRICAL WHOLESALING 


was elevated to the presidency and took steps for the 
company to secure the company holdings from the 
Knauft estate. In 1953 The F. D. Lawrence Electric Com 
pany instituted a profit-sharing plan for all employees 
with three or more years’ service. The funds from this 
plan are set up to provide insurance and a retirement 
fund. 

Of some 70 odd employees today, about one-third 
have been employed for 25 years or more, and two have 
been with the firm since it was founded 

Present officers are: E. T. Glaser, president; T. G 
Nolloth, vice president; Miss Rosa G. Basler, treasurer 


and ass’t secretary; R. Glenn Jordan, secretary 


-..no appliance nor radio 


W. T. McCullough Electric Co. 
Pittsburgh, Pa. 

Established 1904 

DURING the last 50 years the W. T. McCullough 


Electric Company has sold only electrical supplies and 
apparatus. It is the company’s intention to continue in 
this field; it has never ventured into the appliance or 
radio business 

The firm was incorporated in 1904 by C. C. Hax 
president and W. T. McCullough, vice president and 
treasurer. They were, respectively, grandfather and father 
of the present president, C. Hax McCullough 

The original place of business was 2315 Penn Ave 
Pittsburgh. In 1918 the company moved to 317 First 
Ave. Again in 1937, W. T. McCullough Electric moved 
into its present quarters at 414-418 First Ave 

C. C. Hax died in 1927, and W. T. McCullough be 


came president. C. Hax McCullough became vice presi 


dent and sales manager, and W. T. McCullough, Jr 
- 
Ai 


secretary and treasurer. W. T. McCullough died in 1946 
and was succeeded by his grandson who also acts as 
sales manager. The wholesaler includes in his territory 


] 


the city of Pittsburgh and an area within a radius of 


about 100 miles 


... Started in clapboard shed 


Circle F Mfg. Co. 
Trenton, N. J. 


Established 1904 
SCOTCH WHISKEY was $3.00 a gallon. James |] 
Jeffries was the world’s heavyweight champion. The first 
subway in New York City was opened between City 
Hall and West 124th St., and President Theodore Roose 
velt made a ruling that all Civil War vets 62 years old 
were entitled to pensions 

Mark Sullivan in “Our Times” said of the early 1900's 
that it was a period when we were dropping the hand 
made, taking up the machine; leaving the farm to enter 
the factory. Edgar B. Freeman, inventor and mechanic 
said it was the time to start an electrical business 

Some might have disagreed with him, for 1904 also 
marked many strikes and much business unrest. How- 
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ever, it was also a ripe time to get into the lighting field 
since a conservative estimate was that the advance in 
the lighting industry was more than 20 per cent above 
the previous year. Thus encouraged, Edgar Freeman 
incorporated his electrical business on March 23, 1904. 

The business started in a clapboard shed in the rear 
of a coal and wood store. Trenton was chosen because at 
the time the wiring devices Mr. Freeman wanted to 
make were primarily composed of electrical porcelain 
and Trenton was the porcelain center of the United 
States. The firm was called the E. H. Freeman Electric 
Company, and used as its trademark a capital “F” 
enclosed in a circle. Today the Circle F Mfg. Co., has 
plants in Trenton, New York City, Bucks Co., Pa.; 
sales representatives located all over the country; and 
warehouses in Atlanta, Chicago, Los Angeles, San Fran- 
cisco and Montreal. 

Soon after its incorporation the firm was making a 
variety of wiring devices, and was also making and 
printing its own boxes, cartons and labels. In 1909 Free- 
man branched out into the brass shell socket business. 

Some of the devices which the Circle F Mfg. Co., 
holds original patents on and which are still in use 
today include pull chain current taps, many of the fixture 
canopy switches, current table taps, turn knob mogul 
sockets, plastic shell sockets and the combination types 
of switches, receptacles and pilot lights now in use. 

In 1924 the E. H. Freeman Electric Co., merged with 
the Trenton Porcelain Co., headed by George F. 
Maguire. Two years later a new plant and new offices 
were built which still remain as company headquarters. 

Maguire and Freeman sold their interest to the pres- 
ent management in 1936. The new management was 
headed by Herman B. Ring, one time president of the 
Meteor Electric Co., New York. Mr. Ring also had 
been general manager of the Lawrence Aero Engine 
Corp., New York. While there he was responsible for 
the design and development of the very first rotary air- 
cooled aircraft engine to be perfected. He was also 
chiefly responsible for the design, development and 
installation of the engine that powered Lindbergh's 
‘Spirit of St. Louis.” 

Under Mr. Ring’s direction, Circle F has been busy 
developing and extending its lines and production facili- 
ties. It makes almost all of the products needed in the 
manufacture of wiring devices. The company has its 
own porcelain factory, plastics factory, screw manufac- 
turing plant, tool and die plant and press department 
as well as complete assembly factories. 


. - - 800 sq. ft. of rented space 


Steel City Electric Co. 
Pittsburgh, Pa. 


Established 1904 
THOUGH actually founded in 1902, the Steel City 
Electric Company was incorporated two years later by 
W. I. Patterson and several associates for the purpose of 
making electrical specialties. 

Mr. Patterson had been an electrical contractor since 
1886 and, because of the experience gained in that field, 
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was familiar with the problems of the electrical con- 
tractors and suppliers. 

The company began manufacturing operations in 800 
sq. ft. of rented space in downtown Pittsburgh. Products 
turned out consisted of steel locknuts, brass bushings and 
cast-iron floor boxes. Within a short time such items as 
expansion bolts for use in coal mines, cast-iron camp- 
bell boxes, plugs and fish wire, were added. 

It was not long before operations required more space 
than was available in the Pittsburgh building. So a small 
building was rented in the city of Allegheny—now 
North Side Pittsburgh—the present site of the plant. 

The company added to its line switch and outlet 
boxes, covers, as well as conduit fittings. During the 
first World War manufacturing facilities were used for 
the production of various types of war material. 

After cessation of hostilities demand for the com- 
pany’s products necessitated increased facilities. Because 
of Mr. Patterson's interest in engineering and manu- 
facturing problems, every possible means of improving 
the company’s products by better design and production 
methods was constantly pressed forward, even during 
the Depression years. 

In January 1952, Steel City acquired the Kindorf 
Company, Emeryville, Calif. This firm, which became 
active in 1944, supplied San Francisco Bay shipyards 
with devices for strapping, locking, stacking and hang- 
ing electrical cable of all sizes. While the Pittsburgh 
plant provided almost 200 times the space of the original 
plant, it did not prove large enough for the production 
of the Kindorf line. This line is now being produced 
at the Emeryville plant. 

Thomas W. Gibb is president of the Steel City Elec- 
tric Company. Even though expansion of the Pittsburgh 
plant will soon be under way, Board Chairman Patterson, 
who passed his 89th birthday in March, is still figuring 
on product improvements that will make necessary still 
more space. 


...- products improve with age 


Wilmington Fibre Specialty Co. 
Wilmington, Del. 


Established 1904 

BILLIARD CUE tips and player piano parts were two 
of the more popular uses of Wilmington fibre at the time 
when Teddy Roosevelt was president and the Panama 
Canal was begun. The Wilmington Fibre Co. knew that 
its versatile products actually would improve with age. 
But the major problem was whether this “ageless” mate- 
rial would keep pace with the rapidly changing indus- 
trial picture. 

John W. Morris, founder of the firm, had the idea 
of supplying (particularly to the electrical industry ) 
fabricated parts to the individual specifications. Wil- 
mington fibre is manufactured in sheets, rods, tubes and 
special shapes. The fabricating plant has a capacity of 
up to 3,000,000 parts a day 

Wilmington Fibre Specialry Co. supplies insulating 
components for aircraft and electronic devices to lighting 
fixtures and vacuum cleaners. 
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Roll Call of Anniversaries 





95 YEARS 


WHOLESALERS 
Morehouse & Wells Co., Decatur, Ill. 


90 YEARS 


WHOLESALERS 


Haw Hardware Co., Ottumwa, Iowa 


85 YEARS 


WHOLESALERS 
Graybar Electric Co., New York, N.Y. 
Schwacher Hardware Co., Seattle, Wash. 


70 YEARS 


WHOLESALERS 

Doubleday-Hill Electric Co., Pittsburgh, Pa. 
Knight & Wall Co., Tampa, Fla. 

The Korsmeyer Co., Lincoln, Neb. 

C. M. McClung & Co., Inc., Knoxville, Tenn. 


65 YEARS 


WHOLESALERS 

Brohl & Apell, Sandusky, Ohio 

J. Geo. Fischer & Sons, Inc., Saginaw, Mich. 
Inland Electric Co., Inc., Spokane, Wash. 

J. J. Koepsell Co., Sheboygan, Wis. 

Love Electric Co., Tacoma, Wash. 

E. R. Porter Hardware Co., Dothan, Ala. 

The Salt Lake Hardware Co., Salt Lake City, Utah 
The Wagner Hardware Co., Mansfield, Ohio 


60 YEARS 


WHOLESALERS 

Marion Hardware Co., Marion, Ind. 
Henry L. Walker Co., Detroit, Mich. 
MANUFACTURERS 

S. A. Couch Co., Inc., North Quincy, Mass. 
General Lamps Mfg. Corp., Elwood, Ind. 
Minerallac Electric Co., Chicago, III. 
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Porcelain Products, Inc., Findlay, Ohio 
Stromberg-Carlson Co., Rochester, N.Y. 


55 YEARS 


WHOLESALERS 


J. R. Bradley Co., Reno, Nevada 

Gee Electric Co., Wheeling, West Va. 

Elder Conroy Hardware Co., Clarksville, Tenn. 

M. L. Foss, Inc., Denver, Colo. 

Perry-Mann Electric Co., Inc., Columbia, S.C. 
Schlatter Hardware Co., Inc., Fort Wayne, Ind. 
Snyders, Inc., Oklahoma City, Okla. 

J. A. Williams Co., Pittsburgh, Pa. 

The Von Hamm-Young Co., Ltd., Honolulu, Hawaii 


MANUFACTURERS 

American Steel & Wire, Div. of U. S. Steel Corp., 
Cleveland, Ohio 

Nesco, Inc., Milwaukee, Wis. 

Sangamo Electric Co., Springfield, Ohio 

Speer Carbon Co., Saint Marys, Pa. 


45 YEARS 


WHOLESALERS 

Harry Cooper Co., Springfield, Mo. 

Frost Electric Supply Co., St. Louis, Mo. 

F. X. Guillevin & Sons, Red’d, Montreal, Canada 
The Hardy Electric Supply Co., Inc., Boston, Mass. 
Independent Electric Co., Muskegon, Mich. 

L. R. Klose Electric Co., Kalamazoo, Mich. 
Litscher’s Wholesale Electric, Grand Rapids, Mich. 
Marshall-Wells Co., Ltd., Winnipeg, Manitoba, Canada 
J. T. O'Connell, Inc., Newport, R.I. 

Providence Electric Co., Inc., Providence, R.1. 
Tinling & Powell, Spokane, Wash. 

Universal Supply Co., Newark, Ohio 

Virginian Electric Inc., Charleston, W. Va 


MANUFACTURERS 


Dongan Electric Mfg Co., Detroit, Mich. 
Reliance Automatic Lighting Co., Racine, Wis. 


40 YEARS 


WHOLESALERS 
Crannell, Nugent & Kranzer, Inc., New York, N.Y. 
B. Davis Co., Inc., Mt. Vernon, N.Y. 





Gordon Bros. Electric Co., Columbus, Ohio 
Le Valley, McLeod, Inc., Elmira, N.Y. 
Robertson Supply Co., Orlando, Fla. 
Tafel Electric & Supply Co., Louisville, Ky. 
West Phila. Electric Supply Co., Phila., Pa. 


MANUFACTURERS 

Acorn Insulated Wire Co., Inc., Pawtucket, R.I. 
The Art Metal Co., Cleveland, Ohio 

Bussmann Mfg. Co., St. Louis, Mo. 

Mid-West Chandelier Co., North Kansas City, Mo. 


35 YEARS 


WHOLESALERS 

Allied Electric Supply Co., Pittsburgh, Pa. 
Broome Electric Co., Amarillo, Texas 
Cadillac Electric Supply Co., Detroit, Mich. 
Cayce Mill Supply Co., Hopkinsville, Ky. 
City Electric Co., Inc., Syracuse, N.Y. 
Coleman Electric Co., Allentown, Pa. 
Crescent Electric Supply Co., Dubuque, Iowa 
Efengee Electrical Supply Co., Chicago, III. 
Englewood Electrical Supply Co., Chicago, III. 
Eoff Electric Co., Salem, Oregon 

Franklin Electric Co., Atlantic City, N.J. 
Hunter Brothers, Inc., Fayetteville, N.C. 
Hunzicker Brothers, Oklahoma City, Okla. 
Interstate Electric Co., Shreveport, La. 

Jersey State Electric Co., Inc., Elizabeth, N.J. 
Lappin Electric Co., Milwaukee, Wis. 

Leidy Electric Co., Phillipsburg, N.J. 


Marchand Electrical Supply Co., Ltd., Ottawa, Ontario, 


Canada 
McDonald Electric Co., Inc., Miami, Fla. 
Midwest Electric Co., Minneapolis, Minn. 
Mine Service Co., Inc., Lothair, Ky. 
Edgar Morris Sales Co., Washington, D.C. 
O.K. Electric Supply Co., Iré:., Perth Amboy, N.J. 
Parr Electric Co., Inc., Newark, N.J. 
The H. Poll Electric Co., Toledo, Ohio 
J. P. Simons & Co., Chicago, III. 
Southern Supply Co., Jackson, Tenn. 
A. K. Sutton, Inc., Charlotte, N.C. 
Times Appliance Co., Inc., New York, N.Y. 
Tri-State Electric Co., Sioux Falls, S.D. 
United Electric Supply Co., Salt Lake City, Utah 


MANUFACTURERS 

Cornish Wire Co., New York, N.Y. 

Radio Corp. of America, Camden, N.J. 

The Standard Transformer Co., Warren, Ohio 
The Universal Clay Products Co., Sandusky, Ohio 


30 YEARS 


WHOLESALERS 
Cuny-Guerber, Inc., Jersey City, N.J. 
De Witt’s Electric Supply Co., Lubbock, Texas 


Elliott-Schmidt Electric Supply Co., Denver, Colo. 
Gilbert Bros., Inc., Portland, Oregon 

The Greenfield Electric Co., Inc., Baltimore, Md. 
Kingsport Electric Co., Inc., Kingsport, Tenn. 
Peoples Electrical Supply Co., Inc., Baltimore, Md. 
Rex Electric, Inc., New Orleans, La. 

Shand Radio Specialties, Flint, Mich. 

Tab Electric Supply Co., Inc., Trenton, N.J. 


MANUFACTURERS 
Accurate Insulated Wire Corp., New Haven, Conn. 


Burndy Engineering Co., Inc., Norwalk, Conn. 
Liberty Bell Mfg. Co., Minerva, Ohio 


25 YEARS 


WHOLESALERS 


Atlantic Electrical Supply Corp., Richmond, Va. 
Electric Supply Co., Asheville, N.C. 

Grand Light & Supply Co., New Haven, Conn. 
Jewel Electrical Supply Co., Jersey City, N.J. 
Koehler Electrical Supply Co., Inc., New York, N.Y. 
Lafayette Electric Corp., New York, N.Y. 

Lang Electric Co., Inc., Buffalo, N.Y. 

The Loeb Electric Co., Columbus, Ohio 

Lovett & Tharpe Hardware Co., Dublin, Ga. 

Lush Wholesale Hard Goods, Wichita, Kansas 
MacDonald Electric, Ltd., Kitchener, Ontario, Canada 
Macon Electrical Speciality Co., Brooklyn, N.Y. 
Majestic Electric Supply Co., Chicago, III. 
O’Bannon Brothers, Little Rock, Ark. 

Riga Electrical Corp., West Springfield, Mass. 
Royalite Co., Flint, Mich. 

Service Electric Supply Co., Inc., Fitchburg, Mass. 
Universal Electric Co., Muncie, Ind. 

Welsbach Sales Co., Inc., Cincinnati, Ohio 
Westmoreland Hardware Co., Greensburg, Pa. 


MANUFACTURERS 
Anaconda Wire & Cable Co., New York, N.Y. 
Proctor Electric Co., Phila., Pa. 


20 YEARS 


WHOLESALERS 

Ackerman Electrical Supply Co., Grand Rapids, Mich. 
Goodman Electric Supply Co., Norfolk, Va. 

Graves Electric Supply Co., Inc., Greenville, S.C. 
Harlo Electrical Supply Co., Inc., Chicago, IIL. 
Nassor Electric Supply Co., Hackensack, N.J. 

The National Electric Supply Co., Mansfield, Ohio 
Palmetto Electric Supply Co., Inc., Columbus, S.C. 
Southern Electric Supply Co., Houston, Texas 
Stallman of Ithaca, Inc., Ithaca, N.Y. 

Tennessee Valley Electric Supply Co., Memphis, Tenn. 
White Electric Co., Lincoln, Neb. 


MANUFACTURERS 
Reed-Unit-Fans, Inc., New Orleans, La. 
Signal-U Mfg. Co., Canfield, Ohio 
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BE 


electric 
dryer 


cord sets = / 
© 


utilizing @ new molded-on rubber plug 


In great demand now! Series #5533, 


which is equipped with “L” shaped ground- 

ing blades. Used primarily for application to 10/3 S cord or type 
SR range cable Rated ot 30 amperes, 250 volts. Approved by 
Underwriters’ Laboratories. Eoch unit individually packed in a 


carton that serves as a shipping container 




















duty 


For HOME, OFFICE and FACTORY use 


electric 
range cord sets 


3-, 4-, 5- and 6-ft., type SR rubber covered range cable. Two 
#6 and one “8 conductors for 50 amp.—or two #8 and one #10 
conductors for 5 amp. service. CORNISH #500 molded-on rubber 


plug vulcanized to cable for long time woter-repelient security. 


Push these rugged service units! 
Husky black rubber cords in 
standard lengths; integral 
molded-on components. Female 
connector has double contact 
blades, insuring perfect connec- 





tion. Moisture-proof . . . strain- 
Equipped with suitable terminals and metal strain relief. U-L proof . . . Real GLUTTONS for 
listed and approved for service at 250 volts. Individually pack- PUNISHMENT! 





aged in a carton that serves as a shipping container 


U-L Approved | replacement cord sets 


for Lamps, Radios, Small Appliances 


6-, 8- and 10-ft., 18/2 type SP-1 brown cord, with molded 
> Vora on plastic plug. Appliance end stripped %4”. Hanked, with 
QUALITY-controlled : SS Phar UL Green Cord Set label! applied. 
wires that you KNOW 
wees. 0 ast a = 6-, 10 d 20-ft., 18/2 + SV black d th Ided 
: : 9 - an ~ft., ype ack cord, with molded-on 
on oftractive spools 45 plug. Appliance end jacket removed 2”; conductors stripped 
1”. Hanked, with UL Green Cord Set lobel applied. 






for Vacuum Cleaners, Smal! Tools, Mixers, etc. 


convenient lengths for fast and prof- 
i -the- nter-sales. 
ree for Trouble Lights, Small Motors, Tools, etc. 
6-, 10- and 20-ft., 18/2 16/30 SJ black cord with molded-on 
Also Neoprene-jacketed cords plug at one end. Appliance end jacket removed 2”; conductors 
(types SVO, SJO and SO) stripped 1“. Hanked, with UL Green Cord Set label applied. 
y ; 


resistant to oil, heat and light ALSO Replacement units for Electric lrons and other Home and Office appliances 








* ; al s Zz R aie a Fate it 
Pes }0 Chur th Street 
@ ATLANTA BOSTON BRIDGEPORT @CHARLOTTE @CHICAGO @CINCINNATI CLEVELAND 
@DALLAS DENVER DETROIT KANSAS CITY @LOS ANGELES @MINNEAPOLIS @PHILADELPHIA 
PITTSBURGH @ROCHESTER @ST. LOUIS @SAN FRANCISCO @SEATILE 
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Amprobe world’s 


largest-sellin 


snap-around 


volt-ammeter 


sold only 
through 


wholesalers 


there is an Amprobe 
model for every job, 


every budget 


AMPROBE 
JUNIOR 

One low-cost 
tester measures 
both volts 

and amps. 


AMPROBE \) \ 
“300” K AMPROBE 
The ideal Pa “600"-"1200” 
all-around . For 
multi-range ) extra-heavy 


Amprobe. ‘ loads. 


PYRAMID INSTRUMENT CORP . Lynbrook, New York Export Div.: 458 Broadway, New York 13 
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Salte mibeaacts 
with ease where 


you formerly sold 


1 with effort 
DINETTE 


The MOE Light Inspiration-Light- 


ing program shows your dealers 





how to sell several lighting fixtures 
rather than just one for each room 
in the house . it’s the most ef- 
fective selling tool to come along 
in ages. It means not only more 
fixture sales, but added switch, 
outlet box and wiring profits. See 
M-1073 Ceiling *$9.95 to it hat your dealers have the 

complete Inspiration-Lighting story 
ani _ to show their customers 


Ceiling * 1 1 
IN THE BATHROOM M-1231 $11.25 Make sure you get your share ol 


the Insp ration-Lighting profits 





see that every dealer in your area 
has the new MOE Light M-161 
catalog, the complete story on In- 
spiration-Lighting together with 
full color illustrations of the entir« 
line of MOE Light fixtures 


. HEAVY DEMAND ITEMS AT 
M-636 Ceiling *$2.75 UNBEATABLE LOW PRICES 


Day in, day out, there is a steady 


( ! demand for kitchen, bathroom 
° ia 
> 


RN Hy enw cioiies and dinette fixtures. Compare 





M-352 Under Cabinets *$4.95 the Moe Light beauties shown 
here...compare them for style, 
quality, VALUE, they’re un- 
beatable. 


MOE LIGHT 


Fort Atkinson, Wisconsin 
(Division of Thomas Industries Inc.) 
Plants at Fort Atkinson and Sheboygan, 


Wisconsin, Princeton, Kentucky and Los 
Angeles, California 





*(a@ combination of general, localized and accent lighting) 


MOE LIGHT DISTRIBUTORS 


idvertised MOE Light the MOE Light name on every 
t-Laghting is opening uf fixture she buys. Don’t overlook 
1 bigger lighting markets a single potential outlet in y« 
ever before . . more dealers ure see that all dealers are sup 
selling MOE Light fixtures | d with the new MOE Light 


the consumer is looking for Inspiration-Lighting catalog M-161 


es slightly higher Denver 
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It's new! It's revolutionary ! 


Kin 


Here is the most revolutionary, field-tested combination 
that you can sell to EVERY electrical contractor! 


Distributors around the country are fast recognizing 
the vast potential market that these new exclusive items have. 
The Buck ''8-in-1" NYCAPPER does all operations required 
for pigtail splicing, without the use of additional 
tools. Buck pre-assembled NYCAPS are easily 
installed for perfectly insulated, permanent 
splices. Stock this sure-fire combination 
and be assured of fast turnover 

and greater profits. Write 
today for complete 





information. 





a 


Patents applied for on 


WHY YOU SHOULD USE A 
BUCK “8-IN-1” NYCAPPER 


1. CUTS copper or alu- 2. CRIMPS + 500 series 


The Buck NYCAPPER is the most outstanding 
development in wiring tools that has ever been 
made available to the trade. It is compact, light- 
weight (only 11 oz.) and built to take the most 
rugged kind of treatment. It's a QUALITY TOOL 
from tip to tip. Unconditionally GUARANTEED and 
PRICED TO SELL! 


minum stranded or 
solid wire, including 
non-metallic cable. 


- TWISTS ati required 


combinations of 
wires. 





5. SKINS fixture wire 


insulation. 


7. DRIVES standard 


slotted head screws. 


of Nycaps on combi- 
nations of stranded 
or solid wires from 
#18 to #10. 


: STRIPS stranded and 


solid circuit wires 
from #14 to #10. 


- GAUGES solid and 


stranded wires from 
#16 to #10 AWG. 


8. RIPS non-metallic 


cable sheath. 
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It's a brand new combination! 
We daveb 


Easily installed with “8-in-1” NYCAPPER... 
Buck NYCAPS give perfect splices—positive insulation ! 


Heavy walled nylon 
insulation throughout 


STRIP INSULATION 
APPROXIMATELY 34” 


#503ST 
PLACE NYCAP IN TOOL... 


INSERT WIRES AND CRIMP 
Permits fixture 
tap-off without 
additional wires—one 


dreuth wien parece . SoSIee TRIM EXCESS WIRES USING 
through bushed cap. f VEE-BLADE AS STOP 


THE INSIDE STORY ON BUCK 


“PRE-ASSEMBLED” NYCAPS BE eg SCREW ON RED SEALING 
: | CAP TO COMPLETE A SAFE 


1. Heavy-Walled Nylon Insulation Throughout 
@ Provides Maximum Electrical and Mechanical Protection COMPACT SPLICE 
@ Permits Use in High Temperature Applications 


- Heavy Continuous Nylon Shoulder look te “Buck” for Sensational New Items... 


@ Supports Splicing Sleeve @ Prevents Pull-Out 
@ Protects Conductor Strands 
- Tri-Dent Crimp on Extra Heavy-Walled 
Open-End Splicing Sleeve t 
‘ 


@ Assures Uniform Safe Crimp @ Prevents Damage to Wires 


- Special Precision Molded Thread 


@ Gives Vibration-Proof Locking and Sealing Action 


Red Sealing Cap 
@ Removable for Inspection 
NYCAPS y 
= TO SHIPPED AS A PRE-ASSEMBLED ( 139 HIGHLAND PARKWAY ROSELLE, N. J. 
COPPER SPLICING SLEEVE IN \ 
AGS ARARY tO Ge. SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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a ae oh 
‘ $ Abuminam aids @peration of the West's big new 
4}, 600,000 kw power plant at Pittsburg, California 


aE Rome FlexAll 1» cat instatlation couts i 


What Rome Cable is doing 
fo back up your sales effort 


We've mentioned, in the past, 
some of the many ways Rome 
salesmen and headquarters 
people personally help you sell. 
And, as you probably know, 
Rome maintains a complete re- 
search staff which is available 
to assist you with technical dif- 
ficulties. 

Now we d like to mention still 
another facet of Rome’s sales 
promotional help—ADVERTIS- 
ING. What you see above is 
typical of Rome advertisements 


which run in a wide range of 


publications, influencing a vari- 
ety of markets. Some of these 
are listed at the right. 

By helping people solve their 
cable and wire problems we 
promote Rome sales. Believing 
that advertising should be help- 
ful, just as a salesman must be, 
we've designed our advertising 
effort to help your customers 
buy. New Rome buyers are be- 
ing created regularly. 

It costs your customers less to 
buy the best . . . and it’s profit- 
able for YOU to sell the best. 


ROME CABLE 


YORK 





Rome advertising 
appears in: 


Business Week 

U. S. News & World Report 
Coal Age 

Mechanization 

Electrical World 

Electric Light & Power 
Electrical Engineering 
Electrical Construction & Maintenance 
EC&M Annual Products Guide 
Qualified Contractor 
Electronics 

Electrical Equipment 
Electrical Manufacturing 
Factory Management & Maintenance 
Plant Engineering 

Electrified Industry 
Purchasing 

Railway Signaling 

Modern Railroads 

Electrical West 

New England Electrical News 
Electrical South 


... and in such directories as: 


Conover-Mast Purchasing Directory 
Thomas’ Register 
MacRae's Bive Book 
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GRATELITE 
CEILINGS 


GRATELITE IN 
PEERLITE 
(Trademark) 


GRATELITE IN 
V-C-U 


GRATELITE IN 
E-LITE 
(Trademark) 


Bee 


hla online OME 
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THE EDWIN F. GUTH COMPANY 
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Cross Section 
Showing 
Indentations. 















































For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


Installation is simple and less expensive. Two quick 
squeezes sets them forever. hee $ B-M Indenter Fittings and 


get more profits from each jo METHOD 
ARIE H i TOOL 


GALVA, * he OO 








Republic ELECTRUNITE E-M-T- 
ses in on Concrete Deck Job 


=o 








ELECTRUW TE 
BENDER 


ond 


How to make a dent 


in a customer 


Pound away at him with Republic literature. Hit him 
with ad reprints. Folders. Mail stuffers. Sweet's Cata- 
log reprints. 

Hit him hard and consistently. It’s productive, You 
can get all these sales helps from Republic. 

What happens: the customer softens up. The way is 
paved for your salesman’s calls. The customer knows 
beforehand you're selling Republic, the “Inch- 
Marked” E.M.T. You may get his next call for E.M.T. 
along with his other electrical supplies. 

You have nothing to lose. And you can puta nice new 
curve in your sales chart. One that goes up. Write to: 


REPUBLIC STEEL CORPORATION 


Steel and Tubes Division 
215 East 131st Street, Cleveland 8, Ohio 
GENERAL OFFICES + CLEVELAND 1, CHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBLIC 
ELECTRUNITE E.M.-T. 
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Kirlin 
i, -IN 


Ligh 


You work for more than just the money you 
make on the job—there is a lot of satisfaction 
from that pleasant surprise of the owner when 
you turn on KIRLIN built-in lighting. 

Your customers are getting adequate, 
diffused light from above. They are 
satisfied, and so are you, for the 
Kirlin installation method costs 
less! .. . The frame is always 

flush with ceiling even 

though the box is 

not level or flush. 

NO 

LIGHT- 

LEAKS 





Why You Profit with infin “SS E 
INSTALLATION COSTS ARE LESS 


REGULAR BUILDING WIRE RUNS DIRECT 
Pat. Pend, TO HEAT-INSULATED JUNCTION BOX 


NO CARPENTER WORK IS NEEDED 


Pat'd and 


* Made in all sizes—square or * Individually packed for ship- | 
rectangular—and in fluorescent ping 


* Alzak GizsSurfaced Aluminum * Spread-type or concentrating 
reflectors lens 


* Hinged Rust-resisting Doors in * UL and IBEW labels 
Die-cast Frames 


IN STOCK AT LEADING WHOLESALERS EVERYWHERE 


A Mounting bars © Junction box “LARGEST SELLING RECESSED LINE—MILLIONS IN USE EVERYWHERE” 


B Romex or RC wire D Heot-insulated 


E AF wire pigtails Th KIRLIN C 3435 E. JEFFERSON AVE. 
ne e © DETROIT 7, MICHIGAN 
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Four Steps That Mean 
Easier, Quicker, Safer Installation of 


CRESCENT 


ABC ARMORED CABLE — 


FILE OR SAW INSERT INSULATING 
GUIDED BY CUTMARK BUSHING 


NOTE CUTMARK on the fourth turn from right on armor of cable above. This cut- 
mark (at 114” intervals) shows the location of a prefabricated breaking line inside the 
armor. Only a few strokes of a file or saw guided by the cutmark are required to cut 
through one outer ridge, and a bend by hand severs the armor. This results in a clean 
separation with no sharp edge—a safer, easier and faster job. The prefabricated break- 
ing lines are so designed that there is no reduction in tensile strength, bending quality, 
crushing resistance and electrical conductivity of armor. 

NOTE BOND WIRE UNDER ARMOR which is in contact with the under side of each 
convolution, This provides permanently low armor resistance. It is furnished in sizes 
No. 14 and 12 AWG Cable. 

GENUINE ABC CONSTRUCTION provides for easy insertion of the insulating bushing 
because the paper under the armor readily unwraps from under both ends providing 
space to insert the bushing. 

ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture 
and rot proof. The use of ALL GLASS braid results in a cable with smaller diameter and 


lighter weight, being easier to handle and install. 


CRESCENT . 
WIRE & CABLE (5) 
CRESCENT INSULATED WIRE & CABLE CO. —- 


TRENTON, N. J. 
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SS M. BLACK MFG. CO. ba 


VN —dnnounces 
A Dramatic New Line of Lamp Holders 
and Accessories 
Smart, New Design in Beautiful, Amazing 


KROMELOY 


~ Weather-Resistant, Chrome-Like 
CAST ALUMINUM 


@ MINIMUM POROSITY 
@ CORROSION RESISTANT 
@ NO MAINTENANCE 


CAT. NO. YL-50-—DE 
LUXE YARDLIGHT 
WITH VAPOR PROOF 
FITTING AND GLOBE 


OF FIXTURE WIRE FULLY ENCLOSED, 
SHOWN WITH #138, 2” SLIP FITTER. 


CAT. NO. 137—M0- 
GUL BASE HOLDER 
FULLY ENCLOSED 
WITH 20” OF FIX 


CAT. NO. 175-B—ALL 
METAL SPOTLIGHT 
HOLDER COMPLETE 
WITH 6’ CORD AND RUB- 
BER PLUG, FURNISHED 
WITH SEPARATE 
WEATHERPROOF GAS- 
KET, WITH SPIKE. 


CAT. NO. YL-40—DELUXE YARD- 
LIGHT WITH GREEN AND WHITE 


ENAMEL SWADE 


The new M. Black line of lamp holders and 
accessories must be seen to be appreciated. 
Gleaming chrome-like finish on cast alum- 


inum gives longer life, increased resistance 


to the elements, reduces maintenance to 
practically zero . . . Inter-connecting flexi- 
bility of units permits unusual wide range of 
adaptability to every purpose . . . higher 


quality, lower cost. Write for complete catalog. 


CAT. NO. 177—Y-TYPE 
FLANGE SPLICE BOX 


MANUFACTURING COMPANY 


TURE WIRE 
CAT. NO. 206 
ACORN SPLICE 


BOX WITH RE 
MOVABLE LID. 


CAT. NO. 120—FOR PAR- 
38 OR GE R-40 200-WATT. 
LOW PRICE COMPLETELY 
ENCLOSED WIRED UNIT 


CAT. NO. 144—CURVED SPLICE 
BOX WITH REMOVABLE COVER. 


300-308 N.THIRD STREET ¢ PHILADELPHIA, PA. © Manufacturers of Electrical Accessories for Home and Industry 


92 
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-f CLIMBS fittings 
make 


fishing easy, too! 


Smooth, work-speeding raceways 
make Conduit fittings the choice of 
cost-conscious contractors. Fast, perfect 
installations, without cable damage, 
cuts installation time. Conduit's supe- 
rior workmanship guarantees satisfied 
users and repeat sales. 


Aw 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 


2\ Look for this Label 


ras 
\ Uy | when you buy fittings 
% ,; 

NG 4 0 Sy 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS Co., -/ , OHIO 


PIPE COUPLINGS « PIPE NIPPLES «¢ ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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EXPLOSION-PROOF 
and DUST-TIGHT 


PYLETS. 





7 A 


HAZARDOUS 


For added safety in hazardous locations specify 
from this rapidly expanding quality line of 
explosion-proof and dust-tight Pylets which 
the Pyle-National Company is constantly de- 
veloping to meet the growing needs of industry. 

All explosion-proof and dust-tight Pylets are 
designed in accordance with Underwriters’ Lab- 
oratories requirements for electrical devices 
used in hazardous locations as defined in Article 
500 of the National Electrical Code. 

The substantial construction and high qual- 
ity of materials and workmanship insures added 
safety, uninterrupted service and long life. 

Consult your Pylet Catalog 1100 for complete 
listings of Explosion-Proof and Dust-Tight 


Pylets sold through electrical distributors. 


THE PYLE-NATIONAL C 


District Offices and Representatives in Principal Cities of th 
SINCE 1897 Export Department: International Railways Supply Co., 30 Ch 
Canadian Agent: The Holden Co., Ltd., Mont 


PLUGS AND RECEPTACLES «+ FLOODLIGHTS + TURBO-GENERATORS «+ GYf 
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Show utilities how Weaver Clamps eliminate loose con- 
nections. Youll make sales! Here’s the story in brief: 


YOU TIGHTEN THEM Ti Apply up to 400 
inch pounds tightening torque without distortion! 


THEY STAY TIGHT: High tension spring maintains 


constant pressure between clamp and line...under all 
conditions ! 


Easily removed—bolt cased in lubricant. Well balanced. 
For aluminum, copper or any combination. Two sizes 
cover all requirements. 


STOCK YOUR SHELVES WI! 7 


.-- Sell Weaver Lubricated Hot Line Clamps. 


Samples are available for demonstration. No charge. 
Write today and specify exact items desired. 


WEAVER OFFERS 8 ADDITIONAL TYPES OF 
HOT LINE CLAMPS... write for catalog. 


CEntral 1-088] 





A Complete Service Entra 


Mast Assembly 


e « - for ranch type buildings 


Makes your selling job easier 
Saves your customers time and trouble 


Everything you need for a service entrance mast in- 
stallation in one convenient, economical package. It 
comes with a 7 foot length of 2” galvanized pipe and 
all the necessary fittings . . . ready for immediate in- 
stallation. And, like all B-I products, Blackhawk In- 
dustries complete service entrance mast assembly is 
outstanding for strength, neatness, simplicity, and 


ease of installation. 


Just right for both installations: 


NY 
a | 


Service enclosed 
in construction 


| 
Service mounted 


on exterior 








No. PF-64 
Pole Fitter 
1 VA “a to and 


No. 1428 
14%" Entrance Cap 
No. P-67 
7-Ft. Length 
2” Pipe Threaded 
One End 
No, 61-C 
Insulators 
(3 Wire Service 
as Illustrated) 
No. RFL-6 
Lead or No. RFS-6 
Steel Roof Flashing 
(Not Included 


in Mast Service 
Assembly.) 


‘ No. MB-6 


Mounting Brackets 








» n 
er 


No. OA-64 ¢ 
Offset Adapter 





Catal 
——e DESCRIPTION 





MA-61 Complete Unit with 1 No. 1428 14%4" Entrance Heo 
Slip Fit Pole Fitter for 2’ Pipe with 2 Set Screws. 
ing Insulator. 
to 14%4" Offset Adapter. 


d. 1 No. 


Length of 2” Galv. Pipe Threaded One End. 1 No. 61-C pipe Mount- 
2 No. MB-6 Mounting Brockets. 1 


PF-64 
1 No. PF-67 7° 


No. OA-64 2” 





Same as MA-61 Except 2 No. 61-C Insulotors 








Same as MA-61 Except 3 No. 61-C Insulators 

















Also available without 7 foot length of pipe. 


SPECIFY B=] WHEN YOU BUY 


Immediate delivery . . . to electrical wholesalers only. 


BLACKHAWK 


Entrance Cable Fittings . 


Grounding Assemblies 
Hongers 


Cops . 


Staples . Yard Lights . Sill Plates . 
Fluorescent Brackets . Cable and Conduit Straps . Connectors . 


INDUSTRIES vvbuk 


Locknuts 
Box 


Grounding Clamps Bor Hangers 


. Beam Clamps . Machine Screws . Wood 
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a vital 


safety factor 


eee 





in this new school 


Just how important is conduit in the construction of a new high school . . . 
or any new school? Conduit protects the fire alarm system, the normal and 
emergency lighting systems, power circuits, public address system, and other 
electrical wiring systems which are so vital to the safety and smooth opera- 
tion of a school building. 





That’s why the architects and contractors who built Donegal High School, 
Lancaster County, Pa., chose top-quality Spang Conduit. They knew it was 
essential to use the best conduit to assure a safe, reliable wiring system. 

Why is Spang Conduit recognized by architects and contractors as the 
top-quality conduit? Because Spang Conduit is quality controlled throughout 
manufacture and doubly inspected before shipment. This assures you of a 
consistently good product for any installation. 


It also means Spang Conduit is easy to cut, thread, bend and weld... . 
easy to install. This saves time on installations and means more profits for you. 


Next time you buy conduit, buy Spang. Take your choice of Spang Hot 
Dipped, Spang Black or SpanGLteam EMT. Write for complete information 
and for the name of your nearest Spang Distributor. 


Donegal Joint School Authority, 
Lancaster County, Pa. 
, Buchart Engineering Corpo- 
ration, York, Pa. 


‘ SPANG-CHALFANT , Contractor: Herman Wohlsen’s 

‘. a t The N , Sons, L ter, Pa. 

aPANG | ENERAL SALI atts Ele trical Contract © Roy S. Reidenbaugh 
CONDUIT TWO GATEWAY CENTER, PIT HPA Spang Distributor: Westinghouse Electric 


Supply Co 
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There's an ACME ELECTRIC 
Dry Type Distribution Transformer 
to meet every requirement 











DESIGN A 

1/10th to 3/4 KVA, Class “A” 55°C 

insulation. Heavy duty, may be DESIGN K 

mounted vertically or horizontally. For wall or platform 
mounting, drip proof 
cover. 3 phase, 3 KVA 
through 30 KVA. Class 
“B"’ insulation, 80 C 
temperature rise. 


DESIGN C 

Compact, with mounting feet 
an integral part of housings 
may be installed vertically or 
horizontally. Class “‘A"’ insula- 
tion 55°C temperature rise. 
1 KVA to 5 KVA, 


DESIGN G 

Totally enclosed in shock DESIGN F 

proof steel case. For indoor For three phase service. Enclosed type with drip proof 
or outdoor service. Wall or covers. Class ‘‘B’’ insulation. Capacities up to 300 KVA. 
platform installation. Class 


“B"' insulation. 71/2 KVA to Dealers everywhere are discovering that the little 

10 KVA. effort spent in telling their customers about Acme 
Electric Power transformers pays off a thousand 
times in unsuspected orders. Just think, almost every 
one of your customers who use electrical power 
usually needs transformers. 


Whatever the need for dry type power transformers, 
Acme Electric can supply a type that exactly fits the 
application, Acme Electric dry type transformers can 
DESIGN H be used to eliminate double wiring, distribute power 
aaa ee ee ‘ at high voltage, provide 3-wire secondary circuits, 
tion, Class “B" insulation, 80°C operate 120 volt equipment from power circuits, 
temperature rise. boost voltage, balance voltage, insulate circuits. 


Acme Electric transformers are built for dependa- 
bility, performance and long life. They insure 
complete customer satisfaction on every installation 

they offer you hundreds of opportunites to 
increase your sales and profits. 


ACME ELECTRIC CORPORATION 
DESIGN J 676 WATER ST. CUBA, NEW YORK 


Full enclosed, drip proof West Coast Engineering Laboratories: 

for floor or platform 1375 West Jefferson Boulevard ° Los Angeles, California 
mounting. Class “‘B"’ in- In Canada: Acme Electric Corp. Ltd., 50 Northline Road * Toronto, Ont. 
sulation only, 80°C 

temperature rise. Up to 

167 KVA, 
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You can always rely on RACO 


we ELECTRICAL 
BOXES MAY 
LOOK ALIKE... 


Only RACO Assures 
You All these Benefits 


mechanical details 


carefully engineered in excess of na- 


tional and local code requirements. 


electrolytic zinc plating 


with a fine clean, neat appearing 
permanent silvery finish. 


best materials 


full gauge steel... excellent screws 


... precision-fit covers and clamps. 


superior service efficient packaging complete line 
Your order receives immediate for easy handling, storage and of all types and sizes of switch 
attention at Raco... Scheduled inventorying. In hard fiber car- and outlet boxes, covers, 
for shipment at once. tons approved for export. clamps, bar hangers, brackets. 
new RACO switch box grippers 


Install any type box with plaster ears in any type 
of wall in a few seconds. Save time, save money. 


write department EW for complete information 


“A BOX FOR EVERY NEED” 
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ewest in the 

an family | 
ot molded 
cord sets... 


... With ALL the features 
a quality range cord 
should have ... 


CATALOG NO 


LENGTH ea N 
M-4000 atpan. ae ose e. 


Molded-on rubber range plug @ adjustable 
zinc-plated steel strain-relief 





ROYAL quality rubber-covered range cable 


Conductors crimped and soldered to con- 
tact blades which are permanently sealed 
in molded rubber body 

Stranded, flexible copper conductors ex- 
tended to tips of terminals—can’t pull out 


Complete, ready to install, for maximum 
service and long life 


e Every component part fully listed by 
Underwriters’ Laboratories, Inc. 


] 
It’s an accepted fact in the electrical trade that Catalog | Conductors Liaiien Rating [Standard Pkg.| 


“you just can’t beat a Royal molded cord.” And, Number : ___ Quant. Weight 
here is further proof, to fill the growing 

demand for a range cord set with the quality M-4000/ 2 #6 —1 #8 | 36” | 50A — 250V 23 Ibs. 
characteristics that Royal builds into its full 
molded cord set line. So, 2 #8—1 #10) 36” | 35A— 250V 19 


buy ROYAL..- 3 #6 36” | 50A — 250V 25 
you'll sell better / 




















2#6—1#8 “ | 50A — 250V 18 























ROYAL ELECTRIC COMPANY INC! PAWTUCKET’ RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING 
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“Thank You, 
Mr. Mullen” 


An inquiry came across our desk 
recently for the names of distribu- 
tors of Manson tape in Minne- 
apolis. What snared our attention 
was the closing line in the note, 
“This is the ‘best tape’ that we 
have ever used, and we would like 
to obtain more.”’ The writer, Mr. 
W. H. Mullen of the Bernard L. 
Dalsin Company of Minneapolis, 


you can be assured, was answered 
promptly. 

The Dalsin Company is not a 
big user of tape, they required only 
several rolls—but they did like it 
and took pains to get a new supply. 
This, we are certain, is the best 
testimonial to a good product. 


Tape users everywhere have 
found that Manson tape is defi- 
nitely a superior product. It is un- 
equalled in true adhesiveness, and 
will retain this quality over ex- 
tremely long periods. It is a true 
friction tape made of a closely 
woven cotton fabric into which has 
been frictioned only new, naturally 
tacky rubber compounded with the 
best chemical ingredients. 

Okolite, Okoprene and Manson 
tapes make splices that will be 
tight and waterproof far longer 
than ordinary tapes, and conse- 
quently reduce maintenance costs. 
It’s “‘spliced for life’? when you use 
Okonite premium quality tapes. 

Write for a set of instruction 
sheets WH- 5678; they will help solve 
your splicing problems. 


Made by 


THE OKONITE COMPANY 


LIP 
Passaic °ff7%* NEW JERSEY 


SPECIALISTS IN ELECTRICAL 
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AVAILABLE 
THROUGH 
AUTHORIZED 
DISTRIBUTORS ONLY 


WIRES, CABLES 


AND 





SPLICING MATERIALS 


FOR 


75 YEARS 





UARDIAN 


BUILDING WIRES and CABLES 


A NAME YOU CAN TRUST 


General Cable’s GUARDIAN building wire and cables are 
specially constructed to give highest uniform quality for easy 
si eatineaiediantdedeemnneiatincned installation in conduits and raceways. GUARDIAN is ideal 
for wiring factories, commercial and institutional buildings 


Now packed in new : 
yew whois as well as private homes, 


exclusive crush- 


resistant cartons: GUARDIAN is supplied with rubber or plastic insulations, 


| Some popular types are: 
GUARDIAN types R, RH, RH-RW and TW f ; : > 
in circuit sizes. All types ROMEX 2 and 3 ; GUARDIAN RUBBER INSULATED—TYPE R. Ideal for general service use. 
GUARDIAN RUBBER INSULATED—TYPE RH-RW. For heat and 


conductor with and without ground wire * ; 
ROMEX UF ¢ Packaged Bare and Weather- moisture resistant service. Both rubber insulated types R and 

proof * Staneon Gas Tube and Oil Burner RH-RW have a hard, smooth outer surface permitting easy and fast 
Wire * Trenchlay Type UF : installation, Will not stick to other wires in raceways and conduits. 
GUARDIAN PLASTIC INSULATED—TYPE TW. Resists moisture, 

acids, alkalies and will not support combustion. It strips clean, 
speeds wiring and is easy to handle. 

REMEMBER, General Cable is the only source of supply for 

every type of electrical wire and cable. More than 700 distributors 
across the nation, backed by 13 General Cable Warehouses, 

are waiting to serve you. 

For today as well as tomorrow it pays to wire BIGGER when 
building new and wire BIGGER when rewiring too! 


GENERAL CABLE CORPORATION 


420 Lexington Ave., N. Y. 17, N. Y. © Sales Offices: Atlanta * Buffalo * Cambridge (Mass.) 
Chicago © Cleveland * Dallas ¢ Detroit * Greensboro (N. C.) * Houston * Indianapolis 
Kansas City * Los Angeles * Memphis * Milwaukee * Minneapolis * New York * Newark 
BARE, WEATHERPROOF, INSULATED WIRES (N. J.) © Philadelphia ¢ Pittsburgh * Portland (Ore.) * Rome (N.Y.) * Rossmoyne (Ohio) 
and CABLES FOR EVERY ELECTRICAL PURPOSE (Cincinnati area) ¢ St. Louis * San Francisco * Seattle * Syracuse * Tulsa * Washington, D. C. 
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NEWS FOR THE INDUSTRY 





Gesco Bridgeport House 
Has Revolving Stage 


BRIDGEPORT, CONN. — More 
than 1,000 visitors signed the guest 
book at the three-day Open House 
held by the General Electric Supply 
Co., to celebrate the formal opening 
of new quarters at 1899 Seaview Ave. 

The new location, offering better 
facilities and improved parking space, 
has 50,000 sq. ft. of floor area which 
provides ample room for the offices, 
display room, display kitchen, city 
counter, TV repair shop, and ware- 
house. Outside there is an off-street 
parking lot for customers and visitors; 
three truck docks and a railroad siding 
facilities permit the unloading and 
loading of five freight cars simultane- 
ously. 

A feature of the new appliance dis- 
play room is a large auditorium space 
with a stage that has a circular revolv- 
ing floor so that merchandise and dis- 
plays can be changed without being 
observed and then swung into view 
of the audience. When the display is 
not being used for meetings, the re- 
volving center turns continually, show- 
ing models of merchandise back-to- 
back. This revolving stage can be seen 
by customers entering the city counter 
room. Visitors who attended the Open 
House not only saw the new quarters 
in complete operation, but also viewed 
the numerous special manufacturers 
displays and exhibits. Nearly ail of 
these special exhibits were manned by 
representatives of the various compa- 
nies. 

Manager of the Bridgeport district 
house is A. J. Brock. R. L. Sherman is 
the operating manager; F. L. Thomp- 
son is Manager-supplies and apparatus; 
and R. J. Lewis is manager of appli- 
ances and electronics. 

The Bridgeport district house in- 
cludes branches at Hartford, New 
Haven and Waterbury, Conn., and 
Springfield, Mass. 


Housing Starts Hit 
32 Year Peak 
WASHINGTON, D.C. — Starts of 


privately owned housing advanced in 
April to the highest level for any 
month in more than 312 years. A 14 
per cent rise from March brought the 
total number of new dwelling units 
(Continued on page 108) 
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A. J. BROCK, center, manager of Gesco’s Bridgeport district, and F. L 
Thompson, right, manager of supplies and apparatus, welcome Marketing 
Manager J. J]. Lengyel and Vice President C. C. Walker of the General Elec- 
tric construction materials division. The new display kitchen was put to 
practical use serving smali specialty snacks throughout the evening 


QV Be arcece 
a ene 


JOHN O'BRIEN is behind General Electric Supply Co.’s new counter at the 
Bridgeport district house. Most of the appliances and all of the supply stock 
were moved from the old building to the new quarters over one weekend 
Only time lost was part of a Friday afternoon. By Monday morning all mer- 
chandise was on the shelves and the entire staff ready to serve customers 


THE 1954 ELECTRICAL TRADE SHOW was one of the most impressive 
sponsored by the Electrical Manufacturers Representatives Club of New Eng- 
land. Upwards of 18,450 people attended. Official endorsement of the 
Commonwealth of Massachusetts is given by Gov. Christian A. Herter, center 
in photo. Seated (left) is Frank S. Garner, show co-chairman and (right) 
John V. Leary, treasurer. Looking on are |. S. Morrison, show co-chairman 
and Charles A. Stone, publicity committee chairman and editor, New England 
Electrical News. The show was held in Boston’s Mechanics Building 





Modernize Distribution Systems 
with SORGEL Air-Cooled Transformers 


Increase feeder capacity by transmitting electric 
power to load centers at higher voltages 


The Most Practical Type Transformers 
to Reduce Voltage at Load Centers 


Air-cooled dry-type transformers are the most practical 
type for indoor installations, and it is important that the 
transformers are of the best quality—SORGEL trans- 
formers. They require little or no maintenance; no liquid 
to check or replenish; no fire hazard; small and compact; 
economical; easy and convenient to install; no vault re- 
quired. 
Increased Efficiency 


Sorgel air-cooled dry-type transformers are so quiet in 
operation that there is no disturbing hum; therefore, they 
can be installed in almost any convenient place inside of 
buildings, close to the load center. This results in shorter 
feeders, better voltage regulation, more efficient dis- 
tribution, and lower wiring cost. 


Easy and Low Cost Installation 


All self-contained in a single unit. Three-phase transfor- 
mers are also in a single unit, with simple connections to 
make. No separate mounting brackets or junction boxes to 
make or buy. Substantial wall brackets, with slots for 
bolts, or floor mounting base, are an integral part of 
Sorgel transformers. Roomy connection compartment with 
wide choice of knock-outs. All transformers are equipped 
with solderless terminal lugs and permanent connection 
diagram. 


Liberal Design for Full Rated Load 


Sorgel transformers are guaranteed to carry the full rated 
load continuously. They are so liberally designed that they 
can safely carry an overload during an emergency. 


Large Variety for 
Every Purpose 


These transformers are avail- 
able in a large variety of sizes 
and types for every purpose. 
V4 Kva to 1000 Kva single 
phase. 1 Kva to 3000 Kva 3- 
phase. All standard voltages, 
such as 120, 208, 240, 480, 
600, 2400, 4160, 4800, 7200, 
13,200, and up to 15,000 
volts, and any intermediate 
or special lower voltages. 


1 to 10 Kva 3-phase 





A Perfect Partner for Substations 


Sorgel transformers can also be incorporated in substa- 
tions, complete with primary and secondary switchgear. 
They are procurable with any make of switchgear, and 
from any substation manufacturer. 





Unit substation, with primary switchgear—metering—2000 Kva 3-phase, 13,200 volt t 








* s 





y circuit protection. 


Shipped completely assembled, wired and tested, ready to connect to lines. Nothing else. to buy, make, or assemble. 





SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 
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SELL LOWEST INSTALLED COSTS WITH THE FULL LINE OF 


GEDNEY CONDUIT BODIES 


MALLEABLE IRON—HOT DIP GALVANIZED 
YOUR CUSTOMERS can't help but cut instal- able malleable iron...inspected for complete 


lation costs with Gedney Conduit Bodies. Every perfection. On top of that, they're special hot dip 
one of these fittings is accurately machined and galvanized to assure top life on the job...and 
threaded ...smooth finished ... made of unbreak- they come in all types and sizes from 1” to 4”. 


AMONG GEDNEY’S COMPLETE LINE ARE: 





TYPE LB —Threaded —for heavy wall rigid 
conduit. Used with Gedney entrance fittings, 
straps, clamp backs, etc., they provide an entire 
conduit system with hot dip galvanized finish. 





TYPE FS—Threaded—shallow bodies for 
heavy wall rigid conduit. Only Gedney gives you 
hot dip galvanized as standard finish...no cor- 
rosive deposits on threads to slow down work 


and hike costs. 





NO MATTER WHAT your customers’ require- 


ments may be, there’s always the right Gedney 


body and fitting...designed to cut installation 


time and costs and assure long-run dependability. 





ae, =~ ary 
Kary - : 
Pap, ed ; — 
Poy <i a, 








RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 








GEDNEY FITTINGS FIT 
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"EUREKA" he cried... 


Bob Brown 
. . wholesaler's salesman 
.. works closely with 
his contractor customers 
—is an ardent believer 
in good customer relations. 


He enjoyed working with his contractor friends on their lighting jobs 

. .. felt a keen sense of pride when they initiated and sold lighting jobs. 

Although Bob always got the orders he wasn't completely satisfied. 

He yearned for an opportunity to help his contractor customers 

win the recognition they so richly deserved for their efforts. 

“Afterall,” he often told his missus, 

“those boys are clever. They do a whale of a lot of slick engineering, 

and their lighting jobs are always first-class. 

They deserve a lot of credit." 
One day Bob read about the Light's Diamond Jubilee LIGHTING COMPETITION FOR 
ELECTRICAL CONTRACTORS . . . which is intended to provide wide industry recognition for 
sales initiative and application of modern lighting technology by electrical 
contractors. “Eureka,” he cried, “this is what I've been looking for! 
$1350 in prizes — first prize winning entries published in Electrical Construction 
and Maintenance and 1000 reprints of the first prize winning entries published for the 
boys to use in local sales promotion.” 


Bob saw the Competition as a great opportunity for him to help his contractor 
customers win recognition 
.. and to expand his already good customer relations, 
so he used this coupon 
to send away for copies of the official rules brochure and entry forms. 


WHY DON’T YOU DO IT TOO? RIGHT NOW! 


P.S. Bob carries his stock of rules brochures and entry forms 
with him. They make excellent conversation pieces. And when- 
ever he talks with a contractor who has done a good lighting 
job (regardless of size), Bob leaves a rules brochure and a 
few entry forms. Rumor has it that Bob’s interest has put him 
in solid with quite a few contractors whom he hadn't been 
able to make the grade with before. It goes without saying 
that his regular customers think he’s the salt of the earth. 


Lighting Competition Chairman 
ELECTRICAL CONSTRUCTION AND MAINTENANCE 
330 West 42nd Street, New York 36, N. Y. 


Dear Sir: 

Please send me... .. .copies of the Rules Brochure and.... 

Entry Forms for the Light's Diamond Jubilee LIGHTING COMPETI- 
TION FOR ELECTRICAL CONTRACTORS. 


NAME 


ELECTRICAL 
CONSTRUCTION ©. 
AND MAINTENANCE — 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, NEW YORK 36 





COMPANY 








ADDRESS 








po--------------- 
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What It Takes 


(Continued from page 41) 





products the stock lists cover (there 
are 1,191 different items represented 
in the fittings and hazardous location 
equipment list). They establish in a 
customer’s mind the idea that Nelson 
Electric Supply Co. is ¢he source for 
pole line hardware and equipment for 
hazardous locations. 

The lists are run off on the firm's 
ditto duplicator, which is also used 
for billing purposes. A ditto master 
is typed and the order forms, includ- 
ing the service record (see illustra 
tion), are duplicated frum it. The 
service record enables Nelson Electric 
Supply to keep track of an order from 
the time it originates until all the 
items on it have been delivered to the 
customer. 

The reasoning behind this develop- 
ment is simple. As Muir puts it, “If 
there is anything that makes a buyer 
mad, it’s to be lied to about shipping 
schedules (and he ought to know, 
having served as a purchasing agent 
for an oil company). Giving out er- 
roneous shipping information to a 
customer in order to pacify him is bad 
business. Well, the service record 
eliminates that possibility. Now the 
answer has to be a straight one, re 
gardless if it happens to be poor de 
livery or extended delivery. 

A further refinement has been the 
setting up of a separate department 
consisting of a service manager and a 
secretary, to handle the service records 
This put an end to the wild scramble 
that used to ensue when a customer 
called to check on the status of an 
order. Now everything is kept up to 
date, with the information all in one 
place. Another job that the service 
department does is to follow up auto 
matically on customers’ orders that 
have have been placed with manufac 
turers. 

That’s what it takes to serve the 
oil industry—the way Nelson Electric 
Supply Co. does it. 





Success with Majors 
(Continued from page 62) 





ers of San Diego and Imperial Coun- 
ties.” 

Possibly as important, if more pro- 
found, than the many reasons anal- 
yzed here about this supplies distribu- 
tor taking on a major appliance line is 
the thinking in a statement of Coast 
Electric's E. C. Phillips: “Like most 
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WESTINGHOUSE 
and 
THE BARTON CORP. 
just two of the leading 
electric dryer 
manufacturers who 





recommend 


Rodale’s 


30-AMP, 3 - WIRE 


Dryer Cord Sets 


with I” Shaped 
Grounding Contacts 


It's here... Rodale’s complete new 
line of Dryer Cord Sets... 30-Ampere, 
3-wire devices especially designed for 
electric dryers, and endorsed by the 
nation’s leading electric dryer manu- 
facturers. No more makeshift installa- 
tions... now you can be sure, you can 
be safe, you can save on time and 
money...use the units manu- 
facturers recommend! 


AVAILABLE NOW 


FROM JOBBERS 


COAST-TO-COAST 


Rodale 


MANUFACTURING COMPANY, Inc. 
EMMAUS, PENNSYLVANIA 


Warehouses in CHICAGO and LOS ANGELES 
Sales representatives in all areas 
selling through your favorite wholesaler 


WRITE FOR YOUR FREE 
COPY OF “THE DRYER UNIT 
YOU'VE BEEN WAITING FOR!” 





30-AMP, 3-WiIRE DRYER CORD 
with “L" Shaped Grounding Blade 
Cat. No. §42-4 ~ 4 foot length 
Cat. No. 542-5 — 5 foot length 
Cat. No. 542-6 — 6 foot length 





30-AMP, 3-WIRE 
SURFACE RECEPTACLE 
with “L"” Shaped Grounding Slot 
Cat. No. 648 — Brown Bakelite 
Cat. No. 648¥ — Ivory Bakelite 





Why Sylvania’s 


SPECIAL PURPOSE LAMPS | 


mean bigger sales! 


BETTER LIGHTING of course... but Sylvania 
also offers specially designed lamps to 
meet many other industrial requirements. 





Take the tough lamp twins for example. 
Each is made to cover a specific need. 
One is for use on or near highly vibrat- 
ing equipment. The other is constructed 
to resist jolts and bumps caused by 
rough handling. 


The R-52 Lamp is great for factory 
high-bay lighting. Its built-in reflector 
does not collect dirt. Provides a better 
maintained light at lower mainten- 
ance costs. 


Sylvania Infrared Lamps come in 
varied types and wattages for heating, 
drying, and enamel-baking application. 
Offer the fastest and most efficient heat 
source for a wide variety of heat-pro- 
cessing operations. For full details con- 
cerning any or all of these special serv- 
ice lamps write to Dept. 4L-2706, 
Sylvania today! 


Vibration 
Service 











The R-52 Reflector Lamp for im- 
proved high-bay lighting. 





Sylvania Infrared Heating Lamps 
for heat-processing needs. 


Sylvania Electric Products Inc., yr 1740 Broadway, New York 19, N. Y. 


In Conada: Sylvania Electric (Canada) Ltd., University Tower Bidg., St. Catherine Street, Montreal, P. Q. 


LIGHTING +« RADIO + ELECTRONICS ~- TELEVISION 


supplies wholesalers we feel that we 
must find some way to get more of 
the construction dollar.” Further ex- 
amination of the statement brings out 
that the more clear meaning is “the 
consumer dollar.” 

Phillips believes that too much of 
the increase in the electrical business 
enjoyed by distributors since the war 
has been the result of the increase in 
the number of customers. Not enough 
effort or result has come in developing 
business through vertical expansion 
of the market—through selling more 
dollars worth of goods to each cus- 
tomer. To the many ways in which 
this can be done—more success with 
adequate wiring campaigns, easy fi- 
nancing of rewiring through utility 
programs or open-end mortgages, etc. 
—Phillips points to the distribution 
of appliances because it gives the 
wholesaler a source of dollars from 
each home as long as it exists “rather 
than being finished with the house 
when the contractor completes his 
job.” 

And in doing that pointing, he 
indicates another reason for consider- 
ing whether the supplies-only whole- 
saler and supplies-housewares distribu- 
tor may be giving more thought to a 
major appliance line than he has for 
the past 25 years 





NEWS 


(Continued from page 103) 











begun in April to 110,000, of which 
109,100 were privately owned. 

Public housing starts dropped from 
1,200 in March to 900 in April. The 
April rise in private housing was gen- 
eral throughout the country except in 
the Southeast. 

On a seasonally adjusted basis, pri- 
vate starts have been at an annual rate 
of well above 1,100,000 for the past 
three months. The rate (1,159,000) 
was the highest for any April except 
in 1950. 

During the first four months of 
1954, the number of privately owned 
dwelling-unit starts exceeded a third 
of a million (341,400 units), and al- 
most equalled the private total for 
January-April 1953. However, because 
of an 80 per cent slump in public 
housing, the total number of nonfarm 
housing starts for the first third of 
1954, at 346,000 units, was 6 per cent 
lower than the 1953 total for the 
same period. 

Department of Labor and Depart- 
ment of Commerce statistics. 
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Johannesen Electric 
Elects H. W. Hunt, Jr. 


GREENSBORO, N. C—Johanne- 
son Electric Co. Inc., announces the 
election of Henry W. Hunt, Jr., as vice 
president. He succeeds A. W. Gree- 
son, Jr., who recently resigned. Mr. 
Hunt continues his duties as manager 


Henry H. Hunt, Jr. 


Louis H. Henley Max Godfrey 

of the appliance and housewares de- 
partment, a position he has held for 
several years. 

Louis H. Henley has been promoted 
from assistant manager to manager of 
the electronics department. 

Max Godfrey, formerly a counter 
salesman in the supply department, 
has become a part of the outside sales 
force covering certain territories for 
all departments. 


I-T-E Circuit Breaker 
Acquires BullDog 


PHILADELPHIA, PA.—The I-T-E 
Circuit Breaker Co., has acquired the 
BullDog Electric Products Co., De- 
troit, Mich. The acquisition was made 
through an exchange of common stock. 

W. M. Scott, Jr., president of I-T-E, 
said that BullDog would continue to 
operate under its own name with Wil- 
liam H. Frank remaining as president. 
Past personnel and policies will also 
continue. 

William H. and Henry B. Frank 
have become directors of the parent 
company 
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According to tests completed 
recently, this new switch not 
only meets but exceeds the 
rigid requirements set up by 
Underwriters Laboratories for 
AC switches. It may be used 
at full rated capacity on fivo- 
rescent loads at voltages from 
120-277 v.,on inductive loads 
(120-277 v.), on incandescent 
lamp loads, and on resistance 
loads for heaters, etc. In addi- 
tion, it is highly practical for 
motor loads (120-277 v.) at 
80% of current switch rating. 


A feature of the new switch 
is the silver alloy contacts 
which prevent corrosion and 
hold temperature rise to an 
absolute minimum.Units may 
be used with any standard 
switch plate. 


Write for complete 
information today. 


Designed to withstand 
DP) the inductive loads of 
ee? Fluorescent 
Systems. 


Lighting 


QUIET OPERATION 








Withstands Inductive 
Loads at Full Rating 
The economical answer for 
277-volt instant-start slim- 
line single-pin base fluvo- 
rescent systems. 


Withstands Inrush 
Loads at Full Rating 


Inrush factor at least 8 times 
full rating of switch. 


Withstands Resistance 
Loads at Full Rating 
Silver alloy contacts hold 
temperature rise to a mini- 
mum. 


Withstands Motor 
Loads up to 80% of 
Switch Rating 


Practical for the control of 
motors and can be used up 
to 80% of rated capacity 
of the switch at 120-277 
volts. 


HEAVY DUTY 
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HARVEY HUBBELL, Inc. 


BRIDGEPORT, CONNECTICUT 
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Come any 43) 


#1000 MCM — #14 





SLU 11 SIZES 





TERMINAL BLOCKS 


# 500 MCM — #14 





CAN NEUTRAL 


60, 100 & 200 AMPS. 


VT 6 SIZES 


# 600 MCM — #14 





FUSE CLIPS 


MANY SIZES AND TYPES 





3 SIZES 


#500 MCM — #6 





WRITE FOR 80-PAGE CATALOG 


Tetete) §=65746 Fale Rae WA: 


CINCINNATI! 27, OHIO 


Encourage Unit Cooling 
Says EC&M Editorial 

NEW YORK, N.Y.—"To the elec- 
trical industry the growth of air conc 
tioning is a happy outlook with built 


1i- 


in benefits. In a typical office or store, 
conventional wiring design provides 
about 2 watts per square foot. Air 
conditioning takes 3 to 6 watts pet 
square foot more That means a lot 
of new wiring and new opportunity. 

William T. Stuart, editor, Electrical 
Construction and Maintenance maga- 
zine, McGraw-Hill publication, in his 
May editorial, continued that there are 
predictions this is ‘the year of the big 
headache’ in unit air conditioning 
sales. The forecasted sales will put 
about 2 million kilowatts of extra load 
on already overburdened interior wir 
ing systems. Electrical contractors will 
have a problem with customers who 
bought equipment from dealers who 
neglected to consider the wiring 

Traditional air conditioning is a 
well established, vigorous, growing 
business. Electric wiring is an optional 
nuisance to that trade. Central plants 
can operate on oil, gas or steam. Win- 
dow air conditioners are considered a 
temporary phenomenon by many peo- 
ple in the field. They consider such 
units as something which will build 
acceptance and demand for complete 
systems which will be traditional cen 
tral plants with air or refrigerant dis 
tributic n and water Cc ndensing 

We'll go along with one aspect of 
the traditional view,” Mr. Stuart says 
“The window mounted cooler is a pilot 
device beyond that, air condition- 
ing can and must proceed in the direc 
tion of local unit equipments employ 
ing electrical energy distribution 

The tolerable deficiencies ot the 


early stages of unit levelopment will 


JAMES RYLANDS, right, salesman for 
Hamburg Brothers won a Ford auto- 
mobile in the recent ‘‘Full-Line’’ sale 
contest sponsored by Whirlpool. He 
receive congratulation from sales 
manager Brown Bricker. One sales 
manager and 13 distributor salesmen 
were winners of a Cadillac and 13 


new 1954 Ford 
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be outweighed by immediate results. 
But such things as clumsy appearance, 
temporary window sill mounting, high 
air velocities, should not be allowed 
to become accepted as characteristic. 

“Indiscriminate marketing and plug- 
in-and-run installations are hell-bent 
to give unit cooling a bad name at a 
time when public attitudes are form- 
ing. Another year or two of this kind 
of selling and unit cooling will be 
firmly established as a second rate way 
of doing the job; a poor substitute for 
central cooling.” 

Mr. Stuart continued that the room 
cooler has many shortcomings, but 
was a prototype in function of a new 
and desirable approach to systematic 
ait conditioning using the flexibility 
and efficiency of electrical distribution 
as an essential part of its operation. 

“Actually, unit equipments present 
a concentration of a vast and compli- 
cated technology in a small box.” 

The unit is a one-craft installation, 
no custodial care or operation is re- 
quired. Maintenance is routine; repair 
simple site replacement, and shop 
bench or factory rebuilding of compo- 
nents Mr. Stuart declared. 

He recommended that the electrical 
contractor should move in this critical 
time to give encouragement and sup- 
port to manufacturers who develop or 
are developing superior unit equip- 
ment for permanent installation. The 
contractor, Mr. Stuart concluded, should 
also support and cooperate with those 
manufacturers who have decided to 
market their products through com- 
petent and responsible electrical indus- 
try channels. 


Peaslee-Gaulbert Opens 
Jacksonville Branch 

ATLANTA, GA.—Peaslee-Gaulbert 
Corp. recently opened a branch in 
Jacksonville, Fla., at 434 East Bay St 
Collier W. Helms, vice president in 
charge of the southeastern division, 
made the announcement. 

The building, which consists of 
about 50,000 sq. ft. of floor space, 
was remodeled to new specifications. 
The branch will serve Florida with 
the full Peaslee-Gaulbert lines. It in- 
cludes offices as well as a warehouse 

Vernon Hussey is the manager of 
the new Jacksonville unit. He has 
been with the distributor for 16 years 

Peaslee-Gaulbert has branches in 
Atlanta, Cincinnati, Indianapolis, Dal- 
las, Oklahoma City, San Antonio and 
Houston. The main house is located 
at 226 N. 15th St., Louisville, Ky. 
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SAFELETS are safe outlets... 


and there’s a wide-open market for them! 


wherever the 


Wherever electrical appliances or power tools are used 
danger of overloading exists . . . there’s need for a Safelet. 

A unique individual protection station, the Safelet is another prac- 
tical application of the Heinemann Circuit Breaker. It interrupts short 
circuits or large overloads instantly, yet allows normal inrush or harmless 
overloads. The circuit breaker is combined with a convenience outlet in 
an attractively styled metal wall-box. 

Safelets protect either the branch circuit wiring or equipment plugged 
into the line. They are available in ratings up to 15 amperes, and, for 
protection of fractional horsepower motors, in ratings up to | hp. An 
optional feature is a pilot light which shows when the circuit is in use 
Several types of female receptacles are available 

The need for the special type of protection provided by Safelets is 
growing every day . . . as new appliances are added in homes, schools, 
workshops, factories. And because Safelets are the only protective device 
of their kind available, the market for them is wide open 

Write for Bulletin 1010 . or contact your local Heinemann 
representative. 


HEINEMANN ELECTRIC COMPANY 


152 Plum Street ¢ Trenton 2, New Jersey 
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ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 
© 
NON-ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


e 
ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 
. 

FLOOR JUNCTION 
BOXES 


juss 
Boxer 
UTILITY OUTLETS 
. 
NOZZLES AND 
FLOOR BOX 
ACCESSORIES 
_ 
INSULATOR 
SUPPORTS 
e 
PIPE AND CONDUIT 
HANGERS 
. 
ARMORED 
CABLE SUPPORTS 
* 
CABLE CLIPS 
~ 
STAPLES 
© 


FISH WIRE 


Pullman Manufacturing Co. 


1209-1215 JEFFERSON STREET 


LATROBE. PA. 





Korsmeyer Establishes 
Grand Island Branch 


LINCOLN, NEB.—The Korsmeyer 
Co., marked its 70th anniversary as an 
electrical wholesaler by opening a new 
branch office in Grand Island. 

Allan T. Korsmeyer, president of 
the company, said arrangements were 
recently completed for the purchase of 
office, showroom and warehouse facili- 
ties at 605 East Fourth St. The struc- 
ture is across the street from the Spelts 
Administration building. 

Organized in 1884, the company’s 
first headquarters in Lincoln were on 
the present site of the Lincoln Hotel. 
It is in its third generation of Kors- 
meyer management, and is reported 
to be the third oldest independent elec- 
trical wholesale concern in the United 
States and the oldest west of the Mis- 
sissippi. A formal opening is planned 
for a later date 

Mr. Korsmeyer, expressing his satis- 
faction with the installation of facili- 
ties in Grand Island, said the firm took 
into consideration not only the city’s 
location, but its network of transpor- 
tation facilities 


Chicago Wholesaler 
Makes New Post 

CHICAGO, ILL.—The Electric Sup- 
ply Corp., has named Fred Balmes to 
the new post of manager and buyer 
of the mail order division. 

Mr. Balmes was with a catalog firm 
before joining the Chicago whole- 
saler. 


Appointments Announced 
By Graybar Electric 

NEW YORK, N. Y.—The follow- 
ing new appointments have been an- 
nounced by the Graybar Electric Com- 
pany, Inc. 

T. A. Huston is assistant manager, 
appliance sales. He joined the com- 
pany in 1937 as a salesman at Boston, 
becoming manager at Portland, Me., 
in 1940. In 1949 Mr. Huston was ap- 
pointed district appliance sales man- 
ager at Boston and in 1952 moved to 
the general department as manager, 
appliance field surveys. Mr. Huston 
will travel to district and branch 
houses to counsel appliance personnel 
in more effective operations. 

R. B. Buffinton has been appointed 
manager at Graybar’s Providence, R. L., 
branch. He replaced T. A. Purcell who 
was transferred to Boston. Mr. Buf- 
finton joined the firm in 1948 as man- 
ager, power apparatus sales at Boston 
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after 11 years as an engineer with the 
General Electric Co. “B | Lik h : 9 
wat, Bees somer tte || BUNT LIKE the Rock of Gibraltar 


Linnerson, who has been transferred | 
to Kansas City. Mr. Beyers joined | =~ COMPLETE LINE OF 


Graybar in 1940 as a salesman at ~.. CAPS d CONNECTORS 
Wichita, transferring to Kansas City an 

in 1945. In 1949 he bec: anager, 

oan amie nar ar tae Ae, WITH CORD CLAMPS 


City. 


; HEAVY DUTY FOR THE ROUGHEST TREATMENT 
Trade-Wind To Move Whether It Is Armored or Rubber, EAGLE Can 
Supply Your Needs In Any Style 


LOS ANGELES, CALIF. — Trade- 
Wind Motorfans, Inc., is nearing com- 
pletion of a 55,000 sq. ft. building to 
be occupied by the company in June. | 
The structure, located at 7655 Para- | 
mount Blvd., Rivera, a suburb of Los 
Angeles, includes both office and plant 
facilities. The completed structure will | 
represent an investment of approxi- | 
mately a half a million dollars. 


SYB Acquires Delta 
And Skil Lines | CAPS 


LOS ANGELES, CALIF.—Charles PARALLEL TANDEM T POLARITY 
P. Culbert, vice president in charge 
of sales for Sues, Young & Brown, 
Inc., has announced the appointment | 
of SYB as distributor for Delta Power 
Tools division of Rockwell Mfg. Co. | 
and Skil Home Shop Tools (Skil | 
Corp.). 

Mr. Culbert stated that his eastern | 
tour through St. Louis, Pittsburgh, | 
Philadelphia, Detroit, Minneapolis, | 
and Chicago revealed that the “do-it- 
yourself” trend has created in power | 
tools, a market second only to that of | 
television, white goods and housewares | 
in the electrical appliance field. 

Sales and merchandising will be di- 
rected by SYB’s general appliances ARMORED 
division, supervised by William P. | 
Harrison, manager. 

In outlining the plans ahead, Mr. 
Culbert reaffirmed the SYB policy of 
merchandising as an independent ap- 
pliance distributor through the inde- 
pendent neighborhood appliance deal- Ma rey ; 3 “T” SLOTS 
er, “a policy which can be every bit 
as profitable for the neighborhood re- 
tailer with power tools as with other 
major home appliances.” ALSO AVAILABLE—The New Complete EAGALOK Line of 

Armored Caps & Connectors Which Fit All Standard Locking Devices 


A complete line interchangeable with ALL OTHERS 
Non-removable adjustable metal cord clamps 

Full size holes and cord clamps 

Phosphor bronze double terminals on all connectors 

Plenty of “Meat’’—indestructible construction 

Ample clearance at terminals to facilitate easy wiring 
Armored caps & connectors knurled for easy removal 

All items Listed by Underwriters’ Laboratories—CSA Approved 














Westinghouse, Wesco 


| Ask your Jobber for full details or 
Offices Bow In Atlanta Write for Samples and Literature 





ATLANTA, GA.—The new re- | SOLD THROUGH WHOLESALERS ONLY 
gional consumer products office, com- 


bining the executive offices of the |MUINGUM iter ters teat) i) ce eee le 
Westinghouse Electric Corp., and the LONG ISLAND CITY 1 * NEW YORK 


Westinghouse Electric Supply Co., has - , , an , * 
opened a new building at 684 West Pergection (2 aot ptecident 
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Peachtree St. Office manager of the 
combined operation is Joe L. Boze- 
man. 

The regional executives were drawn 
from various sections of Westing- 
house’s territory. Officers for Wesco 
are: L. D. Hardy, regional consumer 
products manager; B. A. Park, regional 
sales manager; Henry Linss, regional 
finance representative; and Mrs. Doro- 
thy Godfrey, regional home economist. 

W. A. Snow is regional service 
supervisor for Wesco. Henry Under- 
wood, regional service supervisor for 
the radio-TV division and R. T. Up- 
church, regional service supervisor for 
the supply company 


Pittsburgh Standard 
Morrisville, Pa., Plant 


PITTSBURGH, PA.— The Pitts- 
burgh Standard Conduit Co., has for- 
mally opened its new Morrisville, Pa., 
plant. It is said to be one of the most 
automatic plants ever designed for the 
manufacture of rigid steel conduit. 

Automatic equipment, designed by 
Pittsburgh Standard engineers, is used 
for all operations from the cutting of 
raw pipe to the final hot-dip galvaniz- 
ing. The new plant is located on a 10- 
acre tract adjoining the Fairless Works. 
It secures pipe for manufacturing oper- 
ations from the continuous weld mill 
of the National Tube Division of the 
United States Steel Corporation located 
nearby. The company can absorb 150 
tons of pipe per day in sizes from 1- 
inch to 4-inch, moving it from Na- 
tional Tube by truck 

Robert G. M¢cllroy, Pittsburgh 
Standard president, refers to the plant 
as “the nearest thing to push-button 
production in the conduit industry.” 


3M Elects Vice President 
And Assistant Treasurer 


ST. PAUL, MINN.—Election of a 
vice president and an assistant treas- 
urer has been announced by the board 
of directors of the Minnesota Mining 
and Manufacturing Co. 

B. B. Countryman was named vice 
president, purchasing division. He 
joined the company in 1928 as pur- 
chasing agent. He had been director 
of purchases since 1942. He is a past 
president of the Twin Cities chapter, 
a former director and vice president 
of the National Association of Pur- 
chasing Agents. He served five years 
on the national policy committee. 

I. R. Hansen is the new assistant 
treasurer. 
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Air Conditioners Cited 


With Inadequate Wiring NM A al za rZ a 
ALLENTOWN, PA.—'Most homes 
five years old or more are inadequately 


wired. Nine out of ten industrial plants | “FLOWS” BRASS to FIBRE to give 


are not in a position to add new major 


electrical equipment without the ad- Z ITY FUSE with 


dition of supplemental wiring. 

“And homeowners generally, and LONGER LIFE i 
executive management of these ‘elec- = a d SEZ ’ 
trically sub-standard’ industrial plants g 
and commercial enterprises — even 
many contractors—are not aware that 
such improvements to their wiring 
systems can be made conveniently 
under FHA’s Title I loans for mod- 
ernization and improvements.” 

The speaker is Gene West, special 
representative of the Anaconda Wire 
and Cable Co., from Washington, D.C. 
The occasion was the recent meeting 
in Allentown, of members of the Le- 
high Valley Electrical Assn. They were 
there to determine how they could 
participate in the “Full Power Ahead” 
campaign which Anaconda introduced 
recently. Electrical contractors, whole- 
salers and utility representatives were 
in attendance as were members of local 
banking institutions and the FHA. 

Mr. West observed, during the 
course of the discussion, that “With 
more electrical gadgets and appliances 
going into the home there is an ever- 
increasing danger of overloading exist- 
ing wiring. The appliance industry 
itself is unable to sell certain major 
appliances because present wiring is 
completely incapable of carrying the 
additional load.” 





, Monarch is the only fuse with 
He went on to cite the return, last - 2 ae 
year, of more than 100,000 unit air this new construction feature. 
conditioners by customers whose wir- a Fibre barrels cannot loosen 
ing had proved unable to take the from brass fittings. There are 
added load. (An air conditioner for no rivets or pins to cause hot 
the home requires its own individual spots and char the fibre bar- 

circuit direct to the switch box.) ° 
rel. It means you geta quality 
fuse with better protection 
. +. over a longer operating 
period ... and at the regular 

fuse price. 





g Ask your wholesaler now or 
y= 4__ write for further information. 


PA 


PARTICIPANTS in Lehigh Valley Elec- So 


trical Assn. meeting included: (1. to r.) f 

Bill Shanahan, Anaconda, who con- - stegpdberincdh sate use a LTD 
ducted special meeting; George Kauf- M by F . 

man, Middle District Fire Underwrit- ere Fuses Anarc nh: EN . ' 
ers; David C. Fritzinger, LVEA secre- 
tary; and main speaker, Gene West Jamestown, New York 
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MARCUS 


PORTABLE BOOSTER 


FOR 
BETTER 
OPERATION 


for any application where appliances or machines 
are not operating at top efficiency due to low line 


into any line—either indoors or outdoors— 
to quickly restore necessary voltage level. Ideal 


voltage. 


Equipped with voltage input receptacles 
for 95 - 105-115 - 208—to deliver 115 and/or 230 
volts in any combination. 





IN 


Out 





95 
105 
115 
208 








15 
ond /or 
230 








“Mark of Quality” 


Representatives in Principal Cities 


TRANSFORMERS 


Wherever voltage drop is en- | 


countered, the Marcus Portable) 


Booster Transformer can be easily plugged | 





With a capacity of 3000 watts or 3 KVA, | 
the Marcus Portable Booster Transformer | 
has exceptionally high dielectric and | 
thermal stability. It is wound with silicone | 
enamel magnet wire and has twist-lock | 
plugs for safe connections. Made in 
crinkle gray steel finish, one unit can 
handle two % ton room air conditioners. 


MARCUS_— 


TRANSFORMER CO., Inc. 


RAHWAY, NEW JERSEY | 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY | 
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General Mills Sells 
Home Appliance Business 

MINNEAPOLIS, MINN.—The Illi- 
nois McGraw Electric Co., has pur- 
chased the home appliance business of 
General Mills, Inc. The purchase in- 
cluded the capital equipment, tooling 
and inventories. The purchaser has 
agreed to assume the responsibility for 
all future servicing of appliances now 
in use. 

The sale of the home appliance 
business will not materially affect the 
operation of General Mills’ mechanical 
division. Only about 10 per cent of the 
productive effort of the division had 
been directed to the home appliance 
field. 

General Mills entered the small ap- 
pliance field in 1946. Since the present 
principal activity of the mechanical 
division is the manufacture of elec- 
tronic instruments, it was decided to 
consummate with the 
Illinois McGraw Electric Co. 


negotiations 


Ft. Wayne Wesco Moves 

FORT WAYNE, IND.—Westing- 
house Electric Supply Company is now 
operating from its new warehouse- 
office building located at Meyer Rd., 
and the new U.S. route 30. The mod- 
ern one-story, 30,000 sq. ft. structure 
is supplemented by a large parking 
area, a four-truck loading dock and a 
two-boxcar unloading dock. Harold W. 
Schnelker is branch manager of the 
apparatus and supplies division. Wil- 
liam Houghton is sales manager of the 
consumer products division. 


Purchasing Directory 
Helps Small Business 


WASHINGTON, D.C. — The first 
complete guide to military and civilian 
purchasing activities of the Federal 
Government was published last month. 
Wendell B. Barnes, administrator of 
the Small Business Administration, an- 
nounced the title as, “U.S. Government 
Purchasing Directory.” 

The guide lists some 4,000 classes 
of commodities covering more than 
5,000,000 items. It is designed to make 
it easy for businessmen to learn who 
in the Federal Government buys what 
and where. 

The 92-page direcvory is on sale by 
the Superintendent of Documents, 
Washington 25, D.C, for 50 cents. 
It is a companion to the SBA’s “US. 
Government Specifications Directory” 
which is now being revised and will 
be ready shortly. 
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LIGHT'S 


MR. JOBBER— 


FABULOUS 
PRIZE 
CAMPAIGN! 


by MAGN FLOOD 


for wholesalers who sell 

oli ceforelmilererelifelitiiare Mtoe ltl lultall 
win wonderful prizes—every 
thing from luggage sets to 
swimming pools, solid silver to 
Benrus watches—in Magni 

a lolele Mel a-telmmaclilelelic sma le) 
quotas, no competition—every- 
one wins something. Write 
Telelohmmiel@meliigelaiha-Mmaelili-t) 
elole) Me ialehodlile Ee ley 4-1ur Mme lire, 


reley 41a Mol m-P cal ilalem lara) 


MAGNT FLOOD 1. 


38 North Second Ave. 
Mt. Vernon, N, Y. 


JOSEPH J. FRIEDLER, jR.., is vice pres- 
ident in charge of sales of Ilg Electric 
Ventilating Co., Chicago. He has been 
southern district manager in New Or- 
leans since 1930 and a director of the 
firm since 1946. J. M. Frank, Ilg pres- 
ident, announced that his appointment 
was one of several executive changes 
affecting offices in New Orleans, St 
Louis, Philadelphia, Cleveland and 
Atlanta 





Gesco’s P. H. Weil 
Gets Texas Post 
DALLAS, TEX.—Philip H. Weil is 


manager of a new radio and television 
sales district for the General Electric 
Supply Co. He had been radio, tele- 
vision and traffic appliances manager 
for Gesco in Milwaukee. 

The major parts of Texas and Okla- 
homa, plus a section of New Mexico, 
are in the new GE sales district 


April Construction 
At New Peak For Month 
WASHINGTON, D.C. — Construc- 


tion activities continued at record lev- 
els in April. Total dollar outlays for 
new work rose 9 per cent to $2.8 
billion. The gain was about usual for 
this time of year, and brought expend- 
itures thus far in 1954 to more than 
$10 billion. This is slightly above the 
1953 figure for the first four months 

The March-April rise mainly re- 
flected the usual spring expansion in 
private residential construction, plus 
a more-than-seasonal spurt in highway 
activity. Total private expenditures in- 
creased by 7 per cent from March to 
$1.8 billion in April. Public outlays 
rose by 16 per cent to $900 million 
Spending was at peak rates for April 
on highways, on commercial, religious 
and educational (public and private) 
building, and on public-utility and 


SENSATIONAL! 


A burn fle 


MAGNI FLOOD 


e Resists oxidation 
e Resists corrosion 


e Resists imitation! 


There is only one Aluma-Lit« 
—no other product can compare 
with it for beauty, for efficiency, 
for performance. 





Regulor medium 
base lamp holder 
for sealed beam 
por 38 R-30 ond 
R-40 lomps 





Mogul base lamp 
holder for sealed 
beam R-40, 300 w 
and 500 w lamps 





Utility medium 
base lamp holder 
for sealed beam 
PAR 38 lamps 





6 ft SJT cord 
and plug com 
plete with spike 
and plote 





Warehouse stock maintained in Boston, Phila- 
delphia, Miami, New Orleans, St. Pauli, St 
Louis, Chicago, Phoenix and Los Angeles 
Distributed in Canada exclusively by Magni 
Flood (Canada) Ltd., 108 Adelaide St. W 
Toronto, Ont 


All tested and approved by U.L. and C.S.A 


You are cordially invited to send for our 


sewer and water constructiton. 
Private residential building, totaling 
$956 million in April, was up 10 per 
cent from March and at about the 
same level as in April, 1953. Com- 
mercial building failed to rise season- 
ally last month, reflecting a decline in 


Light's Diamond Jubilee Catalogue 


and remember, whatever your need . 


“WE PUT IT IN LIGHTING” 


MAGNI FLOOD Inc. 
38 N. Second Ave. 
Mt. Vernon, N. Y. 
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No. 597 


The long lasting Trouble Free 


Service Wiring Devices 


offers your customers, plus the 
many easier and faster 
installation features means 
profits to you because, once 
they've tried (CEE) Wiring 
Devices they'll be back for more. 
Recommend and sell with profit 


Wiring Devices. 


WIRING 


pa DEVICES 


mean 
profits 
fo you 


Write for free Illustrated Catalog 

















KNOX PORCELAIN CORP 


KNOXVILLE 1, TENNESSEE 











contract-award values during the past 
winter. However the April, 1954 level 
was a third greater than a year ago. 
Recently advancing award rates indi- 
cate that spending for new commercial 
structures will rise in May. Private 
industrial construction, which usually 
manifests a downward drift in the 
early part of the year, continued in 
April to show the less-than-seasonal 
decline that has been evident since 
January. Most types of public con- 
struction showed a strong uptrend in 


April. 


Wiring Modernization 
Subject of Cartoons 


PITTSBURGH, PA.—"Wiring is at 
Fault—But the Appliance Gets the 
Blame!” is a cartoon booklet pub- 
lished by National Electric Products 
Corp., to assist the promotional pro- 
grams of wiring modernization in 
residences. 

The booklet 
story, in cartoon form, of the impor- 
tance of adequate wiring to good ap- 
pliance operation. It shows the need 
for modernization of the home in 


portrays a running 


order to have satisfactory electrical 
living. It is available to utilities, asso- 
ciation, wholesalers and contractors for 
customer distribution. Only the actual 
cost of printing is charged per copy, 
and a nominal additional charge is 
made for the company imprint on the 
back cover in place of the National 
Electric signature 


Drive To Alert Need 
For Lightning Arresters 


HARRISON, N. J.—A campaign to 
alert home television owners to the 
need for installing lightning arresters, 
and periodically checking antenna elec- 
trical connections on receivers, has 
been opened by the tube division, 
Radio Corporation of America. 

Lightning arresters are small electri- 
cal devices—hardly bigger than a light 
socket—which will safely divert to 
ground electrical charges which may 
build up on the antenna during storms, 
thus greatly reducing the probability 
of lightning striking the anrenna. 
Available for both VHF and UHF 
television sets, arresters can be in- 
stalled quickly by television service- 
men. 

Tagged 
campaign centers around a four-point 
installation checkup now being offered 
by TV service dealers. The program 


‘operation checkup,” the 
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assures maximum electrical safety and 
performance efficiency of the receiver. 
The nominal checkup charge, which 
varies in different localities, also in- 
cludes installation of the RCA light- 
ning arrester. 


Park-Type Roadway 
Fluorescent System 


CLEVELAND, OHIO — The first 
fluorescent system in the entire country 
for park-type roads was shown on May 
19 at General Electric’s Nela Park. It 
was also the first installation of fluo- 
rescent street lighting in northern 
Ohio. 

The installation is part of a new 
system of modern street lighting, in- 
cluding incandescent and mercury lu- 
minaires, erected along a mile of wind- 
ing and straight roadway at Nela Park. 
Thirty-five fluorescent luminaires, 14 
incandescent types and eight mercury 
lamp units are used in the new system. 
They replace a system of ornamental 
post-top lanterns in use at the park 
since 1920. This system used 200-watt 
and 500-watt lamps. The new fluores- 
cent system delivers four times the 
illumination produced by the previous 
one, more uniformity and for about 
the same amount of electrical energy. 

The fluorescent luminaires (G.E. 
form 206) are identical with those 
employed in numerous fluorescent 
street lighting systems. Each of the 
new luminaires in the Nela Park road- 
way system is slightly more than six- 
feet in length. The units house four 
of the new G.E. 100-watt rapid start 
fluorescent street lighting lamps. The 
luminaires are mounted 25 feet above 
the roadway. Polished aluminum re- 
flectors are so shaped as to deliver a 
uniform level of light upon the road. 


STRETCH of Nela Park roadway curves 
northward from the Lighting Institute 
toward the front of the Application En- 
gineering building. Despite foliage, G 
E. says an ample amount of illumina- 
tion is delivered for combined auto and 
pedestrian traffic. 
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For Increased Fan Sales 
Offer the Big “‘Buffalo’’ Line 


NV-BREEZOS .. . Quiet, Efficient, Sturdy! 


Contractors, dealers, wholesalers are enjoying bumper sales, and pleas- 


ing many more customers with the 
first cost, quiet, and very durable, 


se versatile propeller fans! Low in 
NV-BREEZOS are easily installed 


in walls for free air delivery—or can be used efficiently against system 


pressures up to 14”. 8”, 12”, 16”, 


Bulletin 3865. 


BREEZ-AIR .. . The 
Attic Fan In Top Demand 


Now’s the time to get set for the 
thousands of home owners in your 
area who are top prospects for cool 
comfort on those hot nights! Better 
write today for our price and in- 
stallation sheet FM-20 on the com- 
pletely NEW Breez-Air. In 24, 30, 
36, 42, 48 and 54” sizes to suit 
every installation, they are the 
finest and most efficient fans in the 
long Breez-Air history! 


BUFFALO FOR 
214 Mortimer St. e 
PUBLISHERS OF “FAN EN 
Canadian Blower & Forge 


18”, 20” and 24” sizes. Write for 


BELT-AIR ... The Big-Job Fan 
At Propeller Fan Prices 


Not only is the new Belt-Air im- 
proved in quietness and perfor- 
mance, its size range is increased to 
include 24” to 84” fans—for jobs 
up to 90,000 cfm! And, like the 
NV-Breezo line, it is available in a 
variety of protective coatings for 
special fume exhausting applica- 
tions. Write for all the details on 
these husky, quiet, EASILY in- 
stalled fans which can greatly in- 
crease your range of satisfied cus- 
tomers—and your sales. Don’t 
delay. Write today! 


GE COMPANY 


Buffalo, New York 
GINEERING” HANDBOOK 
Co., Led., Kitchener, Ont. 


Sales Representatives in all Principal Cities 


Belted 


Panel Breezo Fans 
Breez-Air Attic Fans 


“L” Breezo Fans 


Vent Sets 


Belt-Air Fans 
“NV” Breezo Fans 
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always tops 
in rts class... 


rubber-jacketed 
portable cord 
with branded jacket. 
And it is self- 

imide, noe-ally Inetions, Where measuring, too— 


severe conditions are encountered 


and maximum protection is required, branding is 


the cord and cable to specify is 


BRONCO 60 CERTIFIED with 60% 
by weight Neoprene daha Sued. repeated every 
two feet! 


SOLD NATIONALLY BY ELECTRICAL WHOLESALE DISTRIBUTORS 


Manufactured by WESTERN INSULATED WIRE CO., Les Angeles 58 © California 


Deathtraps Menace Lives— 
Kill 79 Children 


NEW YORK, N.Y. —Abandoned 
refrigerators, freezers and ice boxes 
have become an ever increasing men- 
ace to children’s lives. Since 1948, 
death by suffocation has killed 79 
children 

Three have already been smothered 
to death in 1954. Two in February and 
one in April. Children involved range 
in age from 2 to 12 years, with the 
average being 5 years. While the coll 
is not statistically high, its potential 
seems to be increasing, percentage 
wise, annually 

There were twice as many reported 

deaths from suffocation in discarded 
refrigerators during 1953 as there 
were during 1952. Moreover the num- 
ber of deaths per incident is increas- 
ing. In 1953, just four cases involved 
12 children. In one case five children 
came from a single family. 
e Number of Discards — Refriger- 
ators, freezers, iceboxes number more 
than 50,000,000 in this country. They 
are discarded at the rate of approxi- 
mately two to three million per year. 
This number is expected to increase 
over the next few years. Once dis- 
carded, these units seem to make in- 
viting places for games by small chil- 
dren. 

May through September have 

proved to be the critical months. Prob- 
ably because in this period, children 
have leisure-vacation time—for out- 
door play. The victims seemed to have 
been locked in the airtight containers 
for several reasons. Some were just 
exploring or hiding from other chil- 
dren. Others were put in the aban- 
doned containers by older children as 
“part of a game.” Still others were 
locked in the deathtraps through defi- 
nitely malicious intent of older boys 
and girls who want to scare the young- 
sters for one reason or another. 
e The Danger—tThe one, big, essen- 
tial element of an ice box, refriger- 
ator, freezer, is that it be air tight. 
Once the door is closed, and automat- 
ically latched from the outside, what- 
ever air is inside the box will be ex- 
hausted in a relatively short time. A 
child cannot be seen, his screams can- 
not be heard. The airtight box is 
also dark, therefore it increases the 
amount of terror felt by the trapped 
child. 

Under such conditions, the child 
screams, pounds on the door in an at- 
tempt to free himself. To no avail! 
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In other words, when it is best for 
a child to lie as quietly as possible, 
conserving the limited supply of oxy- 
gen, the terror-stricken victims en- 
gaged in violent activities which ex- 
haust the air in the box even more 
quickly. 
® Why Abandoned—Persons who 
purchase new refrigerators often find 
many dealers, even those who give 
them a trade-in value, have no use for 
their old boxes. It is also costly for 
many to have a box carted away. The 
box has little re-sale value, even to 
the junk man. Consequently old ice 
boxes can be found in back yards, 
basements, garages. 

At least one child suffocated in a 
new freezer left on the porch of a 
home prior to installation. The child 
who suffocated on April 26, died in 
an old discard stored in the basement. 
® Made Harmless—Discarded refrig- 
erators, freezers, iceboxes may be 
made harmless in several ways. Re- 
moving the door is probably the most 
obvious and safest. Removing the 
latch stop so that the door cannot lock 
is another. Holes drilled in the cabinet 
and the removal of the gasket are also 
recommended. Undoubtedly the best 
way is to destroy the box altogether! 

Common-sense precautionary meas- 
ures should be employed if the re- 
frigerator, freezer or ice box is only 
temporarily out of use. 

The household refrigerator, and 
farm and home freezer sections of 
the National Electrical Manufactur- 
ers Assn., have recently organized a 
continuing program to combat this 
menace. The Discarded Refrigerator 
and Freezer Safety Drive was spear- 
headed during the week of June 6-12. 

With the cooperation of the Na- 
tional Safety Council, and using its 
facilities and experience, numerous or- 
ganizations have already been con- 
tacted. A full page announcement of 
the campaign has been brought to 
the attention of school safety programs 
throughout the country. Folders, book- 
lets, envelope stuffers, posters are to 
be distributed to give householders 
complete instructions on how to make 
discarded boxes harmless. The most 
important element in the program is 
to make people conscious that when a 
refrigerator, freezer, ice box, or air- 
tight container is abandoned perma- 
nently, or is to be used as storage 
space, it should be rendered harmless. 

Remove the entire door or remove 
the latch stop—the “gadget” that makes 
the door stay shut when it is closed. 
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CERTIFIED — % We 


NEOPRENE BY WEIGHT they 





“Blobe 


presents a 


COLD FORMED STEEL 
CONDUIT END BUSHING 
of distinctive product design 


Spherical construction 
for maximum 
structural strength 
and additional 
precision threads. 


“‘Notch ’N Lug’ flange 
feature provides 
better base for 

locking bushing 
securely in place. 














Pac 


BONDING FEATURE 600D GRIP 


Extruded edge on each lug “Notch “N Lug” construction 
gives good grip for easy 
makes a permanent bond. threading. 








») © D 


Screwtype coupling Compression type Armored cable Steel connector tor 


for EMT coupling connector 


| CORP 


311 WASHINGTON STREET * ORANGE, 
COLD FORMER STEEL €LEC TRI Cae 








LOCKS WITH A SOCK 
Wide notches leave ample 
space to insert screwdriver 
for final tightening Smack! 


OTHER FITTINGS IN THE GLOBE LINE 








SHORT SHOTS 











The purchasing value of the dol- 
lar in April was 54.5 cents. (The 
dollar of January, 1939, was 100 
cents.) Over the year, purchasing 
value was down 3.2 per cent. The 
dollar in April, 1953, was worth 
56.3 cents in terms of base figures. 


The nation’s first full-scale atomic 
power plant will be built at Pittsburgh 
and operated by the Duquesne Light 
Company. The trail-blazing plant will 
produce a minimum of 60,000 kilo- 
watts of electricity 


Summer comfort from the cool- 
ing generally called air condition- 
ing may soon be built into the 
average house. A rough estimate 
of $800 to $1,000 as installation 
cost and $40 for a season’s opera- 
tion is the recent figure of an elec- 
tric manufacturing executive. For 
the greatest efficincy the plan of 
the house itself must include de- 
sign for heating as well as cooling. 


Over one-third of the passenger cars 
in the United States are more than 
10 years old. Almost 2 per cent are 
19 or more years old. California has 
almost 10 per cent of all motor ve- 
hicles in the U. S. 


Thick walls help houses keep 
cave-like coolness in the mid-day 
sun. Once heated up, heavy ma- 
sonry cools off slowly, may make 
night uncomfortable. Research at 
the Israel Institute of Technology, 
Haifa, has developed a house with 
a thin permanent wall covered 
with insulating panels that reduce 
heat penetration by day and can be 
folded back at night for quick cool- 
ing off. 

The average U.S. hospital wastes 
thousands of dollars due to the terrible 
condition of its power-service equip- 
ment. In addition to worn out equip- 
ment, most hospital power systems suf- 
fer from a vast shortage of instruments 
and other efficiency devices, too little 
money for upkeep of the electrical, 
steam and water systems, and poor help 
because of inadequate pay. 


Inquiries and complaints handled 
by the Better Business Bureau in 97 
cities in the U.S. and Canada 
reached a new high of 1,895,828 in 
1953. The number of advertise- 
ments requiring investigation and 
action reached a new post-war low 
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of 17,507. The top ten business 
classifications (out of 52) causing 
the most inquiries and complaints 
constituted 47.3 per cent of the total 
work load. Home appliances moved 
from second to first place in 1953 
with 128,463 inquiries and com- 
plaints. Home construction and 
remodeling jumped from fourth to 
second place with 122,060 and in- 
surance (all kinds) continued in 
third place with 115,320. 


What does a farmer want? Among 
924 farmers checking a list of desired 
or needed electrical items, 334 wanted 
home freezers, 285 window fans, 170 
ait conditioners, 165 water systems and 
114 ranges. Needs for mechanizing 
chore labor were specified as: 73 milk- 
ing machines, 69 milk coolers, 67 auto- 
matic feed grinders, 48 crib unloaders, 
33 barn cleaners, 28 crop driers, 25 
power feeders, 21 silo unloaders, 19 
dairy water heaters. 


An expert on office machines was 
called in to fix a balky unit, reports 
Fleet Owner, McGraw-Hill publica- 
tion. The expert turned on the ma- 
chine, listened one moment, gave 
one screw a quarter turn, and the 
machine was repaired. The end of 
the month brought a bill from the 
expert for $200, for which the out- 
raged office manager demanded an 
itemized statement. The bill was 
paid upon receipt of the statement, 
which listed three cents due for 
turning the screw. The remainder, 
$199.97, was “for knowing which 
screw to turn.” 


More U. S. motor vehicle exports 
go to South America than to Europe 
and Asia combined. 


Having it piped to you is the 
major part of the gas bill. The 
gas itself is reported as accounting 
only for 10 to 15 per cent of what 
the consumer pays. The rest is 
service. 


The government plans no heavy 
public works program as an anti-re- 
cession measure. Robinson Newcomb, 
top economic advisor on construction 
and a member of the Council of Eco- 
nomic Advisors, reports that action 
would be limited to (1) launching a 
nationwide repair and rehabilitation 
program of federal buildings and fa- 
cilities and of federal-air highways, 
(2) speeding up the construction 
schedule on federal projects, and as 
needed, appropriations for jobs already 
authorized. 
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NO OTHER WOOD SCREW ANCHOR 
HAS EQUALLED THIS PERFORMANCE . . . 


NEVER BUDGED 


RAWLPLUGS 


_ 25 YEARS 


HEAD MILLWRIGHT STATES 


‘*Rawiplugs have no equal. 
collector to be torn down was fastened to the wall with 44” 


We have used thousands. 


AFTER 
of USE 


This particular dust 
x 2” band iron, 


using six Yo" x3” lag screws. We put a cable around it, thinking we could 


pull it from the wall. 


| am sure we put a ten ton pull on it and never budged 


it, and had to send a man up on a seat to take the lag screws out and they 
were as bright as when they were put up 25 years before." 


(signed) E. C. Snyder 


Head Millwright, Salina, Kansas. 


When you require maximum holding power and the least drilling time (you 
drill smaller holes) use Rawiplugs. 


OTHER RAWL PRODUCTS 
FOR INDUSTRIAL ANCHORING 


Write for samples on your letterhead. 


0 


0 


RAWLPLUGS: Universal screw anchor for 
any material. The original fibre plug for 
wood and log screws. 

RAWL-DRIVES: Drives like a nail into a 
drilled hole. Holds like a bolt. Use only 
in hard materials. 


"] RAWL-TAPERS: A machine screw anchor 


that fits the hole drilled either by a new 
or worn drill. 

RAWL TOGGLE-BOLTS: For anchoring 
any fixture or utility in hollow walls or 
ceilings. 


[] RAWL CARBIDE DRILLS: Spiral precision 


tool for rotary drill or hand brace. Sizes 
34,” to 12 

RAWL HAMMER-SETS: Heavy duty 
threaded type machine bolt anchor. 


] RAWL-ANCHORS: For holding bolts per- 


manently in materials such as concrete, 
marble, stone, brick, etc. Heavy duty type. 


] RAWLDRILLS: For drilling holes in all 


masonry. Easily sharpened. For hand and 
power drilling. 


[-] DIMENSIONAL CHART of above products 


™™RAWLPLUG COMPANY, inc. 


271 CHURCH STREET 


NEW YORK 13, N. Y. 








bells... tom 


The finest bells are engi- 
neered and manufac- 
tured by SIGNAL. In- 
door and outdoor 
types are available 

in sizes from the 

new 212” midget 

a-c contactless 
vibrating bell to 

the large 20” 
model—[212",3”, 
4",6",8",10",20"). 
Write for Catalog 5A-5 


originators of 
the underdome bell 


SOLD THROUGH 
ELECTRICAL WHOLESALERS 


the 


smallest 


SIGNALS 


ENGINEERING & MFG 
ONG BRAN H NE W ER 





EASY TO INSTALL... 
BUILT TO BE FORGOTTEN 
Reliance Time Controls 








@ Minimum of working parts 


@ Heavy, brass cut gears and steel pinions 


@ Ground and polished steel shafts 


@ 30 Ampere capacity at 125/250 volts 


CALENDAR OF EVENTS 


Canadian Electrical Association 
Annual convention 
Murray Bay 
Quebec, Que. 
June 24-26 
Meetings, speakers 


Michigan Electrical Association 
Annual Convention 
Grand Hotel 
Mackinac Island, Mich 
June 27-30 
Meetings, speakers, entertainment 


National Housewares & Home 
Appliance Manufacturers Exhibit 
Convention Hall 
Atlantic City, N. J 
July 12-16 
Exhibits 
Western Plant Maintenance Show ; 
Conference 
Pan Pacific Auditoriur 
Los Angeles, Calif. 
July 13-15 
Exhibits, meetings 
Los Angeles Trade Fair, Inc. 
Sixth Western Housewares Show 
Shrine Auditorium 
Los Angeles, Calif 
August 1-4 
Trade show, exhibits 


Houston Gift & Housewares Show 
Chamber of Commerce Trade Show Com 
mittee 
Ben Milam Hotel 
Houston, Tex 
August 15-18 
Exhibits 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo 
Sept. 12-15 
Speakers, committee meetings, demon 
strations, banquet, golf, entertainment 
Illuminating Engineering Society 
Nat'l. Technical Conference 
Chalfonte-Haddon Hall Hotels 
Atlantic City, N. J 
September 12-16 
Meetings, conferences 
Lake Michigan Club 
Nippersink Manor 
Genoa City, Wis 


@ Accurate, dependable circuit control 
September 14-16 





MODEL “W” ASTRONOMIC Meetings, tournament golf 
TIME SWITCH 


The Reliance Astronomic time switch has these The Bellevue-Stratford 
advantages over standard switches. It auto- Philadelphia, Pa 

matically advances or retires the “ON” trip _ September 29-October 
daily to correspond with changes in sunset time. Meetings, discussions 
Eliminates manual resetting. ; 


International Association of Electrical 
Leagues 


MODEL “W” SWITCH National Electronics Conference 
: 10th Annual Conference 

TYPE W-33 time switch, with special 2 circuit control is equal to two single pole time Hotel Sherman 

switches in one. It will control two separate circuits independently or simultaneously by 
setting trippers to desired schedule. Provides 8 different combinations of two-circuit 
control, or operates as a double pole, single throw switch. 


RELIANCE AUTOMATIC LIGHTING COMPANY 
1911 Mead St. Racine, Wis. 











Chicago, Ill 
October 4-6 
Meetings 


National Association of Electrical 
Distributors 
(Pacific Zone Convention 


Mark Hopkins Hotel 


RELIANCE TIME SWITCHES |fmeieea 


Meetings, speakers 
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Indiana Electric Association 
Annual Convention 
French Lick Springs Hotel 
French Lick, Ind., 
October 6-8 
Meetings, golf 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
Exhibits 


National Hardware Show 
Navy Pier 
Chicago, Ill. 
October 11-15 
Exhibits 


New Jersey Council of Electrical Leagues 
18th Annual Convention 
Ambassador Hotel 
Atlantic City, N. J 
October 15-16 
Exhibits, meetings, banquet 
National Safety Council 
i2nd National Satety Congress & 


Exposition 





Chicago, Ill. ‘ 





October 18-22 
Exhibits, meetings, awards f UF NON-METALLIC SHEATHED 
UNDERGROUND FEEDER CABLE 


National Association of Electrical 
Distributors 
Board of Governors 
Hershey Hotel 
Hershey, Pa : 
October 24-2 : = OFFICE 
4 ANNUNCIATOR CABLE 


Meetings 








National Electrical Contractors Assn. 
Jung Hotel 
New Orleans, La 
October 27-30 





TW BUILDING WIRES 


Conferences : 


National Motel Show } 
Morrison Hotel WEATHERPROOF WIRES 


Chicago, III. 

November 1-3 Tl ————————— 

Exhibits of construction and maintenance wait 
of motels, recreational, restaurant, 
laundry facilities, furnishings, cleaning 





THERMOSTAT CABLES 


i 





F 
B 


equipment 


LR 


FLEXIBLE CORD 





National Hotel Exposition 
39th Exposition 
Kingsbridge Armory 
The Bronx, N. Y 
November 8-1 
Exhibits 


National Retail Show — SS 
a 


Store Modernization Institute . 
lst Show : HEATER CORD 
Madison Square Garden e : 
January 7-11, 1955 2 OTS 
Fixturing and equipment exhibits t sae,» f a 

’ zs TELEPHONE WIRES 


i 
i 


FIXTURE WIRE 


it 
i 








Essex Electrical League 


9th Electrical Industrial Exposition : Gh; 
et T ’ SESE 


Olympic Park es 
7 f e ; 
Newark. N. ] ALARM AND SIGNAL WIRES 


March 8-10, 1955 
Exhibits 








Materials Handling Exposition : 
International Amphitheatre and NEON SIGN AND OJL BURNER IGNITION CABLE 
tion Hall 
Chicago, Ill 
May 16-21, 1955 


Theme is “Obsolescence,” includes ex ie 
bd NEW YORK 


j 


hibits on automatic factory, displays 
conferences 
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OSS IY, 


PrRoDUcCcTsS/” 
BUILT TO SERVE YOUR CUSTOMERS BETTER 


Sold Exclusively through 
Electrical Wholesalers 


EEECTRICMEGE INC. 


. 


KEYSTONE OUTLET BOXES AND SWITCH BOXES ARE 
DESIGNED FOR “DOUBLE QUICK” INSTALLATION! 


When it comes to downright ease of installation, you'll find 
the entire line of Keystone Outlet and Switch Boxes are 
loaded with time-saving, cost-reducing features. Knock-outs 
and “‘pri-outs” that can be removed “double quick.” BX or 
Romex clamps already assembled with nested fit for quick, 
easy pulling of wires. In 4” octagon boxes, extruded holes 
provide extra thickness to eliminate costly stripping of threads. 
And switch boxes, 4” square boxes, and handy boxes are avail- 
able with mounting brackets to facilitate installation. Yes, 
these and other quality features make it well worthwhile to 
specify ‘““Keystone” for all your box requirements. 
FREE CATALOG describes and 


illustrates the entire line of Keystone 

w d Fittings, Cutout Boxes 

Pull Boxes, Outlet Boxes, Switch KEYSTONE MANUFACTURING COMPANY 
Boxes, Covers, and Bar Hangers euene aeeemeee acmmen 


Contains complete specifications and 
prices. Send for your free copy today ! CENTER LINE (Detroit), MICHIGAN 


Sold Through Leading Electrical Distributors Coast-to-Coast 





PEOPLE IN THE NEWS 











Edgar B. Ingraham, president of 
Times Appliance Co., Inc., New York 
City, was elected president of the 
Rotary Club of New York last month. 


Frank Simon, manager of The Geo 
Worthington Company's electrical de- 
partment, is president of the Electrical 
League of Cleveland. The distributor 


is celebrating its 125th anniversary 


this year 


William E. Boss is vice president 
of the RCA Victor Distributing Cor 
poration, in charge of the Buffalo- 


Rochester area 


Art Coulter has joined the firm of 
S. R. Suchman & Associates, manufac- 
turers’ agents covering Florida and 
Georgia. Office and warehouse facili- 
ties are in Miami. Mr. Coulter, for- 
mer ice hockey star and captain of 
the New York Rangers from 1930 to 
1942, has been associated with the 
hardware and electrical industries in 
Florida for the past 20 years 


Noel D. Stafford, treasurer, has 
been elevated to the position of vice 
president and treasurer of The Rawl- 
plug Co., Inc., New York City. Aller- 
ton J. McEwan is sales manager. 
Everett D. Sperry is assistant sales 
manager. President Frederic B. Pow- 
ers made the announcement. 


Arch J. Cochrane is manager of 
the Chicago district operation for The 
Youngstown Sheet and Tube Co., suc- 
ceeding B. M. Stubblefield, who has 
retired. He had been assistant manager 


for three years 


William C. Godfrey, assistant sales 
manager, has been transferred to Pitts- 
burgh Standard Conduit Co.’s new 
Morrisville, Pa., plant. John A. Eitel 


takes his place at Pittsburgh. 


A. F. Timar is national sales man- 
ager of the Rodale Manufacturing Co., 
Inc., Emmaus, Pa. He had been credit 
and accounts manager of the firm. 


Ewing Dale is district sales man- 
ager for the Southeastern area, Tomic 
Sales & Engineering Co., Detroit. His 
headquarters are at 728 Avery St., De- 
catur, Ga. 

Jack Robinson is vice president 
and general manager of the Golde 
Manufacturing Co 

Joseph A. Schneller is director of 
sales for Lighting Products, Inc., High- 
land Park, Ill. In addition to super- 
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FRANK C. POWER is contract division 
sales manager for Fresh’nd Aire room 
air conditioners. He directs sales of the 
units to hotels, hospitals, motels, office 
buildings and housing developments 
Mr. Power at one time had been a 
sales representative for Gough Indu 
tries, Los Angeles, Calif 





vising national sales activities, Mr 
Schneller will also be in charge of ad 
vertising and sales promotion. 


H. C. Koenig, manager of Electri- 
cal Laboratory Services and a member 
of the Board of Directors, the Electri- 
cal Testing Laboratories, is chairman 
of the American Standards Committee 
on electrical measuring instruments 


J. Lynn Johnston is sales manager 
of The Merchandise Mart, Chicago 


F. R. McQuown, vice president and 
director of sales, All-Steel Equipment 
Inc., Aurora, Ill., announces the electri- 
cal sales division has been re-organized 
and that Robert Taylor and R. G. Eck 
have been appointed eastern and west- 
ern sales managers, respectively 


Dr. Erwin F. Lowry of Sylvania 
Electric Products, Inc., has been named 
to receive the 1954 Gold Medal of 
the Illuminating Engineering Society 
Presentation of the medal will be at 
the society’s annual National Tech- 
nical Conference on September 13 
Dr. Lowry is the first physicist en- 
gaged in light source research chosen 
to receive the medal. 


Robert M. Fichter is assistant to 
the general sales manager of consumer 
products for Westinghouse Electric 
Corp 


R. F. Hinchman, formerly sales 
manager of the electrical division, All 
Steel Equipment Inc., Aurora, Ill, has 
resigned and established a manufactur- 
ers representative agency in the St. 
Louis area. He will represent the com- 
plete Raco line. 

Art Buettner and Tom Tipf are 
two new territory managers in New 
York and the Midwest, respectively, 
for the Blackhawk Mfg. Co. Mr. Buett- 
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JACKSON YARDLIGHTS 


PORCELAIN ENAMELED 


*® Jackson Yardlights are impervious to 
wind and weather and truly last a life- 
time. Made of one-piece heavy gauge steel 
finished in three coats of Vitreous Porcelain 
Enamel. Completely wired and assembled. Listed by U. L. 
Approved for R. E. A. installations. 
SOLD ONLY THRU WHOLESALERS 








Quality 
Good 
Service 
.. BUSINESS WITH 
GET PROFIT 


7107-7110 


saaremel Sa 
JACKSON ELECTRICAL COMPANY 


REN STREET CHICAGO 7, ILLINOIS 


a “900” LEAD 


EXPANSION SCREW 


for YOU ANCHORS 


wl Standard machine screws 
the PAINE line start ana turn easily 
of Hanging is precision threads 
and Fastening K Sesited cndindiien tend 
Devices: , sleeve expands fast in 


t- 
Entirely rus : masonry cuts down 
proof — won't 


deteriorate in 
Correct taper on 


Saves you time, == damp locations. threaded steel 
inventory and lncert creates 
freight costs. 12 sizes — for holes maximum expar 

Sie” to 1%, in diam- sion. Fast, sure 
eter — hold from 50 action every time 
and job-right up to 10,000 Ibs. 
design make Size and directional Uy 
satisfied users. arrow on every anchor. 
Setting tool, in 
every box of 50 


cold flowing 


mee gee. Rega EASY TO USE 
eat tutehed. DO THE JOB RIGHT 


SAVE TIME AND LABOR 


when you anchor in masonry or concrete 


stimulated with Send for Catalog of 


attention-getting Paine's Complete Line INE: 
ads like this > THE BEST CRAFTSMEN ALWAYS TAKE pA S 
Bee | 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 





For Easiest, Conduit, Vine Salles 


8 sizes for 
conduit from Ve” to 6” 


Profit from extra-utility 
of RIEAIDB Bench Vises 


No wonder this widely advertised bench vise is 

popular everywhere! The yoke can be assembled 

to open for either right or left hand. It has an 

integral conduit rest for easier cutting or thread- 

ing . . . built-in conduit bender . . . strong special 

malleable yoke and base . .. LonGrip jaws of top 

quality tool-steel. Your customers simply can’t 

beat it for efficient easy operation that lasts for RIZAID Chain} 
years! It pays you all the time to stock and sell S8ench Vise, 
these RItaiD> Conduit Vises—order today! ares 


VV fola aie h’ 








ner, formerly with Pan American Air- 
ways, will cover New York City under 
district manager Jim Scully. Mr. Zipf, 
formerly with the Kaiser-Frazier or- 
ganization, will work with district 
manager Dale Stenz in Illinois and 
eastern Missouri. 

Harold Elliott is sales manager, 
high voltage division, Porcelain Prod- 
ucts, Inc., Findlay, Ohio. He joined 
the division as field engineer in 1950. 

Robert C. Sprague, chairman of the 
Radio - Electronics - Television Manu- 
facturers’ Association’s board of direc- 
tors, was awarded the Medal of Honor 
for his outstanding contributions to 
the radio-electronics-television indus- 
try during the RETMA annual con- 
vention in Chicago, June 15-17. 


R. W. Stutzman, sales coordinator 
for Revco, Inc., Detroit, has been pro- 
moted to assistant sales manager. 


Jack Saunders is manager of the 
new Anaconda Wire & Cable Co., 
Florida sales district. Robert W. Car- 
michael works with Mr. Saunders in 
the office located in Tampa. Frank D. 
Dickey is manager of the San Fran- 
cisco district. He succeeded Lee Hay- 
ward who has resigned. Mr. Dickey 
is assisted by Dick Riley, formerly of 
the Cincinnati district. 


James C. Sheehan is branch man- 
ager of the Westinghouse Credit Cor- 
poration office in Pittsburgh. This is 
the first such office to be established. 


Edwin R. Campbell is southern 
manager of the Electro Dynamic Mo- 
tor and Generator division of General 
Dynamics Corp. His headquarters are 
in Atlanta. 


Robert A. Loepp is supervisor of 
creative advertising for BullDog Elec- 
tric Products Co., Detroit, Mich. 


William B. Anderson is assistant 
to J. M. McKibbin, vice president 
and general manager of consumer 
products for the Westinghouse Elec- 
tric Corporation. He coordinates the 
engineering programs of the consumer 
products divisions. Mr. Anderson holds 
25 patents in the electrical and refrig- 
eration fields. 


Robert A. Murphy is sales repre- 
sentative of the pole line materials 
division of the Oliver Iron and Steel 
Corporation, in the Minneapolis-St. 
Paul territory. At present his head- 
quarters are at Huron, S. D. B. W. 
Johnson, general manager of sales, 
made the announcement. 
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OBITUARIES 











N. Hirschfeld 

Nathan Hirschfeld, founder of the 
Hirschfeld Electric Supply Co., New 
York City, died on May 9th. He was 
90 years of age. 

Mr. Hirschfeld retired eight years 
ago from active work with the elec- 
tric houseware and electric supply dis- 
tributor. He had served the firm about 
65 years. 


Edward J. Rueth 

Edward J. Rueth, vice president of 
Frankelite Co., Cleveland, Ohio, died 
on May 7th. 

Mr. Rueth had been associated with 
the company for more than 35 years. 
He was an active member of the 
NAED, serving as chairman on many 
of its committees. Mr. Rueth had also 
been on the board of governors. 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Western Insulated Wire Co., Los 
Angeles, Calif., has named J. H. “Jack” 
Stumph northwest representative for 
Bronco portable cords and cables. He 
operates under his own name at 1000 
Fourth Ave., South, Seattle 4, Wash. 
Mr. Stumph’s territory includes Ore- 
gon, Washington, Idaho and Montana. 


Chase & Sons, Inc., Randolph, Mass., 
announces the following: Norden- 
holz & Dougherty, N. Y. C., to cover 
metropolitan New York and northern 
New Jersey; J. J. Sullivan & Associ- 
ates, Cleveland, to cover Ohio, West 
Virginia, Kentucky; M. Levin, Seattle, 
to cover Washington, Oregon, Idaho, 
Montana, Wyoming, Utah and British 
Columbia. 


Fasco Industries, consumer goods 
div., Rochester, N.Y., has named the 
Gover Company, Charlotte, N.C., for 
fans and ventilating fans throughout 
Virginia, North Carolina and South 
Carolina. This territory had been cov- 
ered by S. L. Bagby Co., Charlotte. 


Pittsburgh Reflector Co., Pittsburgh, 
Pa., has appointed the following. 
Wayne D. Close Co., 5904 Monsanta 
Drive, Houston, for the southern 
Texas territory. The V. C. Christiansen 
Sales Co., 112 East Broadway, Council 
Bluffs, Ia., will cover lowa, Nebraska 
and adjacent territories. Mr. Christian- 
sen formerly represented the Marvin 
Mfg. Co., in the same territory. 
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No. i: ms 1986 : 


PACKED IN THIS 
MERCHANDISING CARTON J=] ALSO 


) 


PORCELAIN PRODUCTS 
Wireholder Merchandising Pack 


g 


= 


C1 2,-celain Products. 


they’re pace-setters. They're dependable — durable — 
rugged... and packaged in a carton that sells wire- 
holders. It’s attractive—handy—a rea/ merchandiser. 


Porcelain Products’ wireholders and secondary ser- 
vice materials have been known as Quality Products 
for years because of their strong, sturdy construction, 
Metal reinforced wireholders are designed with metal 
in tension, porcelain in compression—hot-dip gal- 
vanized steel parts. All wireholders have sharp, fast 
driving screw threads—large pulley-action wire holes 
—and many more features. 


Now packaged to display and se// out front in a handy 
carrying carton, Porcelain Products’ wireholders 
mean more value for your customers—more sales— 
more profits for you! Write for details. 


Pp) ciate 


A 


ZS 


ELECTRICAL PORCELAIN SINCE 1894 








FINDLAY, OHIO 








ASSOCIATION NEWS 











Just one of hundreds 
of Specification Grade’ 


Shr. Devices 


CHARLESTON, W. VA.—Specialty 
selling and merchandising are the keys 
to better appliance sales, says G. Rog- 
ers Porter, equipment merchandising 
counselor. At the May dinner of the 
Electric League of Charleston, dealers 
were told they have not merely one or 
two products with low saturation, but 
many. Home freezers, for instance, are 
still less than 15 per cent saturated. 
In addition, there are clothes dryers, 
dishwashers, air conditioners, rotis- 
series, deep well fryers. Price is not an 
important factor in appliance buying 
in the new 


1954 CATALOG 
(Yours for the asking) 


LOS ANGELES — A national pro- 
gram to bring about uniformity and 
simplification of Appliance-TV dealer 
headings in Yellow Telephone Direc- 
tories, is being undertaken by the Elec- 
tric League of Los Angeles. Through 
league efforts and the cooperation of 
—————e the Pacific Telephone and Telegraph 

Company, the major directory of the 
Los Angeles area recently agreed upon 
a reduction of such headings from 44 
to 19. Thus it is easier for the public 


i 


Lake to locate the dealer, appliance-product 


SLATER ELECTRIC & MFG. CO., INC. WOODSIDE, N. Y. 


and service desired. Simultaneously it 





reduces dealer's cost 








ELECTRIC SOLDERING TOO 


a EI — 
RS 


hare 
A Complete Line 


Vulcan makes a complete line of 
electric soldering tools—Screw Tip, 
the professional tool (9 sizes), 
Plug Tip, of which all parts are 
replaceable (6 sizes) and Pygmy, 
the light weight pencil type for 
delicate work (3 tip sizes). 
And of course, a var- 
iety of electric solder- 
ing pots, glue pots, 
wax melting pots, 
safety soldering tool 
holders and other 
articles using electric 


“Griction Set” 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle after being 
screwed to an outlet box. Although base and receptacle remain stationary, 
hanger arms may be turned to align with any preconceived lighting plan. heat 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger f 


SIMPLET 


screws on to 34" or 4" outlet boxes, no other fastening necessary. Fur- 
nished complete with receptacle, two 8‘ chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle. 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories. 
K100 shown above, List Price $1.18 + Write for Bulletins K25, K26 and K27 


3600 West Potomae Avenue, Chicago §$1, 
11 Park Place, New YorW 7, New York 


ELECTRIC COMPANY 





Practically every concern, from the 
one-man shop up, is a prospect 
for one or more Vulcan tools. 


VULCAN ELECTRIC CO 
Danvers 9 mass. 


TRACE 
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FURNAS 
ELECTRIC 


7. 
Why Pay 


FOR STARTER CAPACITY 
NEVER USED? 


THE ANSWER TO THIS QUESTION COULD 
SAVE hard-earned dollars needlessly 
thrown away. 


When choosing from the widest range 
of starters in the 1-50 hp range, you 
save by selecting the starter matched to 
the job—with no wasted capacity. 


Furnas Electric starters—nine of them 
in the 1-50 hp range—are designed and 
built to match most applications. 


Save 25h TODAY 


LIKE THIS 


Here’s an example of typical savings you 
can earn through proper starter selec- 
tion: for 10 hp service, for example, 
you’d select Furnas Electric Type YE 
rated for the job. This saves you up to 
25% on initial costs and 40% on space 
over a YF size 2 (rated 25 hp) normally 
selected for 10 hp service. 


All of the nine Furnas Electric sizes 
offer worthwhile savings. 


Important rearures 


Furnas Electric starters give you these 
additional benefits. Dual Voltage Coils— 
matched to motor voltage. Thermal Over- 
load Protection. Shallow Case for easy 
wiring. Durability to stand up under 
rough service. Arc Resistant Terminal 
Board. Arc Quenching Silver Contacts. 


Complete RANGE OF | 


OTHER PRODUCTS 


Pressure switches for air and water ap- 
plications. Drum controllers for revers- 
ing, multi-speed and reversing multi- 
speed service. 

Write today for full story or contact our 
representative near you. Furnas Electric 
Co., 1969 McKee St., Batavia., Illinois. 


oR NAS 


si. @ .€ T.2 
Batavia, Hlinois 








NEW LITERATURE 














Wire and Cables — Engineering ref- 
erences and descriptions of insulated 
wire and cables made for the electric 
utility industry are given in a 140 
page, illustrated book. Chapters in 
clude information on the company’s 
insulation compounds, jacket com- 
pounds, service cables, street-lighting 
cables, 


power and lighting wires and cables, 
bare and weatherproof 


power cables, control cables, 
wires and 
cables, portable cords and cables and 
insulated aluminum conductors. Com- 
plete descriptions, including engineer- 
ing data, are given on each product 
A copy of the book can be obtained 
by writing to the electrical wire and 
cable department, United States Rub- 
ber Co., 1230 Avenue of the Amer- 


icas, New York 20, N. Y 


Air Conditioning What's the Big 
Idea in Air Conditioning in "54? 


points out for wholesalers and con 


tractors profit opportunities by the 
great growth of air conditioning sales 
Folder contains suggestions on up- 
grading air conditioning wiring jobs 


Easy-Drive 


STAPLES 


(Pat. 2#2632356) 


HIEL 


Engineered to take punishment 


. . WON’T BEND OR SQUASH 
. WON'T SPLIT HARDEST WOOD 


Contractors want these strong, rugged 

flat-top THIEL Staples because they 

save worry and waste in time and ma 

terial—they don't have to baby”’ 

hem. THIEL Easy-Drive-Staples go in 

straight and true and are the greatest 

improvement in staples for cable work 

(metallic and non-metallic) in 25 

years. Send for FREE samples—a 

trial will convince anyone. 
THIEL EASY-DRIVE “NAIL IT” and THIEL 
EASY-ON" STRAPS are another must for elec- 
trical men 


@ Sold by Leading Electrical Wholesalers — 
write for information on open territories. 


H | EL. TOOL AND 


ENGINEERING 
COMPANY 
1417 North Market Street, St. Louis 6, Missouri 
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The New Model LS-1 


ROL-AWAY 


A Versatile, New Truck 
with Dozens of Utility Uses 


Here's a new version of the famous Rol-Away 
Stock Picker that has dozens of added utility 
uses. Its two step lodder enables workers to 
reach 8 foot shelves. Its three tray shelves 
hold all types of packages or small parts. Its 
adjustable rack above the top shelf holds pipe, 
tubing or long slim packages. Ideal for order 
filling, maintenance and warehousing. Used 
by America’s largest electrical wholesalers 


@ Dimensions—21'/2" x 36” x 431 

@ 2 step automatic ladder—top step 27” 
@ All aluminum—weight 65 Ibs. 

@ 3 shelves—plus adjustable pipe rack 


SEND FOR COMPLETE INFORMATION 
Dealership Available in Some Areas 


[ROL “A WA y / 


©) \S) 
TRUCK MFG. CO., Inc. 
6143 S. E. Foster—Portland 6, Ore. 


131 





Don't Get 
Stuck 


On Tape! 


Be sure you are giving your 
customers full value when you 
sell insulating tape. Recommend 
Chase! 


@ GUARANTEED FOOTAGE 


HIGH DIELECTRIC STRENGTH — 
No Pinholes 


LASTING TACK — Coating Applied 
Under Pressure 


NON-RAVELING — Tears Evenly 


POLYETHYLENE WRAPPED 
to Preserve Freshness 


These important features are standard 
with Chase, the complete line of top- 
quality Friction, Rubber, Neoprene and 
Plastic insulating tapes. Standard and 
A.S.T.M. grades, packaged individually 
or in 10-roll dispensers. For details 
write Chase & Sons, Inc., Randolph, 
Massachusetts. 


CHASE 


Tapes and 
Insulating Materials 
for the 

Electrical Industry. 





, and tips on selling adequate wiring in 


homes and offices. 
log numbers, electrical ratings 
packaging information on wiring de- 


vices used specifically in air condition- | 
ing and ventilating installations are in- | 


cluded. Copies can be had by writing 


The Arrow-Hart & Hegeman Electric | 
Hartford 6, | 


Co., 103 


Conn. 


Hawthorn St., 


Air Circuit Breakers — Four page | 


bulletin contains figures, 
photographs on types KA, KB, KC 
and LG air circuit breakers. Also in- 
formation on weatherproof and dust- 
tight enclosures. Applications, speci- 
fications and construction 
round out the contents. 
I-T-E Circuit 
Hamilton Sts., 


Published by 
Breaker Co., 
Philadelphia 30, Pa. 

Nurses’ Call Systems — A 16-page 
bulletin describes how nurses’ call sys- 
tems enable the nurse to find out the 
her 
thus saving her half the usual 
steps and permitting her to concen- 
trate on direct bedside care. Detailed 
are the features of three systems de- 
signed and built expressly for hos- 
pital use. Also installation proced- 
ures, wiring diagrams, a guide to 
specification writing and a list of some 


patient’s needs without leaving 


post, 





This 
SWIVEL U-BOLT 
CONNECTOR 
is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 


85% Copper Alloy @ Ample Strength 
High Conductivity © Unaffected by Vibratior 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 


Photographs, cata- | 


and | 


features and | 


details | 


19th and | 








for eacier cafer 
faster 
testing... 


the KNOPP 


Voltage Tester 


with the patented 


PROD - MOUNT 


Has 5 Safety Features 
oeemany uses 


When you sell the pace-setting Knopp Voltage 
Tester your customers say ‘Goodbye to risky, 
time-wasting fuss in testing’ because of 5 main 
safety features: (1) exclusive Prod-mounting 
Socket in housing, making this tester easier, 
faster, and safer to use, and ending time-wasting 
“three-handed” testing; (2) protection through 
Dual indication of voltage by solenoid and neon 
lamp working independently; (3) positive scale 
readings; (4) signal by hum and vibration; and 
(5) thorough insulation throughout, even to the 
sharp point of each prod 


Well-built and shock-proof in a LAMINATED 
Bakelite housing (not molded plastic), the Knopp 
Voltage Tester tells immediately and simply if 
circuit is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c; pure or recti- 
fied; 25 or 60 cycles for testing old and new 
circuits, fuses, locating grounds, etc. 


Some of the nation’s largest utilities, after 
testing all brands, use Knopp Voltage Testers by 
the hundreds. 


Sell the widely-used, reliable Knopp Voltage 
Tester with the original time-proved Prod-mount 
ond other safety features. Write for illustrated, 
free new descriptive Bulletin No. 425, prices and 
discounts. 


THE KNOPP 
Phase Sequence 
Indicator 
60 v. to 600 v.; 
25 to 60 cycles; 
Rotating Indica- 
tor shows se- 
quence A-B-C or 
C-B-A. Light- 
weight. Compact. 
Big time saver. 


4283 HOLDEN ST., OAKLAND 8, CALIF. 
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HERWIG 


ORNAMENTAL 
FIXTURES OF TRUE 
DISTINCTION 


Exterior and interior fixtures in 
heavy cast iron, cast bronze, or 
cast aluminum. Over 200 attractive 
modern, colonial, and gothic designs. 
Herwig fixtures are in constant de- 


mond for: 
e SCHOOLS e HOMES 
e CHURCHES e LIBRARIES 


e PUBLIC BUILDINGS 


v- 


Herwig fixtures are con- 
structed in metal this thick. 
They are built to last as 
long as the building. 


Write for Catalog 





#50 


THE HERWIG COMPANY 


1757 Sedgewick Street, Chicago 14, Ill. 





MINERALLAC 


Perforated 


STRAP 


Versatile Hanger Iron 


Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro- galvanized steel (also 
available in Everdur, copper, brass or 
aluminum). a mode — perfora- 
tions do not vary. 3<-in. holes on 4¢-in. 
centers. Comes in 10- ft. coils and 5 and 
10-ft. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Illinois 


MINERALLAC 
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of the well known hospitals that al 
ready installed the systems 
a copy write to Auth 
Inc., 34-20—45th St., 
= eS 


To secure 
Electric Co.., 
Long Island City 


Woodworking Safety “Jig and 
Fixture Design for Woodworking 
Safety,” is a 100-page book describ 
ing the many devices that can be used 
to keep woodworking machines oper- 
ators from being injured by power 
Contains 16 illustrations show- 
that 


t ols. 


detail, jigs and fixtures 
support stock 
enabling operators to work more effi- 
Addi- 


securing the 


ing, in 
against a cutting edge 
ciently and with greater safety. 
tional information on 
book can be obtained from the Na- 
tional Safety Council, 425 N. Michi- 


gan Ave., Chicago 11, Ill 


Low Voltage Switchgear — Booklet 
and photographs 
switchgear. The 24 
page guide gives features, switchgear 


contains diagrams 


on low voltage 


components, applications, specinica 


Also de 


scribes extra services which are 


tions and construction data 
avail 
able to users of switchgear 
may be had from I-T-E Circuit Break- 
er Co., 19th and Hamilton Sts., Phila- 


delphia 30, Pa 


Copies 


SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 


*Guaranteed equal to any 
standard specification 


an, 


200 LINE 














VARD LITES 


SPERO also makes: 
@ FLOODLIGHTS © VAPOR TIGHT UNITS 
@ INSULATORS © SWITCH PLATES 


tHe SPERO 


ELECTRIC CORPORATION. 


CLEVELAND , OHIO 














go 


Controlled quality 





in every 


operation makes 


(2 FITTINGS 


best! 


All EFCOR Electrical Fittings 
undergo a series of rigor- 
ous gauging tests to insure 
trouble-free performance 
under all conditions. 

EFCOR manufactures a com- 
plete line of quality fittings, 
made of malleable iron or 
steel, for every type of 
installation. 


| ge 
| 


d G- 


NIPPLE 


COUPLING 


, a 
GOOSENECK 


Mj 
y 


SOLD THROUGH ELECTRICAL 
WHOLESALERS ONLY 


ELECTRICAL 
FITTINGS 


Woodside 77, 
New York 























SALES AIDS 








The No. 70-N | 
C&E Sylvania Electric Products Inc., 
(Ericson) ig New York, N. Y.—The lighting divi- 
VAPORPROO iy sion offers a compact light bulb mer- 
"T chandiser constructed of wire and 

PORTABLE steel. For retailers primarily. Merchan- 
LAMP diser offers the light bulb purchaser 


Underwriters’ . in three ways, in handy j-pack con- 
Approved | : , - a 
° tainers, 2-pack sleeves, and individual 





¥ 4 : + ¢ | bulbs. Basic unit occupies 2.3 ft. of 
it's the | floor space ; I $80 list value 
pe: : Secs COR Cen oor space ind holds list 

comet te Ol ; No. 70 series portable worth of incandescent lamps. 
referred to : ' i | 

CATALOG eA lamps with the custo- 
IN THE LIGHT- mer whose conditions Eagle Electric Mfg. Co., Inc., 
ING TRADE , are worst. These | Long Island City 1, N. Y.—Merchan- 


“toughies” do stand the } 
diser is for a dealer who wants to 


gaff. For 25 years the 


AMERICA’S NUMBER ONE Ericson line, distributed solely through |} Carry a line of electrical household 


electrical wholesalers, has won and equipment in a small space. The 


LAMP and LIGHTING held their confidence. It will win and “Junior Electrical Treasure Chest,” 


hold the most desirable business for | oneeeion of wemens of 24 wnmaler 
FIXTURE PARTS CATALOG you. Other C&E (Ericson) products are: neacsgel _— . i o ~— 
electrical supplies, totaling 257 units 

Thousands of Parts Complete ¢ & E Line 


of Every Description © Reels © Multiple outlet cords Electriglas Corp., Bergenfield, N. J.— 


. @ Plugs @ Inspection lights is : } é eo” 
ilustrated—Described— Priced @ Test leads @ Safety transformers A nine-foot set for display of electric 


We sell or ship 1 or 1000 pieces © Broken lamp base removers radiant heating units is offered for a 
Ask About Our Jobber’s Set-up ——and may other pooducte | fee. It is designed to show as many 
ANGELO BROTHERS of the firm’s items as possible in a 

DEPT. WH. ERICSON MFG. COMPANY limited area. Unit is made of peg 

2333 NO. MASCHER STREET 5209 Euclid Avenue Cleveland 3 board, supported on sides and back 

PHILADELPHIA 33, PA. 




















FOR 
Save Time! Save Wire! SAVE with a new HYKON ha «MODERN 


) WIRE MEASURING Unit 7p tg ~=6QUALITY 
} Model SRM-18 Unit features Storeroom Reel, FITTINGS 


Wire Meter and Take-up Reel for quick, easy a 

and accurate measuring and coil handling. Specify 

Compact, portable, all-welded construction. 

Meter reads up to 1000 ft. Take-up Reel holds 

up to 1500 ft. of No. 14 wire. Hundreds in use. 
Write for details and catalog. 


HyKon Box 923, Mt. 


MANUFACTURING CO ALLIANCE, 








qt eg J 
aero 


LB. ALLEN & CO. Inc. «= PARTE QT a Aas 


6701 BRYN MAWR AVE. COMPANY 


1455 SPRING GARDEN AVE., ICAGO 
PITTSBURGH 12, PA. oo bee a, — BOSTON, MASSACHUSETTS 
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by a wooden frame. Each side is 80-in 
high, 24 in. wide. A 67-in. overhang, 
1742 in. deep, allows for the support 
of ceiling units. Soft cream in color. 
Explanatory signs in black on orange, 
or white on black, may be attached 
Panel units may be set up at any spot. 
Ideal for floor displays, showroom and 
window use. Can also function at 
home shows and fairs. Additional 
formation may be obtained from the 
manufacturer. 


Bantam-Lite Sales 
York 3. 


called 


Corp., New 
N. Y.—Pocket flashlight is 
“Personally Yours.” All a per- 
son does is to write his name, or a 
greeting, with any ball pen or pencil 
on a gold tape, remove the tape and 
the signature is inscribed in 23-karat 
gold. Unit looks like a cigarette light- 
er, but is a two-cell flashlight. 


The Black & Decker Mfg. Co., 
Tewson, Md.—Plans for building a 
“Do-It-Yourself Headquarters” display, 
together with a continuing “Theme- 
of-the-Month” merchandising service, 
are available free of charge to all au- 
thorized dealers. Display holds tools, 
accessories and a wide variety of prod- 
ucts related to various home improve- 
ment or workshop projects being 
featured all at one central display. 


Solar Plastic Products Co., Brooklyn, 
N.Y.—White translucent plexiglas in- 
candescent lamp is 36 in. wide and 60 
n. high and is three dimensional. Plas- 
tic letters (optional or made to speci- 
fications ). The bulb is set into white 
baked enamel metal frame and can 
be used with or without frame, indoors 
or outdoors; may be spotlighted or 
floodlighted from the inside. It is a 
replica of a lamp with silver colored 
screw cap. Item was designed for 
Light’s Diamond Jubilee. 


General Electric Co., Nela Park, 
Cleveland 12, Ohio—Package of pro- 
motional material is designed to cap- 
italize on the portable lamp selling op- 
portunity Light's Diamond 
Jubilee. Included in the sales kit are 
an explanatory letter from the Nela 
Park home lighting committee; a 
booklet titled “Lamps Make the Dif- 
ference”; a buyer's supplement to the 
booklet giving detailed information 
about the portable lamps selected; plus 
other plans designed to increase port- 
able lamp business. 


during 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


WANTEL LINES WANTED 


POSITIONS WANTED 


BUSINESS OPPORTUNITIES 


UNDISPLAYED 
$1.20 per line, minimum 3 lines. To figure ad- 
vance payment count 5 average words as a line. 
Box Numbers—counts as 1 line 


Discount of 10% if full payment is made in ad 
vance for 4 consecutive insertions 


Send NEW ADS to ELECTRICAL WHOLESALING, 330 W. 42nd St., N. Y 


RATES—— 


DISPLAYED 
The advertising rat for all 
advertising app g on other than ¢ ntract 
basis. Contract ed on ré 
a atvertievee inch 1 ® ically on 
columr olur K to a page 


for July 


issue closing June 25th 





PLIE 5 ij t ‘ 1 ‘ sft ‘ neare 
‘NEW y¢ k 2» St 3 
CHICAGO: 520 N chigan Ave 11 
SAN FRAN‘ O 8 Post St. (4 











SELLING OPPORTUNITIES OFFERED 
MANUFACTURE R'S 
territor 


Several choice 
Eastern ! 
with nor nf 
Wholesaler 
Wholesaling 
NATIONS ALL Y KNOWN no 

escent lightir 
tion ir 


ical Wholesaling 


WANTED, DISTRIBU POR 
manutacturers nd s¢ 

glas flat sheet Compet ‘ h pher 

Nationally know: lanufacturer. RW 

trical Wholesalir 


POSITION WANTED 


DISTRICT MANAGER Available 


SELLING OPPORTUNITIES WANTED 
MANUFACTI RERS Agent « 


rn states desires 


AGGRESSIVI 
ring Southea 


SALES AGENCY 
ware ouse verir 


New Jersey se 


Ssaling. 


ESTABLISHING 
New ork State 
ind Telephone | 
calling on 
Wholesaling 


METROPOLITAN NEW 
will do selling job for y 
Convention. Write 


ing 


rOP MAN 


EST \BI ISHED MANUFACTURERS R 
tat Chicae warel — 
enced salesmen, 

Est ablished wit! 

salers 1 

Indiana and Wis 

Wholesal 


LINES WANTI D 
tributing all Is 
wing lir S “Wit 
dui fittings, ‘utiet 
Ml kinds of lighting 
ind commer lr 


experience. RA-27 


——MANUFACTURERS ! 


You will receive better results from your 
“Representative Wanted advertising” if you 
will state in your copy what territory or ter- 
ritories are available. 





REPRESENTATIVES 


REPRESENTATIVE WANTED 


For growing electrical quality line. 
Insulated Wire, Cord Sets, Fuses, Christ- 
mas Lights and Novelties. Selling fo 

Electrical and Hardware Jobbers 


OHIO 


Must be established. State lines now handled. 


MILLER ELECTRIC CO., 


PAWTUCKET, R. I. 








CHOICE TERRITORIES OPEN... 


For aggressive representatives calling on 
electrical wholesalers and jobbers, to handle 
a nationally established line of brass fit- 
tings, stampings, domestic packaged screws, 
nuts, efc. Many active accounts in all areas. 
If you can do an aggressive selling job, 
write stating lines carried and territories 
covered. 


RW 2784 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 








WANTED 


MANUFACTURERS AGENCY in Honolulu, T. H 
and in Billings, Missoula, Helena or Butte, Mon 
tana for old well known manufacturer of staple 
electrical supply tine distributed through electrical 
wholesalers. 
Write RW 2820 
Electrical Wholesaling 
520 N. Michigan Ave Chicago ti, Wi 








ROBOT OPERATORS 
OPEN ~ CLOSE + LOCK: DOORS, GATES 
Ti -€ Ele Tronki ally 


—. COMMERCIAL, INDUSTRIAL 
2) RESIDENTIAL & SPECIAL 


4 


y 


% ROBOT APPLIANCES INC 








ESTABLISHED BUSINESS 
FOR SALE 


Located on 4 lane State Highway South East 
Coast Florida, selling nationally advertised lines 
to leading Contractors and Industrial firms 
Grossed $167,000 in 1953. Wonderful expansion 
opportunity for energetic go-getter. 

Included in deal are two concrete block and 
steel buildings with steel shelving and counters 
$54,000 inventory, ¥2 ton 1953 Ford truck 

Owners selling due to failing health 

Interested porties with required references 
write 


BO2588 Electrical Wholesaling 
330 W. 42 St., N. Y. 36, N. Y. 
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Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
have uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids... your positive 
assurance of long, trouble-free service. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 





Hazard Ins. Wire Works 


Heinemann Electric Co. 


| Herwig Co., The 


Hubbell Inc., Harvey 
Hykon Mfg. Co. 


Iiseco Copper Tube & 
Products, Ine. 


Jackson Electrical Co. 
Jones Metal Products Co. 


Kennecott Copper Corp. 
Keystone Mfg. Co. 
Kirlin Co., The 

Knox Porcelain Corp. 
Krueger & Hudepohl 


Magni Flood Inc. 
Marcus Transformer Co., Inc. 
Midwest Electric Mfg. Co. 


Tube Co., The 
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Classifie {dvertising) 


H. E. Hilty, Mgr. 


EMPLOYMENT 
Selling Opportunities Offered 
Postion Wanted 
Selling Opportunities Wanted 
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Offered i 
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Ee” 


The Largest Selling 
Friction Tape / 


Guaranteed not to dry e won't 
ravel at edges. Exceeds all specifi- 
cations for dielectric strength, tensile 
strength and adhesion. 











The Finest 
Plastic Tape 





Resists abrasion, water, acids, corro- 
sion. Makes a neater, quicker job. 
Individually packaged in one 66 ft. 
roll, in pocket-size metal can. 


/ 


Sold only through 
= wholesalers. 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





For voltages up to 600... 


There’s a BUSS Fuse or FUSETRON Fuse 


to fit the needs of every user 


If user wants Non-Renewable Fuses. . . 
Sell BUSS One-Time Fuses 


They save the user time and 
trouble because they get the same 

engineering care in manufacture 

as do all products carrying the 

BUSS Trademark. 


Every BUSS One-Time fuse can be depended upon to operate 


as intended under all service conditions 


lf user wants Renewable Fuses... 
Sell BUSS Super-Lag Renewable Fuses 


The big advantage of these fuses over A ) ~ 


all other renewable fuses comes from the . 
3 
prevention of useless interruptions of igi 
~ 
. -e Ci ad by needless blov = of 
service Caused Dy needless Ows. } 
= 
The reasons for this per- 
formance is found in the 
design of the fuse-case which 
assures good contact on the 
fuse link, even if the fuse is 
renewed by an inexperienced 
person and by the time-lag 
built into the link that pre 
vents the fuse from opening 
on motor starting currents or 
other h armless overloads. 


lf user wants fuses that — abolish all needless 
blows, stop overheating in panels and switches, 
protect motors against burnout... 


Sell FUSETRON dual-element Fuses 


— = 
\ me 
fuses or circuit breakers do not — 


protectexcept against short circuit ome " : —- 

but FUSETRON fuses prov ide = a Sat | 

TEN POINT protection. —— = 
od om 


1. Protect against short-circuit 


With rare exceptions, ordinary 


Protect against needless blows caused by harmless overloads 

Protect against needless blows caused by excessive heating lesser resistance 
results in much cooler operatior 

Provide thermal protection or panels and switches against damage from 
heating due to poor contact 

»verloading 


Protect motors against burnout fror 


Protect motors against burnout due to single phasing 


Give DOUBLE burnout protection to large motors without extra cost 
Make I rotection of small motors simfgp le and inexpensive 
Protect against waste of space and mone permit use of proper size switc 
and panels 
10. Protect coils, transformers and solenoids against burnout 
FUSETRON dual-element FUSES save everybody time and 
money because they are made to PROTECT not to blow. 


lf user wants SAFE protection on loads 
above 600 and up to 5000 amps... 


Sell BUSS Hi-Cap Fuses 


On voltages up to 600, high speed 
operation on heavy shorts limits 
current to safe values. This mini- 
mizes damage to equipment and cuts 
down dangerous stresses on trans- 
tormers, 


If user wants Plug Fuses... 


Sell BUSS Clear Window Plug Fuses 


Their one-piece body and “safety” design 
guarantees protection. 

They are most convenient to use too, be- 
cause real big window and white backgrounds 
permits entire fuse strip to be seen. Even in 
poor light a blown BUSS fuse is easy to find. 


If user wants to reduce blowing of 
plug fuses . 
Sell FUSETRON dual-element Plug Fuses 


FUSETRON Plug fuses protect like ordinary ¢ ¢ ) 


} 


fuses against short-circuits and overloads but 


unlike ordinary fuses they won’t blow on motor f y 


starting currents or other harmless overloads 


They are the type of fuses recommended in the 
] 


io 
If user wants to make safe protection 
REMAIN SAFE as well as REDUCE 

blowing of fuses... 


Sell BUSS Fustats (have Type S base) 


ae ; My 
FUSTATS like Fusetron Fuses have a dual f FEI) 
Ss ay 


element and therefore, stop needless blow w 


1953 National Electrical Cox 


ing and they do more. 

They have a type S base that prevents any- 
one from replacing them with a penny or 
substitute or using a size too large to protect 
— — - 
bua » FUSTATS fit standard plug fuse holders by means 
AQ of an inexpensive adapter that locks in place and 


needs never to be replaced. 


To protect motors and apparatus of 
voltages up to 125 against burnout... 


Sell 0 to 14 ampere BUSS Fustats 
gUSS 4 
A FUSTAT of the proper size installed to (sf ; } 


handle only the motor current will reduce to a 


minimum the chance of a motor burnout from a Ay 
SS 

any excessive over-current. In like manner it as 

will protect solenoids, coils or transformers K 


4 
against burnout. A, 
FUSTATS have the same degree of Underwriters’ approval for 
both motor-running and short-circuit protection as the most 
expensive devices made. They give all the protection it is possible 
to obtain with any device on the market. 


For protection of TV, Radio, Instruments, 
Radar, Avionics and Electronic Equipment .. . 


Sell BUSS and FUSETRON Small 
Dimension Fuses 


A complete line is available. Made —_—_ 
in Dual-element (slow-blowing), Re- | : A 
newable and One-Time types in sizes VU J ea 
from 1/500 ampere up. 

And there is a companion line of . 
BUSS Fuse Clips, Fuse Blocks and — 
Fuse Holders to take them. 


BUSSMANN MFG. CO. Division McGraw Electric Co., ST. LOUIS 7, MO. 





